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Hunter Window Fans are priced for volume sales and fast 

eeninige eamattangge™ 1ixapee ge siege cea HUNTER FAN 
turnover. Literature, display pieces and cooperative adver- 
tising make your sales job easy. Get your share of this prof- AND VENTILATING CO 


¢ 
x0 


itable business in 1952. Contact your Hunter distributor Exclusive Fan Makers Sir 
. SINCE (886 


now ... or write us for catalog and prices. 392 S. Front St., Memphis 2, Tenn. 











Complete...from A to Ezra! 


YES, SIR, Gedney makes a complete line.. 
ting that’s exactly right for every job. 
What's moré, Gedney fittings are made com- 
pletely in Gedney’s foundry and machine shop. 
Every manufacturing step is under continuous, posi- 
tive control. Accurate machining and precision 
threading are assured. Gedney fittings are unbreak- 


a fit- 


"Sas 


able MALLEABLE IRON and hot dip galvanized by a 
special process. 

It’s no wonder, then, that each and every Gedney 
fitting gives complete satisfaction. Be sure to specify 
Gedney on your next order. You'll get lasting de- 
pendability . . . at the same time you'll be slashing 
installation time and costs. 


GEDNEY 


ELECTRIC COMPANY 

















RKO BLDG. + RADIO CITY +» NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 











ELECTRICAL SOUTH is published monthly by W 
Subscription rates, United States and Possessions 
Entered as second class matter at the 


Volume 32 


R. C hing Co., Marietta, Ga., and Atlanta 
$1.00 fo Canada and Foreign Countries 
Post Off arietta, Ga., under Act of 


‘Number 1 





Only Wecaguec Peo wings you this 
exclusive combination ! 


] the latest advancement for 


highest lighting efficiency é 
...T12 SLIMLINE LAMPS* i) 


These instant-start, single-pin lamps 
have a higher light output than other 
fluorescent lamps—as much higher as 
10% or more lumens per watt! ‘“Magna- 
Flo’ units are specihcally designed to 
et maximum efhciency out of these 
Eons Shallow socket design of exclu- 
sive “Springlox’’ lampholder assures 
maximum light output through mini- 
mum blocking of light 


2 the latest advancement for 


lowest maintenance costs 


...“SPRINGLOX” LAMPHOLDERS 


— 





You get the maximum lighting efficiency out of the T12 
lamp PLUS all the maintenance advancements of “Spring- 
lox” lampholders... that’s the exclusive combination of 
Benjamin “Magna-Flo”! Only with ‘““Magna-Flo” can you 
get BOTH in one unit... and you get both at mo extra cost! 


“SPRINGLOX” 
cuts maintenance costs two ways. 


Send for FREE “Magna-Flo” bulletin; contains complete 
data on this high efficiency unit with the exclusive Benjamin 
Combination! 

Benjamin Electric Mfg. Co., Dept. Z-1 Des Plaines, Illinois. 


@ speeds maintenance 
e prolongs lamp life 


“Springlox” lampholders are standard equipment with all ““Magna-Flo” 
units, which are available in open or closed-end reflector styles; for 2 or 3 
lamps; 48", 72” or 96" long; in individual units or continuous lines. 


Rs758 
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From Service Entrance to 
\\ 





eee u's 


AND FOR GOOD REASON. For more than 60 years 
@ has been producing quality products that are serving the 
needs of industry all along the production line — from service | ren 
entrance to machine — electrical products that have been prove 


en and time-tested to give maximum safety and performance, 


If power and light distribution is a problem in your busie 
ness ... if you want products that are modern in design, 
rugged in construction, easy to install, economical to operate, 
and give long-lasting, trouble free service, then do as scores ¢__. 


of others have done — install @® a// the way. 


: — . A typical Installation is shown in the photo above 
For complete information about all @ products, contact es : ‘ 
. . : (top left). Features include @@ High Efficiency busduct 
your nearest ® representats ¢, listed in Sweet Ss, OF write to bring power into the plant trom service entrance, a 
to Headquarters. @ dead front Switchboard, and @ Power Plugin to 


carry power to machines 


Srank e€dam Electric Co. —_ 


P.O. BOX 357 ST. LOUIS 3, MISSOURI Year 


_ Mahers of Busvuct + PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS © QUIKHETER 


wre 
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NOW... ANOTHER GREAT INSULATOR 


| PURIFIED 





GREATER TOUGHNESS— GREATER DENSITY 
GREATER MECHANICAL and ELECTRICAL UNIFORMITY 


More than half a century of experience has gone into the creation of VICTOR PURIFIED 
PORCELAIN—the wet process porcelain of highest insulation values, unequalled density and 
rock-like strength and resistance to impact. Laboratory tests prove it to be the finest insulator 
porcelain ever made! 


VICTOR PORCELAIN Is Truly PURIFIED 


1. Only premium grades of flint, feldspar and clay are used. 
2. Every shipment is stored in separate bins and tested for purity and uniformity before using. 


3. All clay is de-aired to achieve porcelain of maximum density. 





fuse during firing into microscopic, glass-like impurities! 





RESULTS: Increased Impact Resistance. . . Greater Density . . . Greater Manufacturing Control . . . 
Greater Product Uniformity! 











DON'T SETTLE FOR ANYTHING LESS THAN VICTOR PURIFIED PORCELAIN 
Get All the Facts from Your VICTOR Representative 





J. A. Perkins Co. L. M. Rudbeck The Chas. L. Ward Co. 
Boston (Westwood), Mass. Indianapolis, ind. Kansas City, Mo., Des Moines, lowa 
1. B. Dally Dovid D. Schneider Oklahoma City, Okla. 
New York, N. Y., Jersey City, N. J. Louisville, Ky. Southwest Sales & Service Co. 
Southland Sales Agents Shreveport, La. 
John J. Herrity Memphis, Tenn. 


Washington, D. C. Geo. E. Tarbox Co. 
il Braisted & Bair Seaver Cole. 


L. Morris Landers Co. Detroit, Mich. 
Atlanta, Ga., Charlotte, N. C. Gaide & Dunlap Myron Swendsen 
Chicago, Ill. Boise, Idaho 











Continental Sales & Engineering Co. 

Pittsburgh, Po. Alton M. Johnson Co. Conely Engineering Co. 
Minneepolis, Minn. Salt Lake City, Utah 

Public Service Supply Co., Inc. H. R. Koch Co. 


Cleveland, Ohio Maydwell & Hartzell, inc. 


St. Louis, Mo. Phoenix, Ariz., San Francisco, Cal. 
H. J. Schw arberg F. R. Hearn Co. Los Angeles, Cal., Portland, Ore. 
Cincinnati, Ohio St. Lovis, Mo. Spokane, Wash., Seattle, Wash. 
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ADVANCE FROM Capa 


VICTOR PURIFIED PORCELAIN 


Finest Insulator Porcelain Ever Made! 
LABORATORY TESTS PROVE IT! 





MECHANICAL 
IMPACT TESTS* 


Removal of mineral salts from 
the water used in processing 
VICTOR PURIFIED PORCELAIN 
results in an average of 18% 
higher mechanical impact valves. 
The graph at the left shows 
actual values obtained from 
tests preceding and following 
installation of water de-mineral- 
izing equipment. 


BLACK— 
After De-minerelization of 


Results of Mechanical 
Impact Tests 


eto fore De-mineralizretion of Water 
{ 
BLACK—After of Weter 


Resvits of M & E 
Strength Tests 
Showing Range of 
Variation 
RAGE VALUES TS RUN 


M&E STRENGTH Installation of water de-mineralizing equipment shows an 
TESTS* improvement of 24% in the range of variation of M & E 
strength values over the range obtained before instal- 
lation of this equipment. The graph above indicates the 

remarkable increase in uniformity of product. 


*Tests made on VICTOR 10”, 15,000 
Ib. suspension insulator. 


f 








MEDIUM-VOLTAGE 
PINTYPES 


SWITCH and 
BUS INSULATORS 


SPOOLS 


SUSPENSION 
INSULATORS 


GUY STRAI:S 


TRANSMISSION 
PINTYPES 


DISTRIBUTION 
PINTYPES 
SPECIALTIES 
o 





TOR 


INSULATORS 


VICTOR INSULATORS, INC, 
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Here’s How You Save Time, Money ... And Reduce Inventory 


RoMarine - RoPrene 


ALL-PURPOSE POWER CABLE 
J] CABLE THAT CAN BE USED & ways 


: is . 
: wy / - \" 
DIRECT IN EARTH 


BO ta-~«e-4 


IN DUCTS IN AIR |~! 


Gone are the days when you had to buy one cable for direct 
burial, another for installation in ducts, and still another for 
aerial service. Rome's famous RoMarine-RoPrene all-purpose 
power cable can be used in any one of these ways... or can be 
installed in circuits combining all three. As a result, you save 
time and money, reduce expensive inventories and conserve 
scarce copper. 

RoMarine-RoPrene has a specially compounded rubber in- 
sulation (RoMarine) designed to withstand extreme heat and 
moisture. The tough, easy-pulling RoPrene (Neoprene) sheath 
resists flame, moisture, acids, alkalies, oils and abrasions. 


Underwriters approved as Type USE 
Accepted by leading utilities and 
CAA approved for air 
port lighting under Specification L-824 


industrials 


ROME CABLE CORP 


Please send copy of new Rome Power and Control 
Cable Catalog. 


Name 


Company 


Suitable for continuous operation at 75° C., RoMarine-RoPrene 
is recommended for services up to 5000 volts. 

Simple to splice and tap, flexible at low temperatures, it’s a 
lightweight, easy-to-handle power cable. What's more, it can 
be terminated with manual connections, eliminating the neces- 
sity of potheads or stress cones. RoMarine-RoPrene has proven 
excellent for secondary network circuits, underground en- 
trances, street lighting, station control, industrial power systems 
and many other direct burial, conduit and aerial installations. 
For complete information, send the coupon below. 


Dept ES-1, Rome, N. Y 


ee 


Address 


City 


TORRANCE 
State 


Copper wire mill products are 
a Controlled Material under 
N.P.A. Controlled Materials Plan. 
USE YOUR CMP ALLOTMENT 


It Costs Less 


to Buy the Best 


ROME CABLE 
Corporation 


NEW YORK 


CALIFORNIA 


Southern Warehouses: Atlanta, Georgia, and Dallas, Texas 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 9, 73 and 75) 


1005—Building Wire, Cable, Conduit. Extensive technical 
data on a comprehensive line of electrical cable, building wire, 
and conduit raceways are provided in a new 86-page publication, 
General Catalog No. 500, issued by Triangle Conduit & Cable 
Co., Inc., 1906 Jersey Ave., New Brunswick, N. J. Handsomely 

und in sturdy leatherette to take years of wear, this catalo 
also contains valuable information on electrical engineering an 
wiring standards for the aid of contractors, engineers, architects, 
and industrial users 


1011—Conduits. “Natural Electric Conduits” is the title of 
the new 30-page Catalog No. 603 which describes and illustrates 
the many types of electrical conduits that are manufactured by 
National Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of Proper 
Cable Sizes,”’ has just been issued by General Electric’s Construc- 
tion Materials Advertising Department, Bridgeport, Conn. This 
publication deals with the method of determining cables and 
cable sizes of asbestos-varnished cambric cables, Types AVA, 
AVB, and AVL. 


1015—SQUEEZON Connectors. The Squeezon, a new com 
pression connector for power lines, is fully dscribed in bulletin 
SQ” available from the James R. Kearney Corp., 4236 Clayton 
Ave., St. Louis 10, Mo. The Squeezon features greatly increased 


electrical and mechanical efficiency at approximately half the 
cost of conventional connectors 


1019—Service Panels. Information and prices on protective 
control centers for homes, apartment buildings, service stations, 
and industrial applications is contained in Bulletin 494, “New 
Push-Button Service Panels,” issued by BullDog Electric Prod- 
ucts Co., Detroit, Mich. 


1023—Protective Control Centers. Information and prices on 
a new line of push-button protective control centers are con- 
tained in Bulletin 493, “BullDog Pushmatic and Pushmatic 
Electri-Centers.” BullDog Electric Products Co., Box 177, 
Roosevelt Park Annex, Detroit 32, Mich., has made the bulletin 
available. 


1031—Heating Units. The new Chromalox Catalog of Indus- 
trial Electric Heaters, Catalog 50, is available from Edwin L. 


Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, Pa. Four basic 
Chromalox units—strips, rings, tubulars, and cartridges—with 
wide variations in wattage, voltage, and sheath material, are list- 
ed, as well as easy selection and application data 


1035—Electrical Fittings and Devices. Buchanan Electrical 
Products Corp., 1290 Central Ave., Hillside, N. J., offers a 12- 

ge catalog covering solderless connectors, cable and conduit 
Fittings and wiring devices. It contains complete data on “Splice 
Caps” and “Termend” lugs for wire splicing and rom 4 
box connectors for metallic and non-metallic sheathed cable, bot 
plain and insulated conduit bushings, conduit locknuts, knock- 
out plugs, terminal blocks, attachment plugs, fuse pullers, etc. 
Suitable illustrations, dimensional data, and application instruc- 
tions are included. 


1039—Switches and Guards. Newly released 32-page, two-color 
Catalog No. 49, of the McGill Manufacturing Co., Inc., Val- 
paraiso, Ind., contains complete descriptions of Levolier switches, 
McGill lamp guards, and McGill electrical specialties 


1041—Cabinets and Boxes. Thirty pages ot catalog sheets com- 
prise a new catalog available from B & C Metal Stamping Co., 
P. O. Box 56, Station D, Atlanta, Ga. The catalog is divided 
into three sections: products for electrical applications in gen- 
eral, products for the utilities and the R.E.A., and products for 
appliance distributors. 


1045—Electric Connectors. General Electric Co., Schenectady 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il 
lustrated and diagrammed. This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady 


1051—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution Saealbemne Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids 





ELECTRICAL SOUTH, 
806 Peachtree St.. NE 
Atlanta 5, Ga. 
Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





January, 1952 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1005 1011 1013 1015 1019 
1023 1031 1035 1039 1041 
1045 1051 1053 1071 1079 
1081 1085 1087 1093 1095 
1097 1099 1103 1105 1107 
1109 111) 1115 1117 1121 
1127 1131 1133 1135 1141 
1143 1145 1147 1149 1151 
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ANd teres 


CERTIFIED 
BALLASTS 








Conservation and efficient use of critical materials is now of vital 
importance to our national defense. 


This adds a new reason for insisting on CERTIFIED BALLASTS in 
all fluorescent fixtures. For CERTIFIED BALLASTS always assure 
highest fluorescent efficiency and economy of operation. 


CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, 
Inc., which certifies they meet the precise specifications that assure 
efficient operation. 


You can tell a CERTIFIED BALLAST by the shield. ——_—_—__—_ 
| e Complete information on the types of CERTIFIED 
Se 4 BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 
CERTIFIED | Participation in the CERTIFIED BALLAST program is 
a , open to any manufacturer who complies with the require- 
: ments of CERTIFIED BALLAST MANUFACTURERS. 


(“earieien BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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1053—Bustribution Duct. This 23-page bulletin, No 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32 

Mich., describes in detail the Bulldog Feeder and Plug-In- 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. ‘The many drawings included 
show details of the duct, the various fittings, and the hangers 
as well as diagrams of complete systems. 


_ 1071—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalog 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages describe a 
wide range of plugs and receptacles for special purposes 


1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained from 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio 
\ wealth o finformation, including specification,s 
material and illustrations are included 


1081—Busduct Data. Various applications of the FA busauct 
for industrial ~ rposes are illustrated in this 31l-page bulletin 
made ava‘able by the Frank Adams Electric Co., St. Louis, Mo 


1085—Lighting Fixtures—Eastern presents their most aa 
plete catalog, 32 pages of engineered lighting data, includin 
variety of fixtures for all architectural, commercial and = 
trial applications. Eastern Fixture Co., In 170 Vernon St 
Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric Mfg. 
Company, Inc., East Palestine, Ohio, announces a new twenty- 
four page catalog covering Service Entrance Cable Fittings, 
Ground Clamps, Ground Rods, BX and Romex Connectors, 
Staples, Conduit Fittings, Wireholders, Insulator Supports, Cable 
Racks and Watt-hour Meter Protectors. 


1093—Magnetic Motor Starters. new 22 page booklet 
(Catalog No. 6300—AIA file No. 3163) issued by the Monitor 
Controller Company, 51 Hayward Street, Boston, Mass., de- 
scribes in detail the Company's V-type starters and explains the 
—- inherent in the patented Compensated Thermal over- 
oad. 


desc riptive 


1095—Electrical Specialties. The F. D. Kees Mfg. Company, 
Beatrice, Neb., has available upon request, a 20-page catalog illu- 
strating various types of enclosures and other electrical specialties 
manufactured. This 76-year old firm supplies the better-known 
utilities and jobbers throughout North America. 


1097—Flexible Cords and Cord Sets. A complete 9-page cata- 
log is available from Cornish Wire Company, 15 Park Row, 
New York 7, N. Y., containing data on all standard electric 
cords and stock cord sets, including Neoprene-jacketed. Also 
descnptive data on the new UL approved all-Neoprene heater 
cord—“COROPREX”. 


1099—Lighting Fixtures. Fluorescent and incandescent lumi- 
naires for schools, offices, stores and churches are illustrated in 
a series of bulletins issued by Curtis Lighting, Inc., 6134 West 
65th Street, Chicago 38, Ill. The entire series or any indivi- 
dual bulletins may be obtained upon request. 


1103—Electrical Connectors. Burndy Industrial Catalog 52, 
featuring a complete line of general-purpose connectors for in- 
dustrial wiring is available. Complete information concerning 
application, construction features and dimensions of these con- 
nectors are included, as well as several pages devoted to engi- 
neering data. Published by Burndy Engineering Co., Inc., 107 
Bruckner Blvd., New York 54, N. Y. 


1105—SnapX Connectors. A new folder on SnapX connec 
tors is now available from Bregel Method Tool Co., Galva, Ill 
Illustrated and explained are the three steps necessary for con- 
necting cables to boxes with this new connector for armored 
and non-metallic cable. 


1107—High Voltage Portable Cables. The various types for 
use from 600 to 15,000 volts are described and illustrated. Cata- 
log listing including weights and outside diameters are given. 
Detailed splicing instructions are included. Copies may be ob- 
tained from Simplex Wire & Cable Co., 79 Sidney Street, 
Cambridge 39, Mass. 


1109—Anchoring and Drilling Devices. An illustrated 32-page 
catalog No. 65, describing more than twenty-five anchoring and 
dniling devices for making fastenings to masonry, is avallabtc 
from the Arro Expansion Bolt Company, Marion, Ohio. 


1111—Fluorescent Fixtures. The specifications on all fixtures 
built by the Light & Power Utilities Corp., of 1035 Firestone 
Blvd., Memphis, Tenn., are detailed with illustrations in the 
newest catalogue issues by this company. The cover of this cata- 
logue has an interesting wood cut called Light through the 
Ages which depicts the advance of lighting from the cave man 
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to modern fluorescent lighting 


1115—Remote-Control Wiring. An eight-page, non-technical 
booklet on remote-control wiring, publication No. 16-330, writ- 
ten expressly for the consumer, 1s available from the G.-E. Con- 
struction Materials Dept., Bridgeport 2, Conn. The booklet gives 
a picture story on the convenience, safety, and economy of this 
new wiring method 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
covering their complete line of commercial and industrial, fluo- 
rescent and germicidal lighting equipment. A full range of 
fluorescent fixtures is presented in the catalog, No. 47, in a 
condensed, easy-to-refer-to form 


1121—“SPIKE-LITE,” a new product of PERFECT-LINF 
Manufactunng Corp., Hicksville, N. Y., is now available. The 
“SPIKE-LITE,” a weatherproof, adjustable, aluminum lamp 
holder, is ideal for special outdoor lighting for farms, gardens, dis- 
plays, billboard, etc. It is complete with stake, asbestos gasket 
and 10 ft. or 25 ft. outdoor cord and plug, and uses PAR 38-150 
watt lamp which is not included 


1127—Bar-Hangers and Supports. Three time-saving pe 

-adjustable bar-hangers, rigid upright box supports, and rigid 
upright conduit supports—are described and illustrated in Buile 
tin No. 3 FL, available from The Fast-Lok Mfg. Co., Ash St 
at Bedford, Bridgeport 5, Conn 


1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications of 
general purpose, ‘Magna-Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Describes individual units and 
continuous line systems plus accessories. 84%” x 11” page size 
Write Benjamin Electric Mfg. Company, Des Plaines, Illinois 
and ask for bulletin “mf”. 


1133—Vaportight Fixture. New Appleton “V-51”" Series Con- 
vertible Vaportight Lighting Fixture is fully described and 
illustrated, oe pendant, ceiling or bracket mounting, with or 
without reflectors and guards. Wattages, weights and dimen- 
sional data. Bulletin 5-A, 20 pages and cover. Appleton Elec 
tric Company, 1701-59 Wellington Avenue, Chicago 13, Ill 


1135—Electrical Wiring Devices. Catalog No. 51, containing 
complete electrical wiring device line of Leviton Mfg. ¢ 
Brooklyn 22, N. Y., is a 96-page thoroughly illustrated one 
Included are such features as the Kwikchange line, with wiring 
diagrams, a general index, and an index to catalog numbers. This 
catalog is completely new and revised. Over 1,000 items illus 
trated 


1141—Champion Maintenance Manual. The Champion 


Maintenance Manual’’—24 pages of basic data on incandescent 
ind fluorescent lamps, also the “Champion Lightrule’”—an accu 
rate pocket calculator for problems involving various lighting 
fixtures with incandescent or fluorescent lamps 


1143—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con 
tained in the 8-page folder 


1145—Wires and Cables. Crescent Insulated Wire & Cable 
Co., ‘Trenton, . has issued a 118-page bradded, notebook 
stvle catalog, No. 45, covering their complete line of wires 
ind cables. A description of processes used in manufacture 
followed by illustrations, spcifications, and descriptions of the 
entire line 1 alphabetical index and addendum complete the 
catalog 

1147—FLUORESCENT LIGHTING FIXTURES. Com 
plete catalog of fluorescent lighting fixtures for industrial, com 
mercial and residential use. Address requests to Sylvania Electr 
Products Inc., 87 Union Street, Salem, Massachusetts 


1149—Insulators. Victor Insulators, In Victor, N. Y. ha 
omplete italog of Victor Ingh, medium and low 

insulators and pole line hardware ( omplete contour 

hapes dimensions, specifications and engimeering data are in 


uded. Write for Bulletin No. 4 or use na oupon below 


1151—Circuit Breaker System. A concise and well-illustrat 
28-page catalog, No. C. B. 1000, on the new Stab-Lok Cures 
Breaker Svstem has been announced bv Federal Electr 
icts Co., 50 Paris St., Newark 5 J. Advantages of th 
mprise headings under which are listed mplete 
tions. Dimensions and knockout locations, purchasing 
ring diagrams are features of the catalog 





The new and revolutionary New Jersey Turnpike, shoot- 


ing from the top to the bottom of New Jersey, is more 
than a road—it is one of the safest, most modern super 
highways ever built. In addition, the New Jersey Turnpike 


is a vital link in our defense strategy providing a non- 
stop avenue for the shipment of defense material. 


It is more than a road in another sense too! Those who 
built it in record time had more to think about than just 
laying cement and macadam. Involved also were seven- 


teen modern toll booths, fifteen restaurants and gas 
stations, five radio buildings, six maintenance buildings 


and five auxilliary buildings. 
For such a highway, the specifications were rigid! The 
electrical raceway, for instance, had to be of the highest 


quality—and it had to be delivered on time. 





Triangle, realizing the importance of the project, rolled 
up its sleeves. One electrical contractor said, “If it hadn’‘t 


been for Triangle deliveries, we never could have com- 
pleted our job on time. They broke their backs to get the 
stuff to us.’ 


That pretty well typifies Triangle. If it can be done, they'll 
do it. 

Chances are, you don’t build roads. But if you have any- 
thing to do with the selection or installation of conduit in 
anything from bungalows to Atom Bomb plants, if will 
pay you to specify Triangle. It is hot-dipped galvanized 
and non-flaking. Of course, it conforms to Federal Spe- 
cification. For top quality you can’t do better. 


Toll Booth No. I, just north of the Delaware Memorial Bridge—Motorists may streak north 
from here at speeds up to 60 miles per hour. Most northerly point is George Washington Bridge, 
the gateway to New England. Other major exits: Bordentown, New Brunswick, Elizabeth, 
Newark, Holland Tunnel and Lincoln Tunnel to New York. 


In addition to the road-bed itself, there are 263 other structures including 5 major bridges, 
26 minor bridges, 194 under and over passes. There are no bill-boards. Restaurants and gas 
stations are of uniform design. 
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my A TRIANGLE EXTRA, the electrical contractors liked. 
George E. Scholes, right, Vice-President, Emerson-Garden Electric 
Co., New York and Elizabeth, N. J., examines one of the end caps 
which protects the threads of each piece of Triangle Conduit during 
shipment and delivery to the job.’’Very worth while,’ Mr. Scholes 
said about the caps. “Protecting the threads like that saves us from 
cutting and re-threading if the original threads get banged up.” 
With him is Joseph A. Korn, Project Supervisor (Electrical) and Emil 
Fackler, Triangle representative. Major part of electrical work was 
joint project of Emerson-Garden Electric Co. and Lightning Electric 
Service Co., Newark, N. J. 

Toll booth in background is one of seventeen. Each needed 
intricate raceways to help operate its fool-proof system of record- 
ing passage of each car or truck. 


The restaurant's cash register will go here. This picture was 
taken as if looking through the front door into one of the ultra- 
modern restaurants. Above the conduit in the foreground will be the 
foyer and the cash register. To the right will be the main dining 
room and to the left, a long ice cream and quick-lunch counter. The 
greatest percentage of the conduit used on the New Jersey Turn- 
pike was Triangle’s hot-dipped galvanized conduit. It was easy to 
work with. In over one thousand 90° bends on two inch 

duit, for inst , there was not a single piece that 
flattened or failed in any way. 





> Triangle Conduit for one of the restaurants. Over 120,000 
feet of Triangle Conduit was used underground and in the various 
buildings along the route. In this picture, lengths of four inch con- 
duit are put in place preparatory to pulling in cable and laying the 
transformer mat. 

Each length of this conduit stretches underground and under 
the highway where it meets local utility lines. There are seventeen 
of these combination restaurants and gas stations, each of which 
utilizes Triangle Conduit. 


OVER 99% OF THE CONDUIT USED 
IN CONNECTION WITH THE NEW JERSEY TURNPIKE 
was TRIANGLE hot-dipped galvanized! 


THE TRADE MARK OF TOP QUALITY! 


A 
TRIANGLEMee) DU me: wee aome Lom 


NEW BRUNSWICK, NEW JERSEY 


Glazor Building Wire + Bare Wire - Armored Cable - 


heathed 


1T MUST BE RIGHT 


mized « 
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Service Entrance, Service Drog 


eaded, Trioprene Trench, Power and Parkway 


Metal Tt Wa 





MILLIONS of Stab-lok 


REGISTRATION APPLIED FOR 


HOVER FAUT 
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CIRCUIT BREAKERS... 


anUW 


STAB-LOKS pass the same exacting Underwriters’ Laboratories electrical tests as 
the highest priced A. C. circuit breakers. And now mechanical comparisons of the 
five most popular breakers give still further proof that Stab-lok gives you most 


for your money. 


e@ Stab-lok is a BIG, FULL-SIZE CIRCUIT BREAKER! 
e@ Stab-lok has FEWER and MORE RUGGED parts! 
e Stab-lok uses metal where it counts — CARRYING CURRENT! 


...a whole combination of features that make Federal Noark Stab-lok the best 


breaker at any price. 


__!NDEPENDENT LABORATORY TESTS OF FIVE POPULAR CIRCUIT BREAKERS SHOW: 


Total No. of 
No. of 


Parts 


Brand 
Parts 


Ss 


% 


% Total 
Weight of 
Case and 

Handle 


% Total 
Weight of 
Metal 

Parts 


% Total Weight | 
of Current | 
Carrying 
Assemblies 





STAB-LOK 


22 1 
Cc 31 5 
24 
28 


31 





88.0 53.8 
83.3 48.7 
97.6 48.7 


88.0 53.8 





Stab-loks have been on the market for only a 
year and a half . . . yet today millions are in 
service and the demand is growing by leaps 
and bounds. And no wonder! 

Stab-lok is the lowest priced breaker on the 
market whose dependability has been abso- 
lutely proved in service. Now you can give 
customers the safest, most convenient circuit 
protection at fuse box prices. What's more, 


Stab-lok is easy to install and, thanks to 
Federal Noark mass production, you can usu- 
ally expect better deliveries than of any other 
breaker. 

Remember Stab-loks are an ideal stock item 
for your shop and trucks . . . order them from 
your wholesaler. 

Federal Electric Products Company, 
50 Paris Street, Newark 5, N. J. 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct ® Sales offices in principal cities. 
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1. Efficiency —The Electrical Testing Laboratories report 
on LUVEX shows an 83% efficiency rating, a remarkable 
engineering achievement for a shielded slimline fixture. 





FOR CHOOSING 


2. Sturdy Construction —The rugged truss-type chassis will not 
bend, sag or flex. The heavy-gauge steel enclosure and louvers 
are completely interlocked for one-piece rigidity and elimi- 
nation of noise. 


3. Low Brightness—The design of the fixture combines with 
the suspension mounting to provide a light distribution curve 
which reduces the brightness ratio between fixture and ceiling. 


4. Easy Maintenance—And the maintenance is 
inexpensive, too. The Luvex can be cleaned and 
relamped without disturbing a single part of the 
fixture ... or touching a latch, bolt or chain. 


ATLANTA 1, GEORGIA 


LUVEX 


Day-Brite's shielded-type slimline fixture. Luvex is engineered 
for two 40-watt fluorescent or 40, 60 and 75-watt slimline 
lamps. Recommended for suspension mounting only, it can 


be installed as single units or continuous runs. Why not get 
all the facts on LUVEX? Write or visit your nearest Day-Brite 
representative. His name and address are listed below for your 
convenience. You'll find him helpfe! and cooperative. Day- 
Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, Missouri. !n 
Cc da: Amalg ted Electric Corp., Ltd., Toronto 6, Ontario. 
Distributed nationally by leading electrical wholesalers. 





“DECIDEDLY BETTER" 


DAY-BRITE 
Lighting Fitares 


5. Handsome Appearance — 

See for yourself. This all-metal slimline 

masterpiece with the Hot-Bonded super white 

finish adds modern beauty to any store, office or school. 


Cecil Cannon & Oren Ruff, Jr. 


P. O. Box 1304 
HOUSTON, TEXAS 


N. O. Reed 
1602 West Main 
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BALTIMORE 17, MARYLAND 
Sam Masland 
625 West North Avenue 


MANDARIN, FLORIDA 
Joseph N. Crevasse 
P. O. Drawer 7 


CHARLOTTE 2, N. CAROLINA 
Gordon Wells 
212 Builders Bldg. 


MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
166 Monroe Ave. 


RICHMOND 24, VIRGINIA—Eorl Dagenhardt, 4000 Maury St. 


DALLAS, TEXAS 
H. A. Auchter 
102 Thomas Bidg. 


NEW ORLEANS, LOUISIANA 
Paul Hogan, Jr 
342 International Trade Mart 


2a 
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“Gosh, right through the 


center of every hole.” 
. 
Points strong as an ox... 


smoothly rounded too.” 


Ver] 


“I thought I wos husky, but I’m not . > : “Highest grade porcelain insulators, smooth 
in it with the HUB-RAK,”’ e surfaces, sure easy on conductors.” 








“ H 
For back-to-back mounting, “Installation or replocement 


bolts do double duty.” , deod easy with the HUB-RAK.” 


No. 30648 Line Type 


“a ihendsawes hee: HUB-RAKS are furnished for 1 to 4 line wires 
there’s a hole to match.” with conductor spacings from 4 to 12 inches. “It sure is the finest rock ever made.” 


HUBBARDaxn» COMPANY 


= . - ESTABLISHED 1843 
Ke PITTSBURGH * CHICAGO + OAKLAND, CALIFORNIA 
‘Ylareg the load on ffiblbard Hardware!” 
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THE TWO if ‘M-T FITTINGS 


\ 








THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 


Easier to use and neater in 
appearance, Briegel All-Steel 
Indenter Fittings not only make 
stronger connections but also 
make each job more profitable. 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make.each wiring job a better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connéctors 
and couplings. 


CY 
METHOD 
> AAIGELS 
oo C0. 


GALVA,*® ILLINOIS 


Cross Section 
Showing 
indentations 








Vhe M. B. Austin Co., Northbrook, Ill.; Clayton Mork & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N.J.; 


~~ General Electric Co., Bridgeport Conn.; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn. ; 
Wagner Malleable Products Co., Decatur, Ill.; Kondu Mfg. Co., itd., Preston, Ont. 
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For fusing 

and disconnecting, 
this is the 

most cutout 

for your dollar 


This G-E nonindicating fuse cutout is 
the most reliable of all porcelain enclosed 
types. It costs less to maintain. With 
practically no moving parts, it is the 
sturdiest cutout built. And you stock 
fewer replacement parts since all con- 
tacts, fuse holders, and other items are 
interchangeable with G-E cutouts manu- 
factured during the last 24 years. 


So—unless you have banked second- 
aries or other conditions that make 
indication necessary—this is the cutout 
to use. It’s the lowest-cost all-round 
cutout providing for fuse holder or 
disconnecting blade. 


Stocked in 50- and 100-ampere sizes, 
in both 5.2 kv and 7.8 kv ratings. For 
details contact your G-E Apparatus 
Office. Apparatus Department, General 
Electric Co., Schenectady 5, New York. 


compare if... 
MECHANICALLY ~ Housing is of wet-process porcelain 
glazed inside and out. Door is of Textolite*. Double inter- 
locking barriers between contacts. Hanger cemented to 
housing permits vertical, tilted and swivel positioning. 


ELECTRICALLY ~ Generous size of contacts, which are self- 


aligning, provides liberal contact area. All contacts are 
silver-plated, 


FUNCTIONALLY Provides positive full-range current in- 
terruption. Fuse holder is isolated from contacts in housing 
when door is open. Fuse holder (or disconnecting blade) 
cannot be placed in cutout door incorrectly. Permits sasy 
and quick replacement of blown fuse. 


*Reg. Trade-mork General Electric Compony 


GENERAL ($6) ELECTRIC 
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Are present shortages making it hard 
for you? Are you looking for available 
‘ ; ae CRESCE 
substitutes? Are your costs excessive? NT SERVICE CABLES 


Employ 


You will find the answers to questions 


like these in the Bulletins shown here. 


In many cases not only can you obtain substantial 
savings in initial cost, but due to cable construction, 
installation methods recommended, and substitution 
of non-critical materials, you will find that frequently 
the Crescent Wires and Cables described in these 
Bulletins do a better job at /ower cost than you have 
previously found possible. 





In addition, you will find much helpful engineering 
data for your files. We are glad of the opportunity 
to be of help to you. Bulletins shown are: 


No. 453 — CRESCENT SERVICE CABLES 

No. 491 — CRESCENT IMPERVEX TRENCHWIRE 
No. 492 — CRESCENT IMPERVEX TRENCHCABLE 
No. 454— CRESCENT ENDURITE DUAL PURPOSE 


CRESCENT @ 


WIRE & CABLE 
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EXCLUSIVE UNIT 
ASSEMBLY! 


Never before a vaportight lighting fixture so safe, 
so efficient, so easy to install...so economically 
serviced and maintained! 

Combined in an exclusive “Unit Assembly,” re- 
ceptacle, globe and guard are detachable as a 
single unit instantly, without tools! Re-lamping or 
cleaning becomes safe, swift and simple. One 
trip up the ladder to exchange assemblies, and 
the job’s done! 

This outstanding new V-51 line includes 18 
different types of rugged malleable iron bodies 
for pendant, ceiling or bracket mounting. Each 
body takes both 100 Watt or 150-200 Watt “Unit 


Assemblies.”” Each body, except bracket types, is " 
grooved to mount four reflector styles in three NEW-INSIDE AND OUT 





different sizes. This complete interchangeability of Sectional View Shows Outstanding New Design 
parts permits the assembling of 256 complete and Operating Principles. 
fixtures, using only 32 basic components. 


Malleable iron fixture body. 

Connecting block with spring leaf contacts. 
Neoprene rubber ring holds reflector. 
Vaportight gaskets. 

Globe and guard adapter body. 
Shock-absorbing socket. 

Snap-on type guard. 

Vaportight globe. 


Reflector is quickly attached or removed for 
cleaning without tools—thanks to exclusive neo- 
prene rubber ring attachment. Shock-absorb- 
ing socket in “Unit Assembly” permits the 
use of standard lamps where costlier mill- 

type lamps were formerly used. 


oococoos 


For full details on this great new fixture, 
write for Bulletin 5-A. 


Sold Through Electrical Wholesalers A a a L t T re ] ™ 


APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois - L - Cc T ® i Cc 
Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Avenue © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, ; 


100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 


BOSTON, 10 High Street © DENVER, 1921 Blake Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 peeeway:~ * HOUSTON, 709 M. & M. Bldg. * HAVANA, Cuba, Malecon No. 9. b 
Resident Rep: : Bingh Dallas, indi lis, Kansas City, Orlando, 


wimonbes, New Orleans, Seattle, Portiand, Ore. 
Export Rep tives: | ional Standard Electric Corp., 67 Broad St. New York 4, N. Y, 


TWIST 
—IT'S ON! 

















—_ pe _ 
rani pe Mae 


connector 
headquarters 
moves to 
CONNECTICUT 


“Oe 





a PPR a Gan OE 





Expanding Burndy Service to You— 
new home for Burndy executive offices 
engineering, development, and research 
departments; accounting, advertising, 
and sales departments. 


Burndy’s new home in Norwalk, Connecticut is the latest expansion 
in our 28-year history of steady progress—from a small beginning to 
our present 5 modern manufacturing plants in New York, California 
and Canada; a warehouse in Stamford, Connecticut; and 34 sales 
(meaning service) agencies throughout the country. 


Burndy’s consistent growth reflects the consistently superior 
performance of Burndy connectors...in joining, terminating, 
clamping, and grounding every variety of wire, cable, tube or bar 
which carries electricity. 


BURNDY 


BURNDY ENGINEERING COMPANY * NORWALK, CONNECTICUT 
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“In the design of modern houses, we 
find that a concealed heating system 
such as Ceil Heat, electric radiant 
ceiling cable, affords us the oppor- 
tunity of unlimited design freedom 
resulting in greater utility, comfort 
ond beauty in space arrangements 
Bianculli, Palm & Purnell, Chattanooga 
Architects for the Model House 


Now everyone can enjoy better living through Ceil 
Heat, the revolutionary electrical ceiling cables that pro- 
vide invisible radiant heat—like the healthful rays of the sun. 
Yes, Ceil Heat, the new standard for cleaner, more com- 
fortable heat—is economical for homes in all price ranges! 


THOUSANDS OF USERS - in Tennessee and adjoining 
states—homes of varving sizes—all say they “wouldn't 
swap Ceil Heat for any other comfort in the home!” 
Compared to conventional heating systems, the combined 
installation and operation of Ceil Heat actually costs 
less in the low-power-rate areas—costs very little more 
in most of the high-power-rate areas! There’s no wasted 
heat—each room is individually controlled. Ceil Heat is 
the fastest, cheapest and simplest way you can build 
modern heating plant into a house. 


NEW FREEDOM OF DESIGN -Ceil Heat makes it 
easier for architects to design more beautiful, more effi- 
cient homes by utilizing space formerly needed for regis- 


ters, radiators, pipes, furnace, fuel storage, and cellar. 


CEILCHEAT 


NEW invisible CEIL HEAT 
Selected for Model House 


OF CHATTANOOGA ASSOCIATION 
We h- 
OF HOME BUILDERS v. , 


eo 


Est | 
fra =F] 


EASY TO ESTIMATE ® EASY TO INSTALL- 
Just staple the cable to ceiling base and cover with plaster 
or wall board. Quickly installed by a local electrical con- 
tractor. Easy-to-follow instruction manuals furnished— 
contain simple tables for all climatic conditions to calcu- 
late heat losses and cable required. Ceil Heat is truly easy 
to specify, easy to estimate and easy to install! 

TROUBLE-FREE -Ceil Heat is waterproof and non- 
corrosive—won’'t blister paint or paper, or crack plaster. 
Nothing to get out of order—no repairs needed if installed 
according to simple directions. Five-year guarantee on 


cable. Acceptable for FHA mortgage financing. 


CEIL HEAT IS THE STANDARD ~ in radiant ceiling 
heat... perfected solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical 
distributors to approved licensed 
electrical installers. Write today for 
literature, fully illustrated, also 
showing other uses for Ceil Heat. 


CLIP AND MAIL TODAY! 





CEIL HEAT Division, Homes, Inc., Dept. E.5. 
P. O. Box 10066, Knoxville, Tennessee. 


ELECTRIC RADIANT CEILING CABLES 
“INVISIBLE RAYS THAT HEAT LIKE THE SUN” 


Cable, thermostats, staples and all materials for above installations fur- 
nished by following distributors Harris-Patrick Electric Supply Co 
— Nashville, Tennessee; Roden Electrical Supply Co., Knoxville 
Tennessee; Hajoca Corp., Chattanooga, Tennessee; Southern Whole 
salers, Inz., Dalton, Georgia; Frazier Machinery and Supply Co., Decatur 
Alabama; Southern Supply Co., Jackson, Tennessee Kingsport Electric Co., 
Kingsport, Tennessee. Limited FRANCHISE creas available. Write today 


4 
S$ 


THE SUN “Zi 
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@ It’s HARD to realize, as we en 
ter 1952, that the electrical con- 
tracting industry will have more 
than its usual problems. Such 
seems to be the case, however, 
for in addition to those which are 
ever with us, we are now plagued 
with “Defen- 
sitis.” These will be very annoy- 
ing to many of us, and doubtless 


complications — of 


fatal businesswise to a great many 
if the conditions last more than 
for the next six months 

“Bureaucracy” has grasped 
most business by the throat, and 
we are forced to abide by rules 
set up under the guise of law, 
which are placed on us because 
of the defense emergency. Our 
industry, it would 
more than its share of the prob- 
lems 


seem, has 


Many of the classes of construc- 
tion that contribute to our vol- 
ume of work, have either 
baned or are 


been 
being drastically 
cut in volume. Unfortunately, we 
have as prime materials for our 
work two of the most important 
and scarce metals that are re- 
quired in bulk for the defense 
program—steel and copper 

The highway over which elec- 
trical energy is transmitted from 
one point to another is tradition- 
ally copper in our industry, be- 
cause it has many qualities con- 
ducive to its efficient use for this 
purpose. The raceway and other 
protection for this copper high- 
way is steel, usually conduit, 
boxes, cabinets, channels, and oth- 
er items 

The defense agencies are grab 
bing these items in increasing 
quantities, and the best informa- 
tion available now is that this 
will continue until the middle or 
last of 1952. Many of us could 


22 


Contractors view 


Shortages of materials and workmen, reduced volume 


will trouble 


suffer considerably during that 
period, and some might be lost to 
the industry entirely. 


Conduit back log mounting 


Conduit, one of our major 


items, seems destined to be 
scarce for sometime in the future, 
and the mere fact that the scar- 
city of steel may not be so ap- 
parent by the middle of next year, 
does not mean that conduit itself 
will be plentiful. Frankly, no 
one seems to know when the back 
log of orders for this material 
will disappear and when contrac- 
tors will be able to obtain what 
they need 

Copper presents an even more 
complex problem. It is more 
scarce now than steel We do 
not know when the government 
agencies will be stocked up with 
a sufficient amount, and we have 
no very definite idea whether o1 
not there will be a sufficient sup- 
ply even when conditions are nor- 
mal. We are told that our dimin- 
ishing available supply under- 
ground will make it necessary for 
us to be conservative in its use 
from now on, while from other 
sources we hear that within a 
year or two there will be more 
than we can use. 

Who is correct? We do know 
that one of the largest producers 


electrical contractors in 


year ahead 


of copper is trying to get in po- 
sition to produce aluminum in 
large quantities, and that could 
be a straw in the wind 


Is aluminum the answer? 


What 


can we find? Aluminum seems at 


substitute for copper 


present the most practical, though 
it has had a number of handicaps 
in the past. Some of these handi- 


caps have been overcome, and 
others will likely dissolve as a re- 
sult of continued research on the 
part of the wire manufacturers 
They 


thei 


have to produce wire or 
plants shut down, so they 
have to find something from 
which to produce it; if not cop- 
per, then something else that will 
carry electrical energy as nearly 
as possible with copper’s effi- 
ciency 

Silver is a good conductor but 
would prove rather costly, and 
would be a boon to the theft in- 
surance industry rather than the 
contracting. Some of it was used 
during the last war, however, for 
busbars, and no doubt is still in 
use. The industrial system of this 
interlocked that 
when one branch suffers, there 
are related, or associated branch- 


country is. so 


es, that are likewise affected, and 
may be counted on to help out 
on a problem that we might at 
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of 1952 


by D. B. Clayton 


President 
National Electrical Contractors’ Association 


first think is an individual one 

The electrical industry increas- 
es tremendously each year, in its 
generating capacity, and as fast 
as that capacity increases it has 
no difficulty in finding a sale for 
the energy. That means that we 
in our contracting business have 
to produce systems over which it 
can be delivered to the user of 
the machines and devices that it 
powers. This work increases with 
the production of energy, and in- 
creases the demand for copper 
Where will it come from? Maybe 
we have it in this country and 
maybe not. We do have, we are 
told, large amounts of low grade 
ore, but it costs heavily to pro- 
duce copper in a usable form 
from this 

As it is unthinkable that we 
should fail to provide a means of 
using electrical energy when it is 
produced, it means that the en 
tire industry must find an eco- 
nomically sound medium for use 
as a highway for delivery of this 
energy. If we can buy foreign 
copper without being held up in 
price, that can be used, but it is 
a poor plan that will depend en- 
tirely on an outside source, which 
might be cut off entirely by a 
war, or made impractical due to 
a desire to hold us up in price 

We would have to have a sub- 


stitute handy if this happene« 
and aluminum may or may n 
be that substitute. Doubtless 
can be produced less expensivels 
than at present, if the demand fo: 
it is greater, and that 
will increase as the price goe 
down and puts it in a competitive 
position with other less desirabl« 
metals 

Steel and copper shortages a1 
problems of the present, and six 


months from now these problem: 


may be dissolving in the peace 
ful air of better and more stabk 
I wish I could think 
so. We should be getting at some 


conditions 


facts in connection with 
influenced by rumors and coun- 
ter-rumors. If possible, we should 
know what conditions will be o1 
are likely to be six months or a 
year from now 


Manpower shortage likely 


In addition to materials short- 
ages we are likely to experience 
shortages of electrical workmen 
This is occurring in some places 
now, and will likely increase, es- 
pecially where large defense pro- 
jects are getting underway. Many 
of them are expensively and un- 
desirably 
standpoint. 


There is 


located from a labor 


only one answer to 
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demand 


these 
problems and not continue to be 


ius problem, and that is to train 
That 


inge answer, 


more electrical workers 


industry re- 

s at least fou 

reas mnably 

the average 

p gap measure that 
d, but they are not 
nomically and are un 
except tor emergenc 


for electrical construction 


for 1952, there is evidence that 
most classes of construction will 
be less than in 1951 Defens 
planis should be getting weil 
along towards completion, except 
larger projects which will be 
building for a number of years, 
and perhaps some that will be 
just starting as a result of new 
demands for plants for special 
and new equipment 

Residential building has reach- 
ed its peak from all indications 
and except for places that require 
housing for defense workers, it 
will begin to drop. In many 
places housing that we completed 
during 1951 has been in less de- 
mand except at 


which make it 


the builders 


lower prices 


unprofitable for 
Commercial and industrial con- 


struction, and a large amount of 
(Continued on page 61) 
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The steel situation -- 


by J. V. Honeycutt 


Steet is the all-important factor 
in determining the prospects for 
supplies of most “consumer dur- 
able goods.” In the accompanyin 
article are given the most perti- 
nent portions of an authoritative 
statement made before a Senate 
Committee, in Washington, in 
early December by Mr. Honey- 
cutt, who is an executive of Beth- 
lehem Steel Co. In contrast with 
the arguments advanced by NPA 
officials, Mr. Honeycutt says in 
effect that there would be plenty 
of steel today for all military and 
important civilian needs if it 
were not for the artificial de- 
mands created by government 
controls 

As this issue goes to press, a 
new crisis looms in the shape of 
i steel strike. Steel production is 
picking up momentum and invig- 
orating the whole defense pro- 
gram. The administration is faced 
with a difficult choice. If the 
steelworkers are granted _ in- 
creases anywhere near what they 
are asking, the economic stabili- 
zation program will suffer tre- 
mendously. If the administration 
stands by its economic stabiliza- 
tion program, and the steel strike 
materializes, rearmament as well 
as private industry will suffer a 
major setback 
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@ IN CONNECTION with the sub- 
ject of the steel supply one thing 
is clear: it has never been greate1 
in the history of our nation. Steel 
is pouring from the turnaces at 
an unprecedented rate, in excess 
of 2,000,000 ingot tons weekly 
Production has exceeded 2,000,- 
000 tons for 37 weeks of the 47 
weeks so far this year 

I estimate available steel sup 
ply will total in excess of 80,000,- 
000 tons in 1951. I think of steel 
supply in terms of finished steel 

structural shapes, sheets, pipe, 
castings, rails, bars, plates, wire 
end wire products, etc. It is meas- 
ured in the tons of steel that are 
bought and sold and for which 
under the present Controlled Ma 
terials Plan allotments are issued 
by the N. P. A. These produc 
tons in excess of 80,000,000 are 
the result of being able to pro- 
duce approximately 105,000,000 
tons of ingots and, in addition, ap- 
proximately 2,000,000 tons of steel 
for castings in 1951 

It is my estimate that there will 


be approximately 88,000,000 pro 
duct tons available in 1952, start- 
ing with about 21,000,000 product 
tons in the first quarter and in- 
creasing each quarter as the yea! 
progresses The figure of 88,- 
000,000 product tons in 1952 is 
based on approximately 113,000,- 
000 tons of ingots plus approxi- 
mately 2,500,000 tons of steel cast- 
ings. At the conclusion of the 
present expansion program in 
1953 there will be about 120,000,- 
000 ingot tons for steel products 
which will yield 90,000,000 tons of 
finished steel products, and in ad- 
dition there will be 3,000,000 tons 
of steel castings, making the total 
net steel supply 93,000,000 tons 


Comparison with war vears 


In the all-out war year of 1944, 
a total of 69,376,000 product tons 
were produced. In 1951 the ship- 
ments will be approximately 11, 
300,000 product tons in excess of 
this figure 

As we see it, the needs of the 


teel-consuming industry divide 
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into two segments — military and 
civilian. 

We have just finished carefully 
surveying our order books, which 
are now filled for the month of 
January, 1952, and find that the 
orders with military allotment 
symbols totaled approximately 
7.8‘. of the total tonnage accept- 
ed for delivery in that month. I 
do not know the composite pic- 
ture for all members of the steel 
industry, but with the varied 
products made by the Bethlehem, 
it is reasonable to assume that 
our order acceptance of the mili- 
tary is probably proportionate to 
that of the industry. Thus it is 
apparent that real demand of the 
military, as evidenced by orders 
placed, is far less than the stated 
requirements as projected for the 
first quarter and less than the al- 
lotments granted. 


Steel for shells 


The matter of furnishing steel 
for the shell program is an ex- 
ample. We find that we were 
able to secure orders for only 
60‘. of the tonnage of shell steel 
we were directed to produce in 
the month of January. The other 
40‘. of the steel tonnage reserved 
for the shell program has not 
materialized in the form of pur- 
chase orders 

The so-called civilian demand 
is the result of the addition of 
many thousands of “requests” or 
“stated requirements.” 


Our major concern is to obtain 
a realistic figure of demand. The 
“requests” or “stated 
ments” do not provide this realis- 
tic figure and, therefore, it is not 


require- 


a sound basis for the appraisal of 
real demand 


The rationing idea 


Under the Controlled Materials 
Plan a system of steel rationing is 
in operation. It has been our 
observation that once the con- 
sumer has been given an allot- 
ment of steel, every effort is made 
to place orders on the mill. The 
steel may not be as urgently 
needed as originally contemplated 
“stated 


was filed, but the buyer cannot 


when the requirement” 
bring himself to give up his ration 
ticket because he is not certain 
as to whether or not he will get 


his share of ration tickets in the 
next quarterly period. With this 
government rationing system in 
effect and knowing little of what 
the future holds with respect to 
ration tickets, the 
obligated to secure the steel at 
once even though later delivery 
might be in time for his require- 
ments 


buyer feels 


Comparison with sugar 


We think today that sugar is 
in adequate supply. If an an- 
nouncement was made today that 
sugar would be rationed and that 
starting next Monday only the 
buyers with ration tickets could 
secure sugar, there would be 
created a demand for sugar far 
Once the 
been 


exceeding the supply 
tickets had 
would 
their ration tickets for sugar re- 


ration issued, 


buyers continue to use 
gardless of their real needs. We 
find this is exactly what is hap- 
pening in steel today 

The Controlled Materials Plan 
perpetuates the idea of rationing, 
and, until it is revoked, the rela- 
tionship of demand and supply 
will not find its practical level 

Mr. Grace made the statement 
recently, “In our 
have a feeling we will have to 


business we 


find customers for our products 


before very long. I expect this 


to be evidenced before the end of 
1952. We know there is not the 
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kind of steel demand now for wai 
goods that there was in World 
War II.” 

As previously mentioned, I es- 
timate that a supply of 80,600,000 
product tons is available in 1951. 
The figures released by the 
D. P. A. earmarked approximate- 
ly 4,000,000 tons for the military 
in the last six months of 1951 
and, estimating military in the 
first half at 2,000,000 product 
tons, there is available a total of 
74,600,000 product tons for all 
other consumption. I would like 
to point out that the total prod- 
uct tonnage available for all uses 
in 1950 was slightly less than 
this 73,800,000 product tons 


Specific products 


Looking ahead to 1952 with an 
estimated 88,000,000 product tons 
10,000,000 
tons for the military needs (and I 
think this is liberal) would leave 
78,000,000 
other needs 

I will 
several of the major products 

In our 
situation we find the 


available, deducting 


product tons for all 


deal specifically with 
study of the demand 
following 
with respect to fabricated steel for 
yn<truction 
Structural steel 
fabricating industry 


shapes. The 
book 
backlog as reported by the Ameri- 
can Institute of Steel Construc- 
(Continued on page 60) 
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When a customer wants information 

on materials, labor, or any aspect of 

a job, this file at Walker Electric Co., 
Enid, Okla., contains it all. 


_@ SETTING uP a cumulative file 
covering every aspect of an elec- 
trical installation, and 
every bit of material 


itemizing 
used, has 
proved advantageous for Harold 
Walker, head of Walker Electric 
Co., electrical contractors of Enid, 
Okla. 

Mr. Walker, an 


since 


electrician 
1925, and a licensed elec- 
trical contractor since 1937, 
shares the usual contractor’s dis- 
like for tightly scheduled con- 
tracts. He is proud of the fact 
that many of his major installa- 
tions in the past few years have 
consisted simply of an order, an 
installation, and the final billing 

In order to accomplish this de- 
sirable end result, Mr. Walker 
has worked patiently to develop 
an organization and a type of op- 
eration that does away with the 
drawbacks of the 
system. 


billing 
The system also elimin- 
ates in advance any possible ir- 
ritation or lack of confidence in 
Walker Electric on the 
customers. 


usual 


part of 
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Cumulative tiling 
lor cost-plus jobs 


Customer confidence strengthened by records 


that permit detailed billing for labor and materials 


by Robert A. Latimer 


“In these days of high construc- 
Mr. Walker empha- 
is particularly impor- 
the contractor account 


tion costs,” 
sized, “it 
tant that 
for every penny’s worth of ma- 
terial used on an electrical in- 
stallation. He should do this in 
such a way that the customer can 
understand it, without any pos- 
sibility of his feeling that he has 
been overcharged.” 


Customer confidence lacking 


“In reviewing the history of 
many contractors 1n our area, we 
have found that the main obstacle 
to continued success has been the 
attitude of that the 


electrical contractor has in one 


customers 


way or another taken advantage 
of them 

“Since the completely satisfied 
customer, proud of the installa- 
tion in his building, is the best 
possible advertising any contrac- 
tor can have, we believe it worth- 
while to take major steps to do 
away with any possibility of ill- 
feeling.” 


For that reason, Walker Elec- 
tric Company has instituted some 
highly unusual practices. 

Mr. Walker’s first step was to 
do away with the rolling-shop 
practice. Large quantities of elec- 
trical fittings, parts, and mater- 
ials were hauled to the job and 
kept there conveniently for elec- 
tricians to find what they need, 
make the installation, and return 
any left-overs, without check ups. 

While this system is convenient 
and time-saving, it is too prone 
to waste and loss, Mr. Walker be- 
lieves 

“A truckful of electrical parts 
on a big construction job, for ex- 
ample, may be visited by work- 
men or other contractors such as 
the plumbers and carpenters, in 
search of a few odd bits which 
they may need,” he said. “Or, in 
some instances, even electricians 
from another firm may borrow a 
iew items 

“Our own electricians, on the 
job, with large quantities of mate- 
rials, are likely to be careless and 
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wasteful. This represents high 
expense for both the contractor 
and the customer. 

“To do away with this, we have 
instituted a plan whereby we 
haul absolutely no electrical 
equipment in the truck, except 
that which is specified in the 
blueprints or sketch for the par- 
ticular installation. 

“In other words, every item is 
either in the shop or on the job 
being installed. Those materials 
which have not been used during 
the day are returned on a check- 
out slip to the stockroom at night 

“As a means of cutting down 
on unnecessary cost and loss, this 
system has provided some amaz- 
ing results. We find that we are 
finishing up even the largest in- 
stallations with considerably less 
actual materials used and there 
has been little or no need for 
extra truck trips to compensate 
for the lack of a rolling stock- 
room on the job.” 

The real reason for Mr. Walk- 
er’s decision to use this check-out 
and check-in operation was to in- 
crease the effectiveness of the 
bookkeeping system. By means of 
a cumulative file, the smallest 
electrical parts used are itemized 
for the benefit of the customer. 

Under the plan, a check-out 
ticket is made out in the morning, 
showing exactly what parts have 
gone out; a check-in ticket is 
made up in the evening, to in- 
dicate what materials and tools 
have been returned. 

Duplicates of each of these 
tickets go into a separate file 
which covers every job, and is 
maintained for the 
convenience. 


customer's 


Completeness justified 


Alphabetized in a heavy file 
drawer, each of these job files 
contains first the original speci- 
correspondence 
tween the customer and contrac- 
tor, and a big sheaf of tickets 
representing every day’s work, 
the use of all items, and any other 
pertinent information. 


fications, be- 


“It has taken us a long time t 
develop this filing system,” Mr. 
Walker said. “The most impor- 
tant part of it is the series of daily 
tickets, which are filed both 
alphabetically and chronological- 


ly by the month, so that the cus- 
tomer may immediately check on 
any day’s work. 

“We have utilized the system 
for seven years, and have often 
produced cumulative files which 
may be as much as 2 or 3 inches 
thick. 


the complete answer to any prob- 


In those files, however, is 


lem which may come up 

“If, for some reason, the cus- 
tomer decides that too much ma- 
terial is being used on the job, 
we are glad to dig out the file 
and let him check for himself ex- 
actly what has been used.” 

The file is maintained by a 
full - time bookkeeper in Mr 
Walker’s office. She is respon- 
sible for making out all of the 
tickets, and checking with the 
boss before closing up in the eve- 
ning 


Customer queries welcomed 


“We welcome any type of ques- 
tion or request of research from 
the customer,” Mr. Walker re- 
ported. “Invariably the custom- 
er is apologetic for having asked 
to see the file. We find that most 
of them recommend us far more 
enthusiastically after such an ex- 
perience.” 

All tickets are made up in tri- 
plicate, with an office copy, a job 
copy, and the cumulative custom- 
er file just described. Bills are 


mailed out once each month to 
the customer, where long jobs are 
involved. They are carefully 
itemized, from both a parts and 
labor standpoint, to coincide with 
the cumulative file tickets 
“While itemizing all of our bills 
in that way takes a great deal of 
time, we believe that it settles a 
tough problem for both custom- 
er and contractor,’ Mr. Walker 


stressed 
Better billing gets results 


“Few building contractors be 
lieve that the type of bill usual- 
ly rendered by some trades, mere- 
ly listing services and an amount 
to be paid, is business-like. They 
are always impressed with the 
care with which we have item- 
ized every bit of material used 

“The result is that our invoices 
are always paid promptly, and 
confidence is greatly increased 
Incidentally, we include in every 
invoice an invitation for the cus- 
tomer to come in and_ look 
through the file, if there is any 
question on any part of the item- 
ization.” 

The result of this system has 
been the fact that while Walker 
Electric Company 
many as 60 or 75 major electrical 


handles as 


installation contracts per year, 
few of them are ever signed con- 


tracts of the lump-sum type 


Harold Walker, head of Walker Electric, has worked out a check-out sy«- 
tem for materials that enables them to finish even the largest installation 
with considerably less actual materials than were formerly used. 
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APPLICATION 


Nave copper with AVA insulation 


Heat-resistant insulation offers opportunities to save copper 


as well as reduce installation costs in some instances 


@ WITH copper shortages likely 
to become more severe for the 
next few months, electrical engi- 
neers and contractors should give 
careful consideration to every in- 
stallation to whether 
valuable savings in both copper 


determine 


and steel may be possible through 
the use of heat resistant (Type 
AVA) insulated wire 

While the savings in copper and 
steel are sufficiently important in 
themselves, indicates 


instances the total 


experience 
that in many 
cost of a wiring job may actually 
be less if Type AVA wire is used. 

Some designers and electrical 
contractors have the mistaken be- 
lief that Type AVA wire can be 
used economically only where 
high temperatures are likely to be 
encountered. Of course, this type 
wire is suited to high temperature 
locations, but because of its ability 
to withstand high temperatures it 
can be loaded with considerably 
larger currents than correspond- 
ing sizes of Type RH wire under 
ordinary temperature conditions 
When runs are relatively short 
and voltage drop is not critical, 
the higher current rating permits 
the use of smaller cable, smaller 
conduit, fittings, and 
smaller lugs—with resulting eco- 


smaller 


nomuies 

The tables of allowable current 
carrying capacity in the National 
Electrical Code for three conduc- 
tors in a raceway at ordinary 
room temperatures give the fol- 
lowing current carrying capacities 
in amperes for AVA conductors as 
compared with RH: 
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Size AVA 
12 35 
8 60 45 
1 105 85 
1 160 130 
3.0 245 200 
500 470 380 
1000 680 545 


te te te te te Ge 
ot Otis Ge Se Se © 


A typical problem will empha- 
size the advantages of the Type 
AVA conductors. Assume an in- 
stallation for a load of 390 am- 
peres, 3 phase, at 80‘; power fac- 
tor. The ambient temperature is 
40° C. (104° F.) and the distance 
is 200 feet. 

The 40° C. ambient tempera- 
ture will require the derating of 
both types of conductors from the 
values given in Table 1 of the Na- 
tional Electrical Code. At this 
ambient temperature the carrying 
capacity of the Type RH conduc- 
tors is .88 of the table values, 
while the current carrying capa- 
city of the Type AVA conductors 
at this ambient temperature is .94 
of the table values. 

For the conditions cited, the 
Code would require 700 MCM 
conductors of Type RH, but 400 
MCM would serve 
satisfactorily if Type AVA is 
There would also be a re- 
duction in the size of conduit re- 
quired. According to Table 4 of 
the Code, a 
would be large enough for three 


100 MCM cables. 


Of course, wherever conductors 


conductors 


used 


3%-inch conduit 


are loaded to these higher densi- 
ties, the effect upon voltage drop 
must be given careful considera- 
tion. For the conditions of the 


above example, assuming 440 volt 
distribution, the voltage drop for 
the AVA conductors at full load 
for the 200-foot distance will be 
8.4 volts as compared with 6.3 
volts for the larger Type RH con- 
ductors 

The advantages of wiring with 
Type AVA conductors are suffi- 
cient to justify its consideration 
for most new wiring; in the case 
of rewiring the advantages are 
greatly accentuated 


Special rewiring advantages 


When load growth requires re- 
wiring, the additional current car- 
rying capacity of Type AVA con- 
ductors will 
the additional 


provide 
capacity needed 
without the necessity of installing 
new conduit 


sometimes 


The same size con- 
Type AVA may be 
pulled into the old conduit, in- 


ductors of 


creasing the capacity of the cir- 
cuit by an additional 30 to 50 per 
cent, depending upon the condi- 
ions 

When sufficient capacity can be 
obtained in this way, the savings 
are considerable over a complete 
rewiring job. The items saved 
include conduit, fittings, consider- 
able installation cost, building re- 
pairs, and time required for com- 
pletion of the job 

Some idea of the p »ssibilities 
can be obtained from a typical ex- 
ample. A particular circuit in an 
industrial plant was originally de- 
signed for a load of 132 amperes 
The ambient temperature was 40 
C. The load could have been han- 


(Continued on page 64) 
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Vet Cables in’ ‘Conduit $0" ¢C Ambient Temperature 


} 
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- EXAMPLE: Given 3-1 /c, 600 volt A.V. e. wires ina tial The load to 
be carried is 392 amps. at 80% P.F. with an ambient of 30°C. What 
size conductors would be required and what would be tle voltage 
drop/100 ft. of conductor? 


1st: Find the current point at the bottom of the chart. 


2nd: Carry this point up vertically until it intersects the top curve — 
110°C copper temp — (op g copper temperature for Rock- 
bestos A.V.C.) 


3rd: (Note 400 MCM cable is required from cable size curves — right 
of intersection of load current line and 110°C copper temperature 
curve.) 


4th: From the point on the 110°C copper temperature curve established 
in 2, above, move horizontally to the left and note a drop of 2.15 volts 
per 100 ft. of run on the left vertical scale. 


5th: The size conduit that is necessary for thre 400,000 CM cable is read 
from the horizontal brackets above the chart. In this case, a 3” conduit 
is required for the three 1 /c, 400,000 CM cables. 


6th: To get valves based on other than 30°C bient t ture, for 
example for 60°C bient ¢ , the bient correction factor 
would be applied for A. v.c. ot 60°C. ‘Referring to the table you find 
79. At 60°C ambi ture the 400,000 CM cable could carry « 
only .79 as much current as sat 30°C, but the load is still 392 amperes. 


To find the size conductor required for this load at 60°C, divide 392 by 
the correction factor .79 and get 496 amperes. Find 496 on the bottom 
scale, project vertically to the 110°C copper temperature curve. A 
600 MCM cable will be required, and the copper temperature will 
be approximately 100°C. The voltage drop can also be determined 
simply by applying the .79 correction factor to the 2.15 drop of the 
original example, getting 1. sed —_ ep. 
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Load - Amperes - 80% P. F. 


Power wiring calculations are made quickly and easily with tures of the various types of insulation, one can use this 
this special chart, published by permission of the Rock chart to determine size of cable for given ampere load, 
bestos Products Corp., New Haven, Conn. By reference to size of conduit, and voltage drop. The reference above to 
Code Section 3102 to obtain maximum operating tempera- “A.V. C2" cable refers to Rockbestos equivalent of AVA. 
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NEW MATERIALS 


Corrosion-prooi raceways 


Plastic-coated tubing reduces cost 


of wiring for corrosive atmosphere 


@ A NEw SOLUTION for electrical 
wiring installations in corrosive 
atmospheres is to be found in the 
plastic coated electrical metallic 
tubing that has recently become 
available. 

In many industrial plants, such 
as chemical plants, meat packing 
plants, disposal plants, 
and many others, the action of 
fumes, gases, steam, and other 
corrosive materials, is such as to 
require constant maintenance and 
replacement of electrical wiring 
raceways. 


sewage 


To combat this costly corrosion, 
huge sums of money have been 
expended for types of 
raceways and coatings. 


special 
In some 
instances it has been found more 
economical to replace complete 
installations every few years 
rather than spend the sums neces- 
sary to provide a corrosion-proof 
installation. 

The development of electrical 
metallic tubing coated with the 
plastic polyethylene by a patent- 
ed extrusion process provides a 
relatively inexpensive corrosion 
resistant The plastic 
coating, combined with the gal- 
vanized finish of the EMT, gives 
double protection. When pror 
erly installed this type of wiring 
is corrosion resistant from outlet 
to outlet 


raceway 


Installation procedure is rela- 
tively simple. For bending, the 
next larger size grooved shoe type 
bender is used. Bends made in 
this manner are not likely to 
crack or tear the piastic covering. 
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Couplings, connectors, or fit- 
installed by 
enough plastic from the ends of 
the tubing to allow attachment of 
the device to the steel raceway in 
the usual manner. Thus the plas- 
tic covering does not interfere 
with the grounding continuity of 
the raceway system. A double 
thickness of 


tings are cutting 


polyethylene = or 
vinyl-backed electrical insulating 
tape is then wrapped around the 
coupling or connector with suffi- 
cient overlap of the plastic coat- 


Fig. 1. 


same way as conventional EMT. 


ing on the EMT to seal the joint 
against corrosion 
No special wrenches are needed 
for working the plastic coated 
EMT. Any fracture of the coat- 
ing made on the tube by extreme- 
ly rough handling can be repair- 
ed by wrapping the section with 
the polyethylene or vinyl-backed 
electrical insulating tape having a 
minimum thickness of 10 mils and 
a pressure-sensitive adhesive 
having from 24 to 32 ounces of 
adhesion per inch of width; di- 
electric strength of 800 to 1000 
volts per mil of thickness; and a 
tensile strength of approximately 
25 pounds per inch of width. 
(Continued on page 68) 


The plastic coated electrical metallic tubing can be bent in the 
A grooved shoe type bender of the next 


larger size than generally used will make bends, offsets, and saddles with- 
out cracking or tearing the plastic covering. (All photos used through the 
courtesy of Steel and Tubes Division, Republic Steel Corp.) 
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Fig. 2. Two lengths of Dekoron-Coated EMT can be con- Fig. 3. Coated tubes are prepared for connector by cutting 
nected with an ordinary EMT coupling of pressure type. coating at proper distance from the end of the tubes. 


Fig. 4. The plastic coating is then peeled from the tubes Fig. 5. Here the lengths of tubing are inserted into the 
as shown here, baring the ends of the metal tubes. connector after plastic coating has been removed. 





Fig. 6. A double thickness of polyethylene or vinyl-backed Fig. 7. Overlapping the plastic coating of the EMT by at 
electrical insulating taped is wrapped over the fitting. least an inch, the tape makes a fume proof joint. 
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YEAR-END REVI 


W 


The electric utility industry 


@ THE YEAR 1951 may well go 
down in the industrial history of 
America as marking the greatest 
expansion, planned and 
plished, heretofore achieved by 
any nation since the beginning of 
the Machine Age. Giant new steel 
plants, aluminum pot lines, phos- 
phate furnaces, enormous installa- 


accom- 


tions for atomic energy end prod- 
ucts, fabricating plants, chemical 
works, all these and more. spur- 
red by the needs of defense mobi- 
lization are coming into being 
from east to 
south. And 


they all must have electricity. 


across our country 


west and north to 


Meeting increasing demands 


The electric industry again re- 
sponded to the needs of all these 
fast swelling industrial enter- 
prises and at the same time met 
the ever-increasing demands for 
more and more electricity in the 
home, on the farm, and by the 
commercial users for better light- 
ing and the multitudinous varie- 
ties of utilization devices 

The very fact that not only elec- 
tricity must be there but it must 
be there first, has put the sup- 
pliers of this all essential service 
in the the 
everything 
material to butter 


forefront of race tor 
production of 


Wal 


more 
from and 
eggs. 

Now at the year’s end it is op- 
portune to make a back check on 
the 1951 record 

During the year the demand for 
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by George M. Gadsby 


Edison 


power was met excepting in one 
or two areas where nature con- 
spired to stream flows, 
thus curtailing hydroelectric out- 
put 


reduce 


In only one instance, the 
Pacific Northwest, did the situa- 
tion warrant the preparation of a 
federal curtailment order; 
timely enforcement 
Admittedly in spots 
the margin of supply over demand 
was thin but the answer stays the 


then 
rains made 


unnecessary. 


same—the needs were met 
Shortages affect expansion 


As this review is written the 
industry is straining against a bot- 
tleneck of the flow of materials— 
steel, aluminum, nickel, 
and a few other scarce alloy met- 
the manufacturers of 
heavy equipment for power gen- 
erating stations 


copper, 
als—to 


Based on reduc- 
ed and inadequate allotments of 
these critical the 
slippages 
have already occurred in produc- 


materials to 
manutacturers, some 
tion schedules and more are im- 
pending, so on the basis of the 
situation existing in the last half 
of 1951 that the 
delay in equipment 
and of fabricating steel will cause 
reduction in the 
scheduled additions of 25 per cent 
and might cut in half the sched- 
uled expansion of steam generat- 
ing plant in 1952 


indications are 


delivery of 


a minimum 


Construction expenditures of 
the electric utility companies in 


i951 equalled the budget for con- 


President 


Electric Institute 


struction of $214 billion. The 1952 
budget for scheduled construction 
is estimated to reach $234 billion, 
although delays in deliveries of 
equipment due to the shortage of 
materials are expected to reduce 
actual expenditures considerably. 

Another feature of the year 
1951 was the continued improve- 
ment in fuel efficiency of steam 
electric generating stations, re- 
flecting the operating results of 
new plants which were put into 
operation. Average fuel consump- 
tion dropped from 1.19 pounds of 
coal per kilowatthour in 1950 to 
1.13 pounds in 1951. The perform- 
ance on a yearly basis of the most 
efficient plant was reported as .84 
pounds of coal per kilowatthour. 

The near completion of area 
coverage of electric service to 
farms also featured the year 1951, 
at the power 
having been made available to 95 
rural 
Emphasis in 
shifting 


year end electric 


per cent of the occupied 
farm dwelling units 
electrification is 


the 


farm 


from almost complete area 
coverage by power lines, to more 
intensive development of equip- 
ment and methods which will en- 
the make 


profitable use of the electric serv- 


able farmer to more 


ice at his disposal 


Electricity dollar worth more 


Electricity as an inexpensive 
the 


home was further emphasized by 


helper in industry and _ in 


contrast with the upswing in most 
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prices in the past twelve months. 
In mid-1951, the manufacturer’s 
dollar, according to the National 
Industrial Conference Board, pur- 
chased only 40 cents of its 1939 
purchasing power in labor, only 
43 cents in construction. and only 
30 cents in raw materials, but the 
electricity it bought in 1951 would 
have cost $1.12 in 1939. 

Similarly, the home consumer’s 
dollar in 1951 purchased only 44 
cents of the 1939 value in food, 
only 49 cents in clothing, 74 cents 
in rent, but bought electric serv- 
ice that would have cost $1.05 in 
1939. 

The total generating 
capability of the electric light and 
power industry climbed to 78% 
million kilowatts at the end of 
1951, 742 million kilowatts out of 
8 million scheduled, were actually 
installed during the year. 


electric 


Over 370 billion kilowatthours 
of electric power were generated 
by the electric industry in 1951, 
40 billion kilowatthours more 
than 1950’s production. In addi- 
tion, 62 billion kilowatthours were 
generated by industrial and rail- 
way plants for their own use, 
bringing the grand total of elec- 
tricity production for the United 
States in 1951 to 432 billion kilo- 
watthours. 

World production of electricity 
crossed the trillion mark for the 
first time in 1951: it is estimated 
to have reached 1 trillion 20 bil- 
lion kilowatthours, with the Uni- 
ted States generating 43 per cent; 
Russia, according to a report from 
Moscow, generating 10 per cent: 
Canada, 612 per cent, and the rest 
of the world, 4042 per cent 


Customers added at rapid rate 


About 1.9 million new custom- 
added during 1951, 
bringing the total to 46.9 million 


ers were 


customers. Electric service is now 
available to about 97 per cent of 
all occupied urban and _ rural 
homes in the nation. The pros- 
pect is for a drop in the number 
of new customers added in 1952, 
the total for 1951 being somewhat 
less than the 1950 record of over 
2.1 million. 

At the end of 1951 about 700,- 
000 farms out of a total of 5,384,- 
000 farms, occupied and unoccu- 
pied, were without electric serv- 


ice. Of this number about 450,- 
000 were occupied, of which about 
150,000 have electricity available 
but are not yet taking service 


Sales set records 


Annual sales in the past year 
crossed the 300 billion kilowatt- 
hour mark for the first time; a 
record advance of some 38 billion 
kilowatthour&S pushing the total 
to over 318 billion kilowatthours 
The household consumer’s aver- 
electricity 
reached a new high of 2,000 kilo- 
watthours, compared with 1830 
kilowatthours in 1950 

Sales to industrial customers in 


age annual use of 


1951 increased 13.6 per cent: sales 
to commercial customers increas- 
ed 15 per cent. 

Large industrial users, reflect- 
ing the beginning of added pro- 
duction for defense, boosted thei: 
use of power during the year over 
19 billion kilowatthours, by far 
the largest 


annual increase on 
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record, to a total of 158 billion 
kilowatthours. Smaller power us- 
ers also increased their use by a 
record amount to a total of 58 
billion kilowatthours 

Total revenues of the investor 
owned electric companies during 
1951 increased 10 per cent over 


the previous year to a new record , 


of $5 billion. Net income avail- 
able for dividends and retention 
in the business decreased from 
$831 million in 1950 to $814 mil- 
lion in 1951, due to more taxes 
and inflationary wages and prices 

Money invested in the electric 
companies’ plant and property at 
year end is approximately $20.,- 
425,000,000, an increase of almost 
$1 billion over 1950 


Taxes largest expense 


Taxes of all kinds continue to 
be the largest item of expense 
The 1951 tax bill was $1,132 mil 
lions on electric operations only, 

(Continued on page 58) 





APPLICATION 


Installation hints and practices for 


steel electrical raceways 


@ WHEN CONDUIT is_ installed 
through a pull box, it should en- 
ter and leave the box in such a 
manner as to allow the greatest 
sweep for the conductors 

Large conductors, especially, 
are difficult to bend, and by prop- 
er planning the electrician can 
simplify the feeding of these con- 
ductors from one conduit to an- 
other 


For example, if a conduit run 


Information for this series of arti- 
cles was furnished by the Committee 
on Electrical Distribution Systems of 
the American Iron and Steel Institute. 





a 





Part 3 


Conduit installation in reinforced concrete structures 


presents a number of special problems and difficulties 


makes a right-angle bend through 
a pull box, the conduit should 
come in at the lower left-hand 
corner and leave diagonally op- 
posite at the upper right-hand 
corner. 

This gives the conductors the 
greatest possible sweep within the 
box, eliminating sharp bends and 
consequent damage to the con- 
ductor insulation 

In many installations, it will be 
found that a number of the con- 
duit runs have identical bends 
and accessories. This is especial- 
ly true in farm meter loop instal- 
lations on yard poles where the 
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runs are the same length and are 
equipped with a service head on 
one end and an outdoor meter 
box on the other 

The electrician can save time 
and eliminate lay-offs due to bad 
weather by preparing these as- 
semblies in the shop and bring- 
ing them to the building site com- 
pletely assembled. Such assem- 
blies take but little time to in- 
stall on the job 

Similar 


blies can be made for residence 


prefabricated assem- 
service entrances in housing de- 
velopments, for certain oil burn- 


er installations, and for large 


Poe 








Conduits that are installed in flat slab 
constructions should be held in place 
by tying them to the rods. 
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The heavy feeder conductors should 


straight through 
boxes to avoid unnecessary bends. 


be carried 


panel 


Conduit stubs from concrete floors 
should be supported so that the con- 
duit does not move during pouring. 
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good reasons to turn to Leviton on your jobs 


no. 1130 


(PLASTER EARS) 


rc no. 1030 


Quiproved, . i Il SINGLE POLE 


hn SWITCHES 


) 





for residential and 
commercial installation 





BRAND NEW DESIGN! 
e These improved switches, which 


a) are now in production, have the strap 
no. 1331. rivetted to the bakelite cup for extra 
( strength and endurance. 


no. 1231 : ¢ The double-contact, fast acting mech 
; anism has been improved to attain greater 
accuracy. 


e The entire assembly has been perfected 
for added quality and dependability. 


for residential 
and commercial installation 


4) 
C 


@ These switches are completely new. 

e They are side wired with terminal screws 

staked and backed out. the new Leviton 
@ Have double wiping contacts with snuffer fast no. 51 Catalog Wii 

acting mechanism. ~ yours # 

© Strap rivetted to bakelite cup. . for the asking shectical WHTING 
© These switches are the last word in Design = asallaer® 
for Quality production. 


devices 


LEVITON MANUFACTURING COMPANY 


meen: Se eee a2 NOE W ‘Oo a 
warehouses: Chicago and Los Angeles 


en ...gee the complete Leviton Line at all leading distributors 


ELECTRICAL SOUTH for JANUARY, 1952 35 





buildings where identical runs of 
conduit occur between boxes. 
Conduits that are installed in 
flat-slab must be 
held in place by tying them se- 
curely to the reinforcing rods 
Care should be taken not to lower 
or raise the rods during this op- 
eration as this might weaken the 
concrete above or below the rods 


construction 


Special concrete boxes should 
be used in flat-slab construction 
jobs, and should be securely nail- 
ed to the false work. These boxes 
consist of a sleeve with external 
ears and a plate which is attach- 
ed after the sleeve is nailed to the 
talse work 

Concrete boxes are manutac- 
tured in different 
care should be taken to use boxes 
of sufficient height to allow the 
knockouts to come well above the 


heights and 


This eliminates 
the need for offsets in the conduit 
where it enters a box. 


reinforcing rods 


The use of compression-type 
connectors which can be attached 
before the box is anchored to the 
forms permits conduits to be at- 
tached without disturbing the in- 
stallation 


Comment on boxes 


When running feeders through 
a cabinet or cut-out box, it is im- 
portant that one sufficient wiring 
space be selected. In the case of 
a switch, a partitioned-off space 
must be provided, or a separate 
trough can be used 

The contractors should be car- 
ried straight through gutter space 
so that it will not be necessary to 
bend the heavy feeder wires 
Bending these heavy wires is not 
only very difficult but may dam- 
age the insulation. It is much 
easier to bend the taps which are 
normally smaller conductors 

Panel boxes are frequently set 
in partitions with 
flanges considerably wider than 
the partitions. Unless special pre- 


over beams 


cautions are taken in setting the 
panel box, it will be necessary to 
bend the heavy feeder conduits 
around the flange 

It is good practice to extend the 
back of the panel box sufficient- 
ly to allow the incoming conduits 
to clear the flange and run 
straight into the knockouts of the 
box 
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In many installations, especial- 
ly in smaller ones, a number of 
junction boxes must be installed 
in order to route the conduits 
and circuits the shortest, most 
economical way. 

The National Electrical Code 
states that junction boxes must 
be so installed that they will be 
readily This means 
that one must be able to get at 


accessible. 


the wires inside the box without 
removing plaster, wall covering, 
or any other part of the building 

Junction boxes in no way add 
to the decorative scheme of the 
building, and should, therefore, 
be placed in closets or corners 
offend the 
sight and where they are out of 
the way 


where they do not 


In reinforced concrete con- 
struction, it is not always possible 
to support panel boxes securely 
enough to prevent them from be- 
ing damaged when the forms are 
stripped. 

It may be advisable, therefore, 
to mount only the top plate of the 
panel box by means of a tem- 
porary support. The box itself 
can then be permanently install- 
ed after the forms are stripped 

In order that the conduits may 
not be bent out of shape during 
the construction process, a tem- 
plate with holes identical to those 
in the top plate of the panel box 
should be installed about 12 to 18 
Con- 
duit will go through this template 
into the panel box and be kept 
straight during installation 


inches above the top plate 


Wood Construction 


In wood construction, notches 
have to be cut in the studs in 
order to run the conduit from one 
box to another. These notches 
should be carefully cut to provide 
a snug fit, and must be deep 
enough to take the full diameter 
of the conduit 

Notches | that are too deep 
weaken the structural members 
of the Notches that 
are cut too wide provide poor 
support for the lath or wall board, 
causing the plaster to crack over 
a period of time, especially if the 
building is subject to vibration. 

Where the 
through the floor or ceiling with 
a bend, the 


building 


conduit comes 


holes must be 


























(Top) When conduits are installed 
in a bank, it is good practice to 
extend the complete bank length 
by length in order to keep them 
parallel, especially if there should 
be offsets and saddles. (Below) 
When it is not possible to support 
panel boxes during the pouring of 
concrete, use only top of panel box 
conduit and keep 
them in alignment. A template with 
sume spacing 


to terminate 


should be slipped 
over conduit a foot or two above 


the panel box top plate. 


elongated enough to take care of 
the sweep of the conduit elbow 

Conduit for wall outlets must 
be stubbed up to the proper 
height from the floor and secured 
to the outlet or switch box To 
make sure that the conduit does 
not move during the pouring of 
the concrete, it must be held by 
a substantial support 

This support can be an angle- 
iron or a channel of some sort, 
but it 
hold the conduit firmly 


must be strong enough to 
Nail or 
screw the support to the 
work, and make sure that it is 


false 
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> Now! Get immediate delivery on 
Sig | lighting panels up to 42 circuits 
=\}~ from your BullDog distributor's stocks 


> 


y) 


~ 


Another great forward step by BullDog to simplify ordering, 
stocking and installing of electrical equipment 





BULLDOG 
Pushmatic Electri-Center 
Panelboards 


e@ For plants, commercial build- 
ings, institutions 


@ Underwriters’- approved up to 
42 circuits 


e@ Meets Federal specifications 
WP 131a Class A. 


@ Push-button switching and 
automatic circuit protection. 
No reset position. 


e@ Individual Pushmatic units 
(Thermal Magnetic) rated 15, 
20, 30, 40 and 50 Amps; quick- 


mounting, fully interchange- 
able. 


@ Code Gauge steel fronts, flush 
or surface type. 


@ Code Gauge steel boxes with 
ample knockouts in removable 
ends. 


@ 4”-wide gutters for easy wiring. 


@ Provisions for Main Lugs at 
top or bottom 


@ Flexible from every standpoint. 


Write for Descriptive Bulletin No. 513 


:) BULLDOG : 
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has now been extended to all 
lighting panelboards up to 42 


The basic device principle 
Pushmatie Electri-Center 
circuits. 

This enables you to obtain a complete 
Center Panelboard from your 
right over the counter. 

Now, just 5 panels 
numbers . cover all 
up to 42 circuits. 

Now, no more special ordering and long waits for delivery 
from the factory. No more delays on a rush job. You get 
immediate delivery on an item that assembles on the spot 
in minutes. Immediate delivery on a flexible panelboard 
that lets you add extra circuits later if needed . and gives 
you extra profits on every Pushmatic circuit bre aker you 
install. 

Now, get Pushmatic Electri-Center Panelboards from your 
BullDog Distributor’s stocks. 


BullDog Electri- 

BullDog Distributor’s stock 

Immediately! 

that 
your 


replace hundreds of catalog 
lighting panel requirements 





Now from your distributor's stock ... 5 boxes... 5 
fronts ... 5 interiors . . . plus Pushmatic units . . . elimi- 
nate hundreds of catalog numbers and let you get 
immediate delivery on these two complete Pushmatic 
panelboard lines. 


Fronts: Either 
flush or surface 
type available 
Packaged sep- 


Basic Device principle 
Four Pushmatics and fill- 
“ ers supplied with the tw 
1,” deep. Am- single-phé 
ple knockouts six with the 
phase, 4-wire 


counter item 


TWO COMPLETE LINES 


Single-Phase, 3-wire, Solid Neutral 
P2B.304.281 28 
Mains 200 amp 
P2B.304-40L 40 
Mains 200 amp 


3-Phose, 4-wire, Solid Neutral 
P3B.406-21L 21 
Mains 100 amp 
P3B- 406-301 30 
Mains 100 amp 
P3B-406-421L 42 
Mains 200 amp 


circuits Max., 


circuits Max., 
Thermal Magnetic Pushmat- 
ics fit in quickly, easily 
pee an add up to 36 extra 
Pu tics per panelboard 

! xtra profit on 
each one you install 


circuits Mox., 
circuits Max., 


circuits Max., 











BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
N CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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DEEP BOXES 


Box Dimensions 


Trode Size No. 14 No. 12 


2x 3's octagonal 5 
2x 4 octagonal 8 
2x 4 square WW 
‘a x 4-11/16 square 16 
2% x 4-11/16 square 20 
2 «1%x2% 5 
2'2 x Vax 2% 6 
3 x1%x2% 7 


One anvnuuw 


iN 


Box Dimensions 


Trade Size No. 14 


3% 
4 
4-11/16 


apply to each section individually 





Maximum Number of Conductors 


OUWneknono de 


Maximum Number of Conductors 
No. 12 


The above tables apply where no fittings or devices, such as fixture 
studs, cable clamps, hickeys, switches or receptacles are contained in 
the box. Where one or more fixture studs, cable clamps, or hickeys are 
contained in the box, the number of conductors shall be one less than 


or combination of flush devices mounted on the same strap. A conductor 
running through the box is counted as one conductor, and each con 
ductor terminating in the box is also counted as one conductor. If single 
flush boxes are ganged, and each section is occupied by a flush device 
or combination of flush devices on the same strap, the limitations will 





10 No. 8 


5 uy" ' 
5 B| 41 43 42 
A|1% 114 1% 
B) 43 45 
114 1% 1% 
43) 45, 44 
1H 1H 1H 
43, 46 46 


% 


SHALLOW BOXES OF LESS THAN 1'2” DEPTH ] 2 


No. 10 


Conduit 


1 


shown in the tables, with a further deduction of one for each flush device a 


1 
1% 
1% 





Practical Dimenson 


APPROXIMATE SPACING OF CONDUIT BUSHINGS 

AND LOCK NUTS 

Sise of __ Clearance = 34” 

1) Condit iy? & I" 1M" 

AIM 1%1IM41H 
4 


3 


1H 1th 2h 
46 54 


itt 
46 


2% 


46, 


> 
7 


1% 2° 
1H 2% 
44 52 
46 


2A 3 
46 





2M 

47 

23% 

47 

2h 3 

56 63 63 69 82 
Bry 3% 3H 4k 
9 


76, .76 89 





3% 348 4x8 4% 
7 59 74 941.00 








4 4% 5 
2 &891.001.00 


Couping 





pple 








These tables on 








high enough to tie the stub to it 
for most of its length. 

In concrete slab and joist con- 
struction, the conduit is laid on 
top of the pans and bent 90 de- 
grees to reach the outlet boxes. 
The boxes are secured to the false 
work in the space between the 
pans. 

Whenever the box location is 
specified at a spot which does not 
fall the pans, special 
space must be provided by the 
respective trades 


between 


Slab and joist construction 


In slab and joist construction, it 
is impossible to reach the inside 
of a box during the roughing-in 
period to tighten the locknuts that 
normally hold the conduit. Other 
methods must be employed 

One 
screw a 


accepted method is to 
special bushing and 
tlange combination to the conduit 
The bushing which fits into the 
knockout and the flange which 
rests on the back of the box keep 
the conduit from sliding through 
the knockout 

After all the conduits for one 
box are in place, a spider-shaped 
back-plate is screwed into a spe- 
cial thread on the back of the 
fixture stud of the box. This plate, 
which fits on top of the flange, 
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keeps the conduit from pulling 
out while the concrete is being 
poured. 

It is extremely important to 
make this assembly absolutely 
tight, because if the conduit jars 
loose during the pouring of the 
concrete, it is impossible to 
it back into the box. 

It makes little 
most installations 


get 


difference in 
whether the 
pull boxes are mounted a few 
inches higher or lower on the 
wall. 

However, these few inches can 
mean the difference between in- 
stalling a full length of ready-cut, 
factory-threaded conduit or in- 
stalling a piece of conduit that 
must be cut and rethreaded be- 
cause the pull has been 
placed just a few inches too low 


or a few inches too high. 


box 


Pull boxes simplify jobs 


A little forethought in placing 
pull boxes eliminate this 
needless cutting, threading, and 
coupling of 
large 


can 


and, in a 
the 
unne- 


conduit, 
installation, 
electrician many 
cessary labor. 


can 
hours of 


save 


Long runs of wires should not 
be made in one pull. Pull boxes, 
installed at convenient intervals, 
will relieve much of the strain on 


boxes 


and. spacing of conduit bushings 


and lock nuts will prove helpful in laying conduit jobs. 


the wires. The length of the pull 
must be left to the judgment of 
the electrician and the conditions 
under which he is working. 

The installation of pull boxes 
may seem to cause a great deal 
of extra work and trouble, but 
they save a considerable amount 
of time and hard work when pull- 
ing in wires. Properly placed, 
they eliminate many bends and 
elbows and do away with the ne- 
cessity of fishing from both ends 
of a conduit run 

Pull boxes should always be in- 
stalled in a location which allows 
the electrician to work easily and 
conveniently 


In 


conduit 


the 


corner of a 


an installation where 


comes up a 
wall and changes direction at the 
ceiling, for instance, a pull box 
that is installed too high will force 
the electrician to stand on a lad- 
der when feeding wires, and will 
allow him no room for supporting 
the weight of the wire loop or for 
the pulling-in tools 

It is just as easy for the elec- 
trician to place the boxes at a 
height that 
lows him to stand comfortably on 


is convenient and al- 


the floor with sufficient room for 
both wire loop and tools. 
Pull boxes should be as large 
(Continued on page 66) 
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TERRIFIC! 
STUPENDOUS! 
COLOSSAL! 


aa 








descriptive redundancy... we'd 
rather describe this new Sun- 
beam (#11280) series in terms 
that can be supported by exten- 
sive photometric and installation 
experience. Designed for low 
brightness (.6c/sq.” within the 
shielded zone) and high effi- 
ciency (82%) this series is avail- 
able in all lamp lengths and 
milliamp ratings ...write for 
literature. 





SUNBEAM LIGHTING COMPANY - 


sUlbhig 


visionaire 777 EAST 14TH PLACE + 


LOS ANGELES CALIFORNIA 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical 


Clapp named president 
of Florida Power Corp. 


@ Wititiam J. Crapp has been 
elected president of Florida Pow- 
er Corporation, and W. C. Gil- 
man, former president, was 
named chairman of the executive 
committee in executive changes 
effective January 1. Mr. Gilman 
will return to active partnership 
in W. C. Gilman and Company, 
consulting engineers, 55 Liberty 


Street, New York City 


William J. Clapp 


Mr. Clapp has served as execu- 
tive vice-president of Florida 
Power Corporation and brings to 
his new post a wide background 
of experience in many depart- 
ments of the company. 

He first joined Florida Power 
in 1925 as a young electrical en- 
gineering graduate at Clemson 
College. Prior to his election to 
vice-president last year, he was 
system production superinten- 
dent and had previously served 
as production engineer. 

In 1943 he left for military serv- 
ice and at the end of the war re- 
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manufacturers 


and their agents. 


mained overseas as a member of 
the staff responsible for rebuild- 
ing German and French utilities. 

Mr. Gilman, who had been a 
consulting engineer for Florida 
Power Corporation before assum- 
ing the presidency in May, 1950, 
has headed the utility during a 
period of its greatest expansion 
During the past 19 months, FPC 
has either started construction or 
has placed orders for 200,000 kilo- 
watts of generating capability. 

After receiving his master’s de- 
gree from Massachusetts Institute 
of Technology in 1923, Gilman 
was associated with the General 
Electric Company, Central Hud- 
son Gas and Electric Company, 
and the Carolina Power and 
Light Company. In 1928 he was 
head of the utility investment de- 
partment of the Equitable Life 
Assurance Society, New York, 
where he gained intimate knowl- 
edge of many of the large utili- 
ties in the country. In 1935 he 
became director of the public 
utility division of the Securities 
and Exchange Commission. He 
established his own consulting 
engineering firm in 1937, the W. 
C. Gilman and Company, with of- 


fices in New York City 


Industry-day meeting 
scheduled by SEWA 


@ THe SouTHEASTERN Electrical 
Wholesalers Association will hold 
its second annual “Industry Day” 
meeting at the Atlanta Biltmore 
Hotel, January 24-25, and invites 
all branches of the electrical in- 
dustry to attend. 

A morning session on January 
24 is open only to members of the 
association, but the sessions to be 
held in the afternoon of January 
24 and all day January 25 will 


be open to electrical contractors, 
electric utility company person- 
nel, manufacturers, and all other 
representatives of the electrical 
industry who would like to at- 
tend. 

Among those who will address 
the meeting are F. W. Mansfield, 
director of sales research, Syl- 
vania Electric Products, Inc., New 
York, N. Y.; O. Fred Rost, vice- 
president in charge of industry 
relations, Appleton Electric Co., 
Chicago, Ill.; and C. W. Moseley, 
vice-president, R. H. Bouligny, 
Inc., and district vice-president 
for the National Electrical Con- 
tractors Assn., Charlotte, N. C. 

The concluding session of the 
meeting will be devoted to an in- 
dustry panel discussion. With 
John Sammons Bell as modera- 
tor, the panel will include two 
representatives each from the 
electrical manufacturers, the elec- 
trical wholesalers, and the elec- 
trical contractors. This session 
will provide opportunity to dis 
cuss problems that affect two or 
more branches of the electrical 
industry 


Amendment issued to 
make CPR 93 clear 


@ THe Orrice of Price Stabiliza- 
tion has issued an amendment to 
Ceiling Price Regulation 93 cov- 
ering construction and related 
services. The purpose of the 
amendment is to make quite clear 
the fact that the exemption from 
price control provided for a one- 
man shop is limited to an indi- 
vidual man or woman who neith- 
er employs nor uses the construc- 
tion services of one or more per- 
sons nor employs nor uses the 
construction services of one or 
more sub-contractors 

If at any time, however, an in- 
dividual man or woman who is 
exempt by this provision employs 
or uses the construction services 
of one or more persons or one or 
more sub-contractors, he or she is 
subject to the regulation and 
must comply with all its provi- 
sions, including the record-keep- 
ing and reporting requirements 

CPR 93 establishes ceiling 
prices, markups, and ceiling fees 
for sales of construction 
ices and services involving the 
sales of materials and their in- 
stallation or erection. It applies 
to the these services 
under lump-sum and _ cost-plus 
contracts and sales of such serv- 


serv- 


sales of 
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“Je Sewe You Getter! 


THE COMPLETE LINE OF 


STANLEY Fluorescent and SLIMLI 
NOW AVAILABLE 


F. 0. B. DALLAS 















* IMMEDIATE DELIVERY ‘ 
* FULL LINE STOCK ” 





* AT COMPETITIVE PRICES ‘ 
* OVERNIGHT SHIPMENT 
* SERVING THE SOUTHWEST NX 
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* NO EXTRA FREIGHT a 
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rom the Warehouse ' 


of 
G. W. MILNER> 


PHONE HARWOOD 4881 
3131 OAK LANE DALLAS, TEXAS 


* « 
big SEND FOR COMPLETE LINE CATALOG 
“STANLEY ELECTRIC MFG. CO. 
3220 NORTH HANCOCK ST. PHILADELPHIA 40, PA. 
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ices on a time and materials or 
hourly rate basis and to the sales 
of items or materials and equip- 
ment together with the construc- 
tion services required to install or 
erect them. 


NECA vice-president 
honored in Charlotte 


@ A croup of electrical industry 
representatives honored C. W. 
Moseley, newly elected vice-presi- 
dent of District 3, (southeastern 
district), National Electrical Con- 
tractors Association, at a_ testi- 
monial dinner in Charlotte, N. C. 

Mr. Moseley, who is associated 
with R. H. Bouligny, Inc., was 
cited for his many and varied con- 
tributions to the electrical indus- 
try. His untiring efforts on the 
local, district, and national level 
over a period of years were re- 
flected in the profusion of tributes 
heaped upon him by those present 
representing each branch of the 
industry. 

The Carolinas Chapter, NECA, 
was represented by J. C. Bolen, 
district governor; Ralph K. Rob- 
inson, treasurer and ex-governor; 
H. E. Austin,  past-president; 
Dwight L. Casey, chapter man- 
ager; W. W. Hanks, past-presi- 
dent; and R. H. Bouligny and O. 
R. Rowe, of R. H. Bouligny, Inc. 


The recent election of C. W. Moseley as NECA viee-presi- 
dent for the southeastern district was marked by a testi- 
monial dinner in Charlotte to pay tribute to Mr. Moseley’s H. E. 
contributions to the electrical industry. 
right—B. O. Vannort, Jack Baer, C. 
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EASY DEMONSTRATION—The new city counter of the Atlanta branch of 
General Electric Supply Corporation serves also as a lighting display room. 
A considerable number of various types and sizes of lighting fixtures are 


mounted on the ceiling for display 
the display is the application of G. E. 


conditions. A special feature of 


and demonstration under actual use 


remote-control switches to permit the independent operation of each in- 
dividual lighting unit. 


Roy A. Palmer, of Duke Power 
Co., presided. 

Other branches of the electrical 
industry represented were the 
utilities, manufacturers, wholesal- 
ers, and the electrical profession- 
al engineers. 


Seated, left to 


Austin, H. F. 


IES announces 
sports lighting report 


@ A REPORT entitled “Current 
Recommended Practice for Sports 
Lighting” has been prepared by 
the Committee on Sports and Re- 


Werner, and Ralph K. Robinson. Standing, left to right— 
H. Corey, R. B. Horning, Dwight L. Casey, W. P. Wells. 
Harrelson, R. H. Bouligny, Marvin R. 
Kimbrell, T. J. Whitescarver, Herman Wolf, W. 
Moseley, Dave Roy A. Palmer, and J. C. 


W. Hanks. 
Bolen. 
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- MORE KVA 
PER POUND! 


Lightweight, dry-type transformers save 
space, cut installation costs. 3 through 167 
kva, single phase, or 9 through 225 kva, 
three phase. 


They're lighter and smaller! Compact, completely venti- 
lated coils on Hipersil® cores— neatly enclosed in sheet 
steel cases for convenience of mounting, cleanliness, 
trim appearance. 
Add all this to the savings inherent in dry-type trans- 
former design: 
NO VAULTS. Mount them on the floor, walls, posts or 
overhead platforms, close to the load they serve. 
They're safe. 
SIMPLIFIED MAINTENANCE. No liquids to store, filter 
or replace. No gauges, radiators, valves or gaskets to 
get out of order. 


Westinghouse Dry-Type Transformers are available for 
voltage step-down or step-up applications or for phase 
changing. Types AJRB and AVRB (3 through 100 kva) 
have circuit breakers built into the high-voltage circuit, 
giving 3-way protection against damaging overloads or 
short circuits, cutting installation time up to 50%. Ask 
your Westinghouse representative for a copy of B-4428, 
or write Westinghouse Electric Corporation, P. O. Box 
No. 868, Pittsburgh 30, Pennsylvania. J-70607 


you can 6E SURE... ie is 
; ‘ce | 





creational Area Lighting of the 
Illuminating Engineering Society. 

The report is the result of a 
four-year study of current prac- 
tice and existing recommenda- 
tions and standards in the sports 
lighting field. 

General topics covered in the 
report include factors of good illu- 
mination, classification of play, 
classification of equipment, and 
typical indoor and outdoor lay- 
outs. 

Typical layouts and diagrams 
for almost every type of sporting 
event are presented, as well as 
illustrations showing the finished 
layouts. 


FPC conference aimed 
at low-use customer 


@ OPERATIONS AND SALES were 
twin themes of Florida Power 
Corporation’s fall conference held 
recently in St. Petersburg, which 
was attended by over 150 division 
and district managers, engineers, 
residential and commercial sales 
representatives, and home serv- 
ice advisers. 

A talk on recent developments 
and future plans by President W 
C. Gilman opened the conference 
which was conducted by FPC and 
its subsidiary, Georgia Power and 
Light Co. (Mr. Gilman is now 
chairman of the executive com- 
mittee for Florida Power.) 

The conference was divided in- 
to operating and commercial sec- 
tions with a general operations 


GRAYBAR OCCUPIES NEW DALLAS HOME 


Graybar Electric Company, 


Dallas, has moved into a new $300,000 building at 717 Latimer Sit., which 
opens onto a concrete parking and loading area for customers. Trackage 
is located at the rear. Top photo shows the outside of the building, which 


fronts 130 feet on the street. The 


bottom view is of the attractive sales 


display floor. The Dallas Graybar organization is headquarters for the 
Southwestern district with branch houses in Ft. Worth, Austin, San Antonio, 


Shreveport, El Paso, and Amarillo. George T. 


Marchmont is Southwestern 


district manager. 


meeting, headed by W. J. Clapp, 
then executive vice - president, 
now president. and a general com- 
mercial meeting, headed by J. 
Shirley Gracy, vice-president. 
During the afternoon sessions 


Featured at Florida Power Corporation’s fall operations and sales con- 

ference in St. Petersburg were, left to right, FPC Vice-President J. Shirley 

Gracy, E. W. Commery, director of the residential lighting division, General 
Electric Co., and Harold Wilde, division manager, Wesix Heating Co. 
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the groups separated for meetings 
dealing with their particular 
phases of company operations. W. 
W. Wolff, vice-president, headed 
the division operations section; 
C. W. Ailstock, director of resi- 
dential development, headed the 
residential sales section; and W. 
B. Shenk, director of commercial 
development, headed the commer- 
cial sales section 

A featured speaker at the con- 
ference was E. W. Commery, di- 
rector of General Electric’s resi- 
dential lighting division, who 
spoke on modern lighting and 
Nela Park’s recently developed 
“light conditioning” recipes. 

Others featured on the program 
were Harold Wilde, division man- 
ager, Wesix Heating Co.; Paul P. 
Harrison, division lighting engi- 
neer, Sylvania Electric Products; 
Miss Doris Piper, national home 
economist, Crosley Corp.; Furna 
E. Lott, Wakefield Co.; Glenn H. 
Arnold, Swivelier Co.; and H. 
Allen Mason, Bussman Mfg. Co. 

Florida Power Corporation rep- 
resentatives on the program were 
H. K. McKean, general superin- 
tendent; M. F. Bunnell, director 

(Continued on page 47) 
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Mike oe Quality 


All stock types of TIREX cords and cables 
have the name “Simplex-TIREX”, together 
with the type and the voltage, molded onto 
them. This molded marking positively iden- 
tifies all TIREX cords and cables as the 
genuine article. 


It’s a safety feature from your point of view because it insures that 
you get exactly what you are ordering and, in addition, it pre- 
vents any question as to whether or not it is one size or the other. 
In other words, it is a positive index as to the size, number of 
conductors and the type. If the name “TIREX” is there it’s your 
assurance that you are getting genuine Selenium Neoprene Armored 


TIREX. 


The next time you need portable cords or cables be sure you 
specify TIREX and then be sure you get it by insisting that 
the cord or cable you get is marked “Simplex-TIREX”. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS 
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ACSR Conduéters. iyantZed Steel Strand 
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Copper Wire and Cables Weatherproof Wire 
ACSR Accessories (Aluminum or Copper) 


But we will serve YOUR needs to the best of our ability. 


SOUTHERN QUALITY at Pipes SOUTHERN SERVICE 
‘ EVERY TEST - : ae EXCELS THE REST 
Phone 7-3325 P.O. Box 989 


CHATTANOOGA, TENNESSEE 
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(Continued from page 44) 

of personnel; A. H. Bruning, di- 
rector of industrial development; 
R. H. Giedd, director of commu- 
nity development; Mrs. Amy 
Thompson, home service director; 
W. C. Schoeppe, comptroller; J. 
K. Flanagan, director of adver- 
tising and publicity; and other 
company executives. 





Dates Ahead 


National Appliance and Radio 
Dealers Association, Annual 
Convention, Conrad Hilton 
(Stevens) Hotel, Chicago, IIl., 
January 13-15, 1952. 

Plant Maintenance Show, 
Convention Hall, Philadelphia, 
Pa., January 14-17, 1952. 

Edison Electric Institute, In- 
dustrial Relations Committee in 
conjunction with Southeastern 
Electric Exchange Personne! 
Section and Southwest Person- 
nel Group, Roosevelt Hotel, 
New Orleans, La., January 17- 
18, 1952. 

National Housewares and 
Home Appliances Exhibits, 
Navy Pier, Chicago, Ill., Janu- 4 ; 
ary 17-24, 1952. 

American Institute of Electri- 
cal Engineers, Winter General 
Meeting, Hotel Statler, New 
York, N. Y., January 21-25, 

1952. 
Southeastern Electrical / Th +s ‘. 
aa e safe, eff t 
Wholesalers Association, Inc., icient way to provide 
Second Industry Day Meeting, closely-spaced, correctly-located outlets 
Biltmore Hotel, Atlanta, Ga., for the convenient plug-in-anywhere of 
January 24-25, 1952 

*Florida Electrical Exposition. 3 
6th Annual, Exposition Build- / equipment on assembly lines, work 
ing, Tampa, Fla. February 5- benches, inspection tables, in labora- 
16, 1952. (For further informa- — r 
tion, write M. T. Anthony, 
Tampa Electric Co., sponsors.) 

Edison lectric Institute, 
Transmission and Distribution 
Committee, New Hotel Jeffer- 
son, St. Louis, Mo., February 
14-15, 1952. 

National Electrical Manufac- 


turers Association, Edgewater 9 PLUGMO, 
gut of? 




















electrically-operated machines ond 


tories, engineering departments, offices 
. . wherever it is essential to have all 





the outlets you need when you need 
them, where you need them. 


Beach Hotel, Chicago,  IIl., 
March 10-13, 1952. 
“Southeastern Electric Ex- - : & 
change, Engineering and Opera- av 
tion Section, Jung Hotel, New 
Orleans, La., March 13-14, 1952 
(For further information, write “ ‘ . Geni totes fox Oe 
J. W. Talley, managing director, VA new bulletin de- 
302 aas- > g an- scribing in detail the 
~ Haas-Howell Bldg., Atlar pwneene bade gaye ad 
a 
Chicago International Trade 
Fair, Navy Pier, Chicago, IIL., 
March 22-April 6, ‘ 
Protective Relay Engineers, 
(Continued on page 48) 
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Dates Ahead 
(Continued from page 47) 


Fifth Annual Conference, Dept 
of Electrical Engineering, A & 
M College of Texas, College 
Station, Texas, March 24-26, 
1952. (For further information, 
write L. M. Haupt, conference 
chairman. ) 

"International Association of 
Electrical Inspectors, Tennessee 
Chapter, Andrew Jackson Hotel, 
Nashville, Tenn., March 31- 
April 1, 1952. 

Edison Electric Institute, Sales 
Conference, Chicago, Ill., April 
1-3, 1952 

IAEI, Mississippi Chapter 
Robert E. Lee Hotel, Jackson, 
Miss., April 3-4, 1952 


Illuminating Engineering So- 


ciety, Southwestern Regional 


New branch warehouse 
for G. E. Lamp Division 
@ GENERAL ELecrric’s Lamp Di- 


vision has opened a branch ware- 
house in Charlotte, N. C., accord- 


Conference, Hotel Tulsa, Tulsa. 
Okla., April 6-8, 1952. 

IAEI, Alabama Chapter, 
Montgomery, Ala., April 9-11, 
1952. 

IAEI, North Carolina Chap- 
ter, Carolina Hotel, Raleigh, N. 
C., Apri! 15-16, 1952 

IAEI, South Carolina Chap- 
ter, Columbia Hotel, Columbia 
S. C., April 18-19, 1952. 

Hluminating Engineering So- 
ciety, Southern Regional Con- 
ference, Hermitage Hotel, Nash- 
ville, Tenn., April 20-22, 1952 

IAEI, Georgia Chapter, Bon 
Air Hotel, Augusta, Ga., April 
21-22, 1952 

Southeastern Electric Ex- 
change, General Conference, 
Boca Raton Hotel and Club 
Boca Raton, Fla., April 21-23, 
1952 


*IAEI, Florida Chapter, Mia- 


ing to Douglas A. Hopper, general 
service manager at Division head- 
quarters, Nela Park, Cleveland, 
Ohio. Hopper also announced that 
Richard Creighton would be in 
charge of the branch warehouse. 








ted | 


mo Te ee 
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EASTERN FIXTURE CO. 


170 VERNON STREET, BOSTON 20, MASS 
RMY & FE 


GE PRANK E KEENER 


id Ave 








mi Beach, Fla 
1952 

Fourth International Light- 
ing Exposition and Conference, 
Cleveland Municipal Auditor- 
ium, Cleveland, Ohio, May 6-9, 


(952 


April 


25-26, 


National Association of Elec- 
trical Distributors, 44th Annual 
Convention, Atlantic City, N. J., 
week of June 9, 1952 

Illuminating Engineering So- 
ciety, National Technical Con- 
ference, Edgewater Beach Hotel, 
Chicago, Ill., Sept. 8-13, 1952 

*International Association oi 
Electrical Inspectors. Southern 
Section, 24th Annual Meeting 
Hermitage Hotel, Nashville 


Tenn., October 13-15, 1952 


ndicates 


* Asterisk 


announced for the first time in 


neeting: 


this column 


Located at 635 Cedar St. in 
Charlotte, the branch carries a 
complete line of incandescent, 
fluorescent, and mercury lamps. 
It conducts direct order service 
and shipping operations for G. E 
lamp customers in the territory of 
the Lamp Division’s Carolinas 
Sales District. This sales district 
has its headquarters in Charlotte, 
with G. E. Park as manager. The 
district serves all of South Caro- 
lina and almost all of North Caro- 
lina. 

The new branch warehouse has 
a total storage space of 20,000 
square feet 

The Carolinas Sales District 
formerly received lamps from the 
Atlanta Service District 
ing to Hopper 


accord- 


Corpus Christi observes 


National Home Week 


@ Corpus Curist1, Texas, recent- 
ly observed National Home Week 
and Central Power and Light 
Company sponsored a thoroughly 
light-conditioned home, contain- 
ing modern residential lighting, 
with two of their home service 
representatives to answer ques- 
tions 
Electrical 
home was 


contractor for the 
Warns Electric Co.; 
Lighting Supply Company sup- 
plied portable lamps; and furnish- 
ings: were provided by the Mod- 
ern House, the lamp division of 
General Electric Co., and Cen- 
tral Power and Light Co. 
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no description needed... 





those who use neral switches 
know WHY— 





they are without equal! 
neral 


Switch Corp. 


49 Roebling Street Brooklyn 11,N. ¥ 








WRITE FOR CATALOG #5201 





ENCLOSED SAFETY SWITCHES - BRANCH CIRCUIT PANELS - SERVICE ENTRANCE EQUIPMENT 
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pany’s general offices, in Columbia 
>. Cc 

A veteran of 32 years in the utility 
field, Mr. Costello has served as finan- 
NA M ES IN THE NEWS cial vice-president and as a director 
. since 1946. He will continue as a di- 
rector and as financial administrator 

of the company 
Mr. Petit, who has been associated 
with the Charleston utility business 


continuously for the past 34 years, was 
E. L. Godshalk has resigned as ex- 


ecutive vice-president and a director of 

the South Carolina Electric and Gas 

Co., in order to accept an offer from 

Kansas City Power and Light Com- state-wide utility 

pany to become vice-president in 2 

charge of operations 

J. M. Costello will succeed Mr ; é John D. Rambo has been named man- 

ager of the new Charlotte district 
branch of Square D Company in 
Greensboro, N. C., according to S. T. 
Walz, Southeastern regional manager, 


treasurer of the former South Carolina 
Power Co. When that company merg- 
ed with SCE&G last year, he became 
assistant treasurer of the combined 


with district office headquarters in 
Atlanta 


Petit 


Godshalk as executive vice-president, 
and Harold A. Petit, Charleston, has 
been named vice-president and will as- 
sume Mr. Godshalk’s position as Char- 
leston division manager 
The changes were announced by S. 
J. M. Costello C. McMeekin, president, at the com- 





FOR THE BEST APPROVED 


FLUORESCENT LIGHTING Te 


Mr. Rambo is a graduate of Alabama 


WHETHER IT’S Polytechnic Institute, went through the 


Square D field engineering course, and 


COMMERCIAL worked out of the Charlotte district 


headquarters for three years 


IN DUSTRIAL He was then transferred to Winston- 


Salem, and now to Greensboro 


OR ° 
SCHOOL TYPE L. C. Barton, manager of the Atlanta 


electrical division branch office of 
e Wagner Electric Corp., St. Louis, re- 
tired recently. W. H. Prewitt, Jr., was 
FOR YOUR EVERY LIGHTING appointed to succeed Mr. Barton 
NEED WE HAVE THE Mr. Barton joined Wagner in ee as 
a transformer specialist, and became 
RIGHT FIXTURE manager of the Atlanta branch in 1938 
Mr. Prewitt has been associated with 
° the Atlanta branch since early in 1951 


QUICK DELIVERY 
PROMPT SERVICE 


John M. Howle has been appointed 
a consumer products sales manager for 
the Westinghouse Electric Supply Com- 

WRITE FOR OUR pany in the state of Georgia, according 
CATALOG AND PRICE LIST to a recent announcement 


Mr. Howle, prior to his new appoint- 

ment, had held the position of South- 

LOUISVILLE LAMP co east district sales promotion manager 
bd in Atlanta since 1945 

724 W. Breckenridge St. Louisville 3, Kentucky C. E. Spaduzzi has been named con- 


sumer products sales promotion man- 
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ager for the Southeast district succeed- 
ing Mr. Howle 

Mr. Spaduzzi’s successor is Henry E. 
Magann, apparatus and supply sales- 
man in Miami, who becomes manager 
of the Miami branch of Westinghouse 
Supply, 11 N. E. 6th St 


Ralston B. Reid, of Schenectady, N 
Y., has been appointed an assistant 
manager of the advertising and sales 
promotion department of General Elec- 
tric Co.'s apparatus marketing divi- 
sion. The appointment was announced 
by J. Stanford Smith, department man- 
ager 


Ralston B. Reid 


In his new position, Mr. Reid will 
co-ordinate activities of the depart- 
ment’s five advertising sections, visual 
education section, and the company 
news bureau at Schenectady 

Manager of industrial advertising for 
the department from 1943 until his new 
appointment, Mr. Reid has served Gen- 
eral Electric in news, editorial, and ad- 
vertising capacities for the past 21 
years 


Edward A. Murray has been elected 
vice-president in charge of sales of the 
Appleton Electric Company according 
to an announcement by Arthur L Ap- 
pleton, president 

Mr. Murray was manager of the en- 
tire Chicago sales district of American 
Steel and Wire Company when he re- 
signed to join Appleton. His head- 
quarters will be at the Appleton Elec- 
tric Company’s main factory at 1701-59 


Edward A, Murray 
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valier 2s, 
ELECTRIC HEATERS 


Cavalier Electric Wall Heaters are built two 
inches lower than any other gravity type heater 
on the market .. . easier to fit in under windows 
and in tight spots. Nailing flanges on metal box 
fit between studs. Heater goes firmly, tightly in 
place fast. Frame extends 1% inches to insure 
neat finished effect. All wiring easily accessible. 


° iii 


Famous, trouble-free Wilcolator thermostat and 
control switch built into heater beneath double 
baffle, saves extra wiring. You save time on 
installation jobs with Cavalier. 








... and for your customers: 


@ 3 MINUTE CLEANING tion. Yet Cavalier exclusive 
Cavalier heaters can be cleaned tapered cone construction” circu- 
inside and out in less than 3 lates '3 more heated air up 
minutes, without the necessity of through the element than any 
moving a single screw. other gravity type heater. 


@ SAFE 


@ QUIET Single thermostat switch cuts off 
No moving parts, noise or vibra- both sides of circuit. 


Pat ar 











MADE IN FOUR SIZES 1500 so « 2000... 30080. . 4000 WATT. 


Sold through wholesalers only. PROMPT DELIVERIES. Write for facts and your 
distributor's name. 


| CAVALIER CORPORATION, Chattanooga 2, Tenn. 
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Full profit margins 
.«-full deliveries with 
AMPLEX SWIVELITES 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They're the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers, To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 11] Water St., 
Brooklyn 1, New York. 


MANUFACTURER’S REPRESENTATIVES 
Come JULES J, DREYFUSS & SONS 
Jules Dreyfuss 

1820 N. W. ist Avenue 
Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. “Buster’’ Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 
4019 Clinton Avenue 
Richmond 22, Virginia 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, 
Spotlites and Fioodlites, Industrial Infra-Red Heat 
Lamps, Vibration and Rough Service Lamps, Street 
Lighting Lamps, Traffic Signal Lamps, Incandescent 
Lomps, Fivorescent Tubes, Display Accessories. 
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Wellington Ave., Chicago 13, II 

Mr. Appleton also stated that Murray 
J. Whitfield is no longer with his com- 
pany as of November 5, and that Mr 
Whitfield’s future plans are not known 


W. E. White, lamp department, Gen- 
eral Electric Co., Atlanta, retired on 
January 1 after 41 years in the elec- 
trical industry 

Mr. White began his career with 
General Electric in the testing depart- 
ment at Schenectady, N. Y., in 1910. In 
1914, he joined the lamp department, 
where his association with the com- 
pany continued until his retirement 

His activities in recent years have 
been largely handling lamp sales 
through the jobber-dealer channel 

Mr. White is an active member of 


NEW PRODUCT NEWS 


Display lighting unit 


THe SHow-Master flood, announced 
by Revere, is a lighting unit that lends 
itself to accent displays, either by flood 
or spotlight 

It is available for wall, suspended- or 
flush-ceiling mounting, and _ portable 
use. A clamp-on type is also available 
for attaching to existing stems of fluor- 
escent fixtures, or to poles or pipes 
bordering any display. 


Each unit can be directed to the spot 
needing accent and will stay put at any 
angle. The portable model can be set 
at will. It is ideal for ledge displays 

Show-Master is available in 6-, 12-, 
24-, 48-, and 60-inch stem lengths fon 
coupling to existing short-stem units 

Further information is available from 
Revere Electric Mfg. Co., 6009 Broad- 
way, Chicago 40, Ill 


* 
Holophane “Datalog™ 


A NEW 64-page catalog of pertinent 
information regarding all Holophane 
products is now ready for distribu- 
tion 

This “Datalog” contains 90 product 


White 


the Georgia Section, Illuminating Engi- 
neering Society He participated in 
the early development of the section 


illustrations, 75 cross-sectional draw- 
ings, and 59 candlepower distribution 
curves, giving detailed information on 
a total of 270 lighting units 

Special emphasis is given to the de- 
scription, performance, application, and 
installation as well as to the dimension- 
al data of this equipment 

More than a dozen Holophane trade- 
names divide this book into its com- 
ponent sections 

This catalog is an up-to-date refer- 
ence book for equipment for 
commercial and institutional including 
hospital as well as industrial and out- 
door areas 

A combined engineering data book 
and catalog, this publication is avail- 
able upon request to Holophane Co., 
Inc., 342 Madison Ave New York 17, 
N. Y 

2 

Beam load selector 

A HANDY por ket-size beam load se- 
lector has been devised for those who 
specify or use Unistrut metal framing 

With the 


determine the 


selector, the user can 
quickly amount o! 
weight which can be supported by 
various Unistrut sections under vary- 
ing conditions of span and unbraced 
height The selector also accurately 
determines the number of sections re- 
quired to support a given load 

The beam load selector may be ob- 
tained without obligation by writing to 
Unistrut Products Co., 1013 W. Wash- 
ington Blvd., Chicago 7, Ill., or by con- 
tacting your local Unistrut representa- 
tive 


© 
Jiffylite 


Tue Jirry.ire, designed to fit any 
standard socket, has been announced 
by the ABolite lighting division of 
Jones Metal Products Co., W. Lafayette, 
Ohio 

In answer to requests, the Jiffylite 
was developed to be installed by the 
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TIL M it: Lili: me easiest to specify 


gave time, specify properly for every lighting need with these 2 data-packed catalogs 


Commercial 

Fluorescent Lighting 
70 superb Commercial 
Jescribed in detail— 


tailored-to-the-job 





“Dynalite” 

Lighting for Industry 
You find it easy t spe fy for 
ra 


m 82 Dynalite Job-Rated units 





Where Quality Counts— 
SPECIFY MITCHELL! 


SEND FOR BOTH 


Mitchell Manufacturing Company, Dept. A 
2525 N. Clybourn Ave., Chicago 14, Ill. 


Please send Cor 


MITCHELL 
Manufacturing Company 
Chicago 14, Illinois 


In Canada: Mitchell Mig. Co., Ltd, 19 Waterman Ave., Toronto 
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home-owner in the laundry room, 
garage, attic, stairway, or any place 
where concentrated illumination _ is 
needed 

It has the ABolite whiter-than-white 
porcelain enamel reflector 

Jiffylite is handled by the ABolite 
representative in your locality, and the 
new units are available immediately 


® 
Fluorescent luminaire 


THE “Norwin” is a new all-white 
two-lamp fluorescent luminaire recent- 
ly introduced by Pittsburgh Reflector 
Co. The unit features a trim, clean- 
cut appearance and over-all efficiency 
of 82 per cent 


It is especially suited for use ir 
schools, large offices, studios, drafting 
rooms, and other applications where 
high-quality, low-cost illumination is 
essential 

The Norwin contains an egg-crate 
louver which 


assembly hinges from 


either side for quick, easy maintenance 
Shielding is 25 degrees crosswise and 
35 degrees lengthwise. 

No tools are needed for servicing 
The white finish has a minimum re- 
flective of 87 per cent. The unit is 
48-1/8 inch long, 17 inches wide, and 
5 inches deep. It uses two T-12 40- 
watt lamps 

The luminaires may be surface 
individually or in 
continuous row ETL and UL listing 
are other features 

Additional information in Bulletin 
C5-1 is available from Pittsburgh Re- 
flector Co., 405 Oliver Bldg., Pittsburgh 


29 Pa 


pendant mounted; 


* 
Explosion-proof heater 


rue 6,000-watt convection-type ex- 
plosion-proof heater developed by the 
Electromode Corporation was especial- 
y designed for use in atmospheres con- 
taining naphtha, 
lacquer, solvent 
natural gas 


gasoline, acetone, 


benzol, vapors, and 

The Electromode is the only ex- 
plosion-proof electric unit heater of its 
kind listed by the Underwriters’ Labo- 
for use in Class I Group D 
hazardous !ocations 

Typical 
cleaning 
other 


ratories 
users are distilleries, dry 
establishments, paint and 
industries inflammable 
gases, mixtures, or highly inflammable 


where 





QUICK REASONS WHY 





TAPERED BUSHING, made of durable 
rubber, grips cable with an equal 
Pressure on all sides. Pulls up 
quickly, evenly, without waste mo- 
tion. 


GRIPPING PROJECTIONS save time in 
installation. Prevent distortion of 
bushing. Give extra-tight grip that 
means longer lasting protection. 

QUICK-TIGHT SEAL with hex-nut and 
Dux-seal compound assures a fast, 


durable seal with full watertight 
features. 


WRITE for full details and latest Catalog of 
the complete M & W line of quality fittings. 


Gtinhtitiings 


EAST PALESTINE, 


Dux - Seal Com- 
pound forms a 
long-lasting bond 
for watertight 
protection. 


TRIC MFG. CO., Inc. 


OHIO 





substances are manufactured, handled, 
or stored in other than their original 
It has found wide applica- 
tion in pump, valve, and meter houses, 


containers 


and personnel warming shelters 


Electromode explosion-proof heaters 
are made in three models with ratings 
of 2000, 4000, and 6000, designated as 
Models CX-2, CX-4, and CX-6 

Detailed information about literature, 
model desired, or sources of supply 1s 
available from Electromode Corp., 45 
Crouch St., Rochester 3, N. Y 


e 
Combination motor starter 


A NEW COMBINATION across-the-line 
motor starter with fusible disconnect 
switch is available from Westinghouse 
Electric Corp., Pittsburgh, Pa. ® 
NEMA sizes 0 through Z 

This starter, designated as Class 11- 
204-N, consists of a disconnect switch, 
main line fuse clip, and a Life-Line- 
starter mounted in a common en- 
closure. The disconnect switch is of 
an improved design, with visible blades 
and De-Ion arc quenchers. A self- 
indicating slamproof handle is provided 
in the cover. It has separate positions 
for “On,” “Off,” and “Open Cover,” and 
can be locked in the “Off” position by 
up to three separate padlocks 

Enclosures can be provided for Gen- 
eral Purpose NEMA Type I, Semi- 
Dust-Tight NEMA Type IA, Dust-Tight 
NEMA Type V, or NEMA Types XII to 
meet the JIC Specifications of the 
mass-production industries Starters 
are available for 3-phase operation, up 
to 600 volts, 60 cycles 

For further information, write West- 
inghouse Electric Corp., Box 2099, Pitts- 
burgh, 30, Pa 

2 


1952 Rodale catalog 


THE MOST COMPLETE and fully illus- 
trated catalog in the company’s history 
has just been made available by the 
Rodale Manufacturing Co 
Pa 

Titled “General Catalog No. 5l 
1952”—the 40-page book lists, describes 


Emmaus, 


and in most cases, graphically illus- 
trates—over 1000 individual electrical 
wiring devices. Of these, some 200 
items are in the heavy industrial cate- 
gory, with special emphasis on the 
famous “Turn-Tyte” line of interlock- 
ing devices 


According to officials of the firm, no 
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\ DISTINCTIVE FIXTURES IN EXCLUSIVE 
NEW DESIGNS e WIDE CHOICE OF COLORS 
e PRICED IN THE PROGRESS MANNER 


THE Mew PROGRESS 
ART SQUARE DISPLAY 


. shipped completely assembled and 
ready to plug in. Write for details! 


PROGRESS MANUFACTURING CO., INC. 


GERMANTOWN AVENUE & MASTER STREET * PHILADELPHIA 22, PA 


LEADERS IN LIGHTING FOR HALF A CENTURY 








ortable 
Ord and 


Compression 
Nut 


Rubber 


Grommet 


Cord and cable grips for portable 
wiring offer a complete line of 
substantially built fittings for 
heavy duty service. The standard 
types shown have aluminum 
body, aluminum compression 
nut, and single hole rubber 
grommet. Two and three hole 
grommets can also be furnished. 

Angle types are available; also 
female bodies with or without 
chase nipples; also with serrated 
body for mounting in sheet metal 
panels or cabinets, 

Compression nuts with split 
clamp, with hose attachment, 
with extended handle, or with 
cord protecting spring are avyail- 
able. Couplings for flexible con- 
duit can be supplied. 

Consult your Pylet Catalog 
1100 for complete listings. 





THE 
PYLE-NATIONAL 
COMPANY 
1354 N. Kostner Ave., Chicago 51, Ill 


SINCE 1897 


56 





effort has been spared “to make the 
catalog an 
for the convenience of our 
and to assist them in determining the 
quality and standards of our line.” 

Requests for free copies of the new 
catalog may be addressed to the Rodale 
Manufacturing Co., Inc., Emmaus, 
Pa 


up-to-date reference book 
customers 


a 
Panelette 


DISTRIBUTOR STOCKING and “off-the- 
shelf” delivery of circuit breaker dis- 
tribution panelboards is now possible 
with Square D’s announcement of a 
new type MHP “plug-in” distribution 
panelette. 


Standard 120 and 240 volts a-c circuit 
breakers from 15-ampere to 100-am- 
1-, 2-, and 3-pole, are plugged 
onto silvered bus bars to complete the 
desired circuit arrangement 

Four standard 
available, permitting stock selection of 


pere, 


basic devices are 
equipment to meet most job require- 
ments, including space for future cir- 
cuits, when desired 

The MHP “plug-in” 
panelette is listed by Underwriters’ 
Laboratories. Further information is 
from Square D Co., 6060 
Detroit 11, Mich 


distribution 


available 
Rivard St 


* 
Wiring devices catalog 


A NEW 96-PaGE catalog, Electrical Wir- 
ing Devices, lists the complete Leviton 
l industrial, 
Over 


ine of wiring devices for 
commercial, and residentia! use 
1,000 items are listed and fully describ- 
ed 

Dimensions and 


wiring diagrams, 


some shown for the first time, should 
be helpful to contractors, designers of 
lighting equipment, and architects 
The catalog may be obtained by writ- 
ing to Leviton Mfg. Co., 236 Greenpoint 


Ave., Brooklyn 22, N. Y 
® 
Automatic wire stripper 


A NEW HEAVY-DUTY, automatic 
stripper has just been 
Wood Specialty Mfg. Co 


This new tool, known as the Speedex 


wire 
announced by 


Automatic 766-I, features a delayed 
action release which prevents the wires 
from being crushed or bent 

The 
Squeezing the handles causes the strip- 
per to grip the wire, cut the insulation, 
and strip it free in one operation 

The stripper is designed 
for industrial and heavy-duty use 


entire action is automatic. 


especially 


Further information is available from 
your nearest distributor or Wood Spe- 
cialty Mfg. Co., 915 Taylor Ave., Rock- 
ford, Il available to 
quantity. 


Samples are 
users 


* 
Heat-A-Lite 


THe NuTone Heat-A-Lite 
electric heater and light is a unit that 
instead of 


ceiling 


uses wasted ceiling space 
valuable wall space 

Two basic mode!s are available 
Styles 900 and 901 contain a Chromalox 
1325-watt heating unit and a diffused 
overhead light Styles 902 and 903 
have a third feature, an air circulator 

The Heat-A-Lite 
downward. It maintains even tempera- 
tures by recirculating warm air. A 
100-watt standard 


bulb provides the 


forces heated air 


long-neck frosted 


light 


installation is a fea- 
ture of the Heat-A-Lite, which is listed 
by Underwriters The 
housing is installed just like a recessed 
lighting fixture. Heater and 
sembly may be completely 


v-cost 
Laboratories 


light as- 
installed in 
the housing in less than 5 minutes 

Complete details are available from 
Nutone, Inc., Madison and Red Bank 


Roads, Cincinnati 27, Ohio 
& 
Festing equipment catalog 


A NEW 80-PAGE catalog summarizing 


for the first time under one cover all 


of the General Electric Company's test- 


ing and measuring equipment for 








Available Feb. Ist. Electrical Supply Salesman 
Twenty years experience in the business. 42 
years old, married, one child. Can furnish 
excellent references as to ability and character 
Employed at present. Prefer locating in Florida 
Tennessee or North Carolina. Box 658 Electrical 
South, 806 Peachtree St. NE, Atlante, Ga 
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It’s sound practice to specify G-E motors——sound practice, Representative can help you match up motors with cus- 

too, to make sure you get the right General Electric motor tomer’s machine-drive requirements ... help you analyze 

for the job... via Graybar special installations requiring totally-enclosed motors 
Service under all conditions proves the rugged reliability variable speed motors, gear motors, or reversible motors 

of the entire G-E Tri-Clad line—motors that are built to He can also provide details on the G-E Motor Exchange 

take a physical beating... built to deliver smooth, steady Plan. Covering popular fractional and integral ratings 

power when and where you need it this plan makes emergency replacement of inoperable 
Let Graybar be your motor advisor. Your local Graybar motors a simple over-the-counter 





When production needs more motor horsepower — 


Look behind the Graybar tag 


Before you buy another motor —or for that matter, anything elec- 
trical — discover for yourself the many helpful services that stand 
behind the Graybar tag — services that even today can help you buy 
with greater speed and efficiency. 

A network of over 100 offices and warehouses places Graybar facili- 
ties conveniently close-at-hand — regardless of your location. 

Local Graybar Representatives can furnish you and your customers 
with practical advice on the installation and usage of most every-day 
electrical items. On out-of-the-ordinary installations or where you 
desire specialized technical information you can get the additional 
assistance of experienced Graybar Specialists. 

Your near-by Graybar office also maintains a comprehensive infor- 
mation service covering all of the more than 100,000 electrical items 
distributed by Graybar — you'll find it useful in meeting job specifi- 
cations and arranging practical delivery schedules. 180-17 

G-E quality plus Graybar service. 
Graybar tributes G-E controls to GRAYBAR ELECTRIC COMPANY, INC 


Executive Offices: 


thats heat for ai deh Ik ti ao as Graybar Building, New York 17, N.Y. 


Avoid electrical delays —plan ahead /., 2 «joo 


100 PRINCIPAL CITIES 


IN OVER 





When you talk 
QUALITY 
MOTOR 

CONTROLS 


you're talking | 
about... 


MONITOR 





Size #6 Reduced Voltage Auto- 
matic Transformer Type Magnet- 
ic Starter 


Electrical and design engineers look 
to MONITOR for controlling devices 
that fit in perfectly with their own 
plans for product development — 
for unfailing performance through 
out the life of the machine. When 
ordering motor controls, be sure that 
YOU, too, insist on MONITOR! 


The 


MONITOR 


CONTROLLER CO. | 


Braintree 84, Mass. 


REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO 
312 E. Livingston Pl 322 M & M Building 
New Orleans, La Houston 2, Texas 








laboratory and production line use, has 
been announced as available from the 
company in Schenectady 5, N. Y 

The new catalog (GEC-1016) con- 
tains more than 150 photographs and 
diagrams and describes the uses, fea- 
tures, specifications, and prices of more 
than 130 G. E. testing and measuring 
equipments 


Utility industry 
(Continued from page 33) 


19 per cent higher than in 1950; 
adding the gas department com- 
panies supplying both services, 
the total tax také was $1™% bil- 
lion 

Of the total electric taxes, $704 
million went to the Federal gov- 
ernment, and $428 million to state 
and local governments. Some 23 
cents of each dollar received by 
the electric companies was paid 
over by them to government in 
taxes. 

Wages and salaries, the second 
largest expense item, totaled just 
over $1 billion for 1951, $89 mil- 
lion over 1950. The fuel bill was 
$863 million, an advance of $99 
million. 

It is fortunate that, partially 
offsetting these cost increases, the 
installation of new electric equip- 
ment under the expansion pro- 
gram increased the efficiency and 
economy of operations. 

The close of 1951 marked six 
years of electric industry growth 
which ranks as one of America’s 
most dramatic industrial achieve- 
ments. During that period. 1946- 
1951, some 28 million kilowatts 
of new electric generating capa- 
bility were added, an increase of 
55 per cent over the 1945 total 
generating capability. About 20 
million of the total was added by 
the nation’s investor owned com- 
panies. 

In these six years approximate- 
ly $10 billion has been invested in 
company owned electrical facili- 
ties with plans calling for an addi- 
tional $7 billion in plant and 
equipment to be added during the 
three years, 1952-1954. 

Present schedules including 
government plants provide for in- 
creases of nearly 9 million kilo- 
watts additional generating capa- 
bility in 1952, 12 million kilo- 
watts in 1953, and 8 million kilo- 
watts in 1954. Completion of this 
program will bring the nation’s 


total generating capability to 104 
million kilowatts at the end of 
1954-—more than twice the total 


at the end of World War II. 
Fulfillment of plans 


The fulfillment of these plans 
is contingent upon the availability 
of vital materials to electrical 
equipment manufacturers and 
Unless 
materials in_ sufficient 
quantities are made available to 
the manufacturers and _ fabrica- 


electric power systems. 
critical 


tors, possible losses of 4 million 
kilowatts in scheduled capability 
by the end of 1952, and 8 million 
kilowatts by the end of 1953, are 
indicated. In this event, power 
shortages may be expected in a 
number of areas in the next two 
or three years 

This review cannot be conclud- 
ed without reference to the con- 
tinued use of the heavily burden- 
ed taxpayer's money for exten- 
sion of government ownership in 
the business of supplying elec- 
tricity. Much of this tax money 
is being spent for unnecessary and 
duplicating facilities. Only Con- 
gressional vigilance prevents an 
even worse outpouring of tax 
money from the U. S. Treasury 
In business enterprises the Fed- 
eral Government is not and has 
not been economically successful 
but always a drain of our taxes. 
It has amply demonstrated the 
same inept cost estimating and 
failure to meet all the costs in the 
So call- 
ed private enterprise — actually 
true public ownership through 
wide distribution of share hold- 


electric power business. 


ings—is the most efficient agency 
for all business and the socialism 
ownership has 
ever and always resulted in more 


of government 


taxes, poorer service, and special 
privilege for a favored few. 


Free enterprise in great danger 


The danger of losing our free 
enterprise system and yielding to 
a planned economy administered 
for political objectives was never 
before in our country’s history as 
Socialism, if 
tolerated and encouraged in the 


great as it Is now 


field of electric supply, will soon 
hold-all industry and then all peo- 
ple in its stifling power. The 
American people through their 


ownership of American industry 
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“You may ‘tows to stand outside!” 


REMEMBER Aesop's fable of the camel 
and his master--how the kind master allowed 
the shivering beast to put into the tent first 
his head, next his shoulders, then his forelegs! 

And then the camel said, ‘Master, I think I 


ought to come wholly inside,” and crowded 
in. Immediately he said, “Thereis hardly room 
for us both, sol think it would be better for you 
to stand outside so I can turn around and lie 
down.” And without further ado, the camel 
kicked the man out and took the entire tent. 

Men have heard this story for 2,500 years-- 
repeatedly have seen how it illustrates what 
happens when one man or group of men gain 
power over others. Men saw it happen in 


Italy and Germany when Mussolini and Hitler 
took over. Men saw it happen in Russia. 
Even here in America a similar trend is evi- 
dent. Powerful influences overlook no op- 
portunity, through political manipulation, 
central controls and bureaucratic regulations, 
to intrude more and more in our private lives. 
The situation demands continual, alert watch- 
fulness by all citizens who believe in indi- 
vidual liberty and freedom, to prevent this 
camel of big government from creeping fur- 
ther into the tent. Before we realize it, “we, 
the people,” the master, may find ourselves 
“standing outside.” In America it is govern- 
ment, which is the servant of the people. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 
MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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as investors and shareholders, can 
and—for the sake of our country 
itself—will build on great plans, 
holding the world’s first place in 
an adequate, dependable electri- 
city supply for every want and 
need. No tax burden, no gov- 
ernment subsidy, just service 


The steel situation 


(Continued from page 25) 


tion has been steadily decreasing 
since the month of April. .. When 
we examine the industry’s month- 
ly bookings we find that actual 
orders placed for fabricated 
structural steel in the month of 
October are less than 50‘ of the 
orders booked in January, 1951. 
Monthly bookings by the industry 
since January have shown a con- 
sistent trend downward. . . 

It is difficult, therefore, to re- 
concile our experience and the 
experience of the members of the 
American Institute of Steel Con- 
struction with the statements 
that the requirements for con- 
struction for the 4th quarter of 


1951 were more than twice the 
available capacity and that the 
over-all structural 
of supply 

With a decrease in structural fab- 


demand for 
shapes was 223‘: 


ricating activity ahead of us as 
evidenced by the decreasing order 
backlogs, decreasing monthly 
bookings, and decreasing volume 
of inquiries, we come to the con- 
clusion that our structural mills 
will not have sufficient orders to 
support full operations through 
the second quarter of 1952 

Cold rolled sheets are used 
principally for automobiles, 
household appliances (such as 
washing machines, refrigerators, 
ranges) containers and _ contrac- 
tors’ products such as air-condi- 
tioning machines, refrigeration, 
etc. The supply of cold rolled 
sheets for 1951 was increased ma- 
terially by the use of finished con- 
version steel estimated to be as 
high as 20,000 tons monthly. .. As 
we face 1952, we find little desire 
on the part of the consumers to 
continue arrangements for the 
production of cold rolled sheets 








RECISION BUILT 


CUTOUT BOXES 


JUNCTION BOXES 

AL ST, tcmma felticd. b 

TELEPHONE CABINETS 

WEATHER-PROOF CABINETS 
WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


3) 3-0 Se ele) Si :lep <3) 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 


by 


METAL 
FABRICATING 
SPECIALISTS 





This is 


understandable because the cur- 


from conversion steel 
tailment on the manufacture ot 
passenger automobiles and con- 
sumer durable goods has removed 
a considerable tonnage from the 
demand picture. It must be re- 
alized that passenger automobiles 
at peak production consume in 
of the cold rolled 
sheets produced 


excess of 50‘, 


Changing requirements 


The year 1950 was an outstand- 
ing year in the demand for cold 
rolled sheets for the manufacture 
of gas water heaters, household 
electric ranges and gas ranges, 
washing machines, refrigerators, 
television sets. 
(The statement then goes on to 
give detailed figures on the de- 
cline in factory shipments of these 
various products from a _ typical 
month of 1950 to a comparable 
month in 1951 
most 


and radio and 


— the decline in 
cases being substantially 
more than 50‘%.) 

You will notice that all these 
reductions occurred prior to the 
adoption of the Controlled Ma- 
terials Plan. We see many signs 
of increased sales activity on the 
part 6f all the manufacturers of 
these items to sell the units now 
available. Whether or not 1952 


will see a production requirement 
for these items approaching the 
1950 levels is open to question. 
The figures we have just review- 


ed show a declining activity from 
the middle of 1950 to the middle 
of 1951. The supply of cold rolled 
sheets shows an increasing poten- 
tial as we go into 1952. 

It appears certain that a sub- 
stantial tonnage of ingots which 
have formerly gone into cold 
rolled including conver- 
sion, will not be required for cold 
rolled sheets in the first quarter 

It is my opinion that there is 
no over-all 


sheets 


shortage of 
“across the board.” 


steel 
There are 
tight supply situations in three 
items, namely, structural shapes, 
plates, and carbon bars. 

Wire and wire products. The 
nilitary load on this group of 
products as evidenced by our 
order book is less than one-half 
of one per cent. In some of the 
products in this category there is 
a definite softening in demand, 
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and we are not now able to ob- 
tain orders to fill the production 
schedules prior to expiration of ith TODAY e HEAT TOMORROW 
the normal lead time and find it Cut 
necessary to solicit late orders if WITH A 


we are to have a full schedule. é l é rs TR 0 M i] D 2 Nam z- 
Hot rolled sheets. The military . 
load is approximately 8‘. We 
feel the “give and take” of being 
able to adjust schedules without 
respect to CMP _ Regulations 
would enable us to do a better job 
of distributing this important 

steel product. 
Galvanized sheets. The mili- 


tary load is approximately 7‘; E FOR THOSE 


and the so-called shortage of gal- 


vanized sheets is caused more by F HARD-TO -H EAT 

the zinc shortage than by the \ 

shortage of steel. The galvanized 0 AREAS 

sheet situation would be material- : 

ly improved overnight if more 

zinc were available. 
Buttweld and lapweld pipe. Our ee Model 14-10 Suspension type 10,000 

estimate of the military load is : — watts. 230/240 volts. 

4%. In excess of 55'¢ of pipe 

is sold through distributors and 

there are many indications that = Do you have a heating problem in your plant or office . . . any 

supply and demand are in bal- : hard-to-heat area? Electromode heoters are your logical answer. 

ance on black pipe. The situation Here's why .. . Electromode heaters are available in all sizes and 

on galvanized pipe would im- capacities from 1500 to 45,000 watts to fit any heating problem. 

prove at once if more zinc were They can be located anywhere that electrical wiring can be strung. 

available to producers. : Equipped with automatic temperature controls and built-in safety 


ar switch, means economy of operation and absolute safety from 
Alley stool — semi-finished and fire, shock, or burn. The Parlin a patented cast-aluminum heating 
elements will not rust or corrode. Electromodes provide an abund- 
ance of fan-circulated heat when and where it is needed. Ap- 
proved by Underwriters’ Laboratories and thousands of commer- 
cial and industrial plants throughout the country. 


bars. If there is any shortage in 
this group of steel products, it is 
not because of the lack of produc- 
tion facilities of the steel pro- 
ducers, but is caused by the 


sh ‘tages of suck alloy 5 le- 
ame S Fee eget o> sae dean oe EXPL OSION- PRO 0 F H EAT E R 5 
balt, and ‘tungsten ae for HAZARDOUS LOCATIONS 


The only Electric Explosion-Proof Heater of 
its kind approved by Underwriters’ Labora- 
tories. Features Electromode patented cast- 
institutional building will be cur- es aluminum heating element. Specially de- 
tailed, if present indications can signed for installation in hazardous areos 
be used as a forecast. Building where heat is required and danger of ex- 
~ plosion exists. Available in 2000, 4000, 
6000 watt capacities. For full particulars 
mail coupon below. 
Model CX-2 Convection type 2000 watts 240/480 volts 


Contractor’s view 
(Continued from page 23) 





has become so expensive that it 
begins to break the back of the 
construction industry except 
where it is demanded, and is as- 
sociated with governmental re- seenteaiiiaes iii ELECTROMODE CORPORATION 
Guirements, where quick de- ARE USED IN THESE FLECTROMODE Dept. ES12, 45 CROUCH STREET 


preciation can be used to bring HARD-TO-HEAT AREAS A: meesens ROCHESTER 3, N.Y. 

it down rapidly to a point where Consult your electrical wholesaler 
it could be used for normal pro- 
duction of staple articles 


/ 
Nie. 


complete Electromode Heater information 
pone tisone We ore interested in O Electromode Industrial Heaters 
Meter Houses a) Electromode Office Heaters 
Watchmon Houses ' 
Warehouses me 
Factory Offices 
lobbies 
Storage Rooms 
Scale Houses 
Garages TITLE 
and hundreds 
of other locations 


Electromode Explosion-Proof Heaters 
Conditions require alertness 


NAME 
So we have a shortage of ma- 


terials and an indicated slow 
down in construction facing us 
for 1952. We can only urge con- 


ADDRESS —— 
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tractors to study their position 
very carefully, and watch their 
steps in estimating and contract- 
ing. With a limited amount of 
work, and an even greater limit 
on materials labor, it be- 
hooves the individual to be sure 
that he protects himelf in every 
way in taking a job, and certainly 
in seeing that he sells his limited 
supply of materials and labor at 
a profit, which any fair owner is 
willing to pay for a good product. 
See that the product is good! 
Many of the 
regulations are annoying and te- 
dious — and quite a few of them 
unsound and definitely unneces- 
sary. When you can be checked 
repeatedly and at length, by 
agencies that are paid by our tax 
money, however, it seems sensi- 
ble to abide by them as long as 
they are in force and 
to try to have them 
or corrected. 
CPR-93 is 
contains our recent head- 
ache, and while it doesn’t make 
sense in an industry like ours, in 


and 


governmental 


continue 
withdrawn 
that 


one of these 


most 


which there were never two pro- 
jects exactly alike, and in which 
the Government should be worry- 
ing about placing a floor under 
rather than a ceiling over, we 
have it with us and should pro- 
ceed to make it as little trouble 
to us as possible. 

NECA headquarters will assist 
your Chapter in making the regu- 
lation understandable and as easy 
with, and 
are work- 
ing to convince the agencies con- 
cerned that it 


as possible to comply 
at the same time they 


is a waste of time 
on the part of everyone concerned 
to have time and money spent on 
a setting up of records and a 
checking of them for an industry 
such as ours. 

Our endeavor is to continually 
check that develop into 
orders or regulations by govern- 
mental agencies, and if they 
too unsound, try to prevent their 
being issued, and if not able to do 
that, at least have them issued in 
that are at least 
able to abide by them. Our ap- 
proach to these agencies has been 


items 


are 


a manner we 





® R&S Ever-Lok com- 


| Serrated 
. wire 


stoys per 
monently 

+ no 
forming 
of wire 


terminals. 


Compact 
design 
provides 
for large 
capacity 
and allow- 
ing ample 
room for 
wire con- 
nections. 


idly 


Rugged, Solder- 
less Terminals . . . 
on exclusive 
EVER-LOK 
feature. 





AND INDUSTRIAL APPLICATIONS 


—— . 
. dust-tight 


Heavy duty, 
constructed 
Receptacle. 


RECEPTACLES, PLUGS 
AND CORD CONNECTORS 
-FOR HEAVY-DUTY UTILITY 


30 Amperes 
575 Volts, A.C. 


Durable, fully protec 

_— tive, Hinged Cover and 

Gosket. Adjustable Cord 
Grips eliminate 
strain on con- 
nections. 


Strong, sturdy Spring 


keeps door closed and 


rig 


Heavy steel 
shield for pro- 
tecting contacts. rs P 

bd sion-machined, 


wiping, and 
aligning. 








R&S Ever-Lok heavy duty plugs and receptacles carry full-rated 
load currents safely under severe operating conditions 


in an attempt to establish sound 
and friendly relations with them, 
and ask for only those things that 
are required to keep our industry 
in proper working order, and not 
things that benefit us to 
the detriment of other groups 
That is a form of selfishness that 


would 


no one has a right to indulge in, 


and most certainly not at this 


time 
NECA services expanded 
Our Educational and Research 
Department is completing a five- 
educational that 
taking the interest 


course program 
appears to be 
of a large number of members. 
3eing designed around the needs 
it will 
be one of the most helpful courses 
that a could take. It 
covers Job 
Salesmanship, 


: all fit- 


ted to the problems of the elec- 


of the electrical contractor, 


contractor 
Estimating, 
Auditing, 
and Business Management 


Manage- 
ment, 


trical contractor 


No company can be successful 


long without a knowledge of 
and 


fu- 


essentials, 
for the 
industry when 
that they need 
than the mere 
wire, and 
that will 
requirements — but 
requirements of 


these business 


have realized 
the 


realize 


many 
ture of 
members 


its 
more training 
ability to install conduit, 
devices in. a 
Code 
always the 
the owner. 
Our Field Service which has 


been developed over the course 


manner 
meet 
not 


of the past several years is being 
further improved and should be 
in a position to assist the contrac- 
tors in many of the problems 
which require outside assistance. 
It is not intended to be a “cure- 
all” for all of the evils of the in- 
dustry should not be called 
lot of troubles 
contractors 
their 


and 
for a local 
the 
handle 


on 
where 
lazy to 
lems 


It is 


are too 


own pre »b- 
actually 


available where 


plete lines from Midget 
type 10 amperes to 200 
amperes heavy service 
types . Standard or 
reverse service fused 

and non- 

fused types 


Industry and Utilities specify Ever-Lok advantages for a happy 
ending to heavy duty service cord connector problems. Outstanding 
Ever-Lok feature is an automatic locking grip that always holds fast 
to prevent faulty contacts and accidental disconnection in service; 
yet separates instantly with a twist of the fingers 

Write for Literature EL- \1 F3 
RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y. 


RUSSELL & STOLL 


PRECISION-BUILT ELECTRICAL EQUIPMENT—SINCE 1902 


usually 
ductive of satisfactory 
with 


needed and is very pro- 


As 


our 


results 


every department of 


association, we are constantly try- 


ing to improve this service to the 


contractors and most of them 


have found it satisfactory and 


have been benefited by its avail- 
ability 


Our 


and effectiveness 
Public Relations Depart- 
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ment handles the matters normal- 
ly assigned to that heading, and 
many others, which actually 
would not be its responsibility; 
but it works so enthusiastically 
and so willingly takes on added 
responsibilities that it naturally 
becomes a “catch-all” for those 
items which you are inclined to 
“Refer to Capt. Smith.” It is 
particularly effective with the 
various bureaus, as its director 
is familiar with these groups and 


The work of this department 
emphasizes the fact that things 
can be done for the contractors 
organization through its 
staff that the individual contrac- 
tors could not get done even if 
every one of them went to Wash- 
ington. In the first place, they 
would finding the 
right place to go, and even afte 
they found it, only two or three 
of them would ever get an au- 
dience and these would likely be, 
referred to some second or third 


as an 


waste time 


assistant. 
Beginning our second fifty 
years of existence as the national 
organization of the electrical con- 
tracting industry, we are open- 
ing a campaign to bring in at 
least another thousand members 
this year to augment our group 
in number, finance, ideas, and in- 
fluence. We feel that a majority 
of the contractors who are not 
members will be willing and, in 
many cases eager to join us in 
the work that must be constantly 


many of their “top brass.” 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PLYMOUTH 
PLASTIC 


>» 
di. ' 
PACKED INDIVIDUALLY 
One 66-ft. roll, 34" width in 
single pocket-size metal can 


CONVENIENT FIVE-PACK 
Five 30-ft. rolls, 34" width 
in handy container 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
1. Where tape is subject to abrasion (resists abrasion). 
2. Where space is limited (makes neater job, as in terminal box). 
- Where tape is subject to water, acids, alkalies, corrosion (resists all). 
- Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 








EFFICIENCY — SERVICE — ECONOMY 


NATURLITE 


Reg. U.S. Pat. Off 


Fluorescent Fixtures 


Deliver maximum efficiency and economy . 
and maintenance cost .. . 


COV ROU RED) 
BRUSHES (* (© 


NCE 
ap IMPROVED MOTOR PERFORMA 
pomind FEWER, FASTER BRUSH CHANGES 
won mb LESS MOTOR “DOWN TIME 


neue co. SP) itt 








. Low original 
More light for the same dollar 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn. 175 Sth Ave, New York 10, N.Y 


Southern Representatives 

@ Bob Kuzell 
639 Whitehall St, NW 
Atlanta, Ga 


e@ C. K. Ramond 
301 Bellaire Drive 
New Orleans, La 


@ Craig-Owen Co 
736 Georgia Ave 
Chattanooga, Tenn 
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LIGHTING 
EQUIPMENT 


Beat 


in DESIGN 

in PERFORMANCE 
in ENGINEERING 
in ECONOMY 


For Sports, Airport, Service Station, Street, 
Outdoor Theatre, Marine and Industrial 
Lighting 


you'll be impressed with the many exclusive 
Revere units that have put New Life in the 
Lighting Business 


PYLON-LITES 


CLUSTER 
4 LIGHTS 
\ 


HINGED 
POLES 








. 


Rely on Revere 


AIRPORT 
FLOODLIGHTS 
ELECTRIC MFG. CO. 


6005 BROADWAY CHICAGO 40, ILL 
LIGHTING EQUIPMENT FOR EVERY NEED 





carried on to ward off attacks by 
those who would take over our 
work, and by others, such as gov- 
ernmental bureaus who unthink- 
ingly and unknowingly hurt us 
with rulings and decisions made 
through a lack of knowledge of 
the peculiarities of our industry. 

We have had no membership 
campaign in years but now feel 
that it is time to invite and urge 
all those contractors who intend 
to make a living in contracting to 
join forces with those who have 
proven the necessity and carried 
the burden of a National Associa- 
tion that ranks with the best in 
the country in the eyes of its 
members and governmental agen- 
cies, and is the envy of the less 
fortunate groups. 

Yes, 1952 will have its prob- 
lems—many new ones _ perhaps; 
but it can also have its satisfac- 
tions. Let’s all work to that end! 


AVA insulation 
(Continued from page 28) 


dled by three No. 1/0 Type RH 
cables in a 2-inch conduit, but 
three No. 3.0 Type RH cables 
were installed to allow for further 
load growth. With allowance for 
the 40° C. ambient temperatures, 
the current carrying capacity of 
these cables is 176 amperes. 

The load has grown so that the 
circuit is now carrying close to 
176 amperes, and new load is to 
be added which will bring the 
total to about 258 amperes. 

To rewire with Type RH cable, 
350 MCM cables will be needed 
and these require a 3-inch con- 
duit. This meafs a complete new 
circuit with new cable, new con- 
duit, new fittings, etc 

If the circuit is rewired with 
Type AVA cable, No. 4 0 will 
carry a load of 258 amperes under 
the 40° C. ambient temperature 
condition, and these can be in- 
stalled in the original 2-inch con- 
duit, since the Code permits a 50 
per cent conduit fill for rewiring 
jobs. Thus the Type AVA cable 
permits the increase in capacity 
for the expected load growth with 
no changes other than new cable 
pulled into the existing raceway. 

The accompanying chart pro- 
vides a method of 
making quick, approximate calcu- 


convenient 


lations as to conductor size, con- 
duit, and voltage drop for various 
load currents. The curves are 
for 30° C. ambient temperatures 
but correction factors are includ- 
ed for other ambient tempera- 
tures. The conduit sizes given 
are for three conductors in a con- 
duit. 

This chart, published by per- 
Rockbestos Products 

refers to “A.V.C.” 
cable in the note accompanying it. 
This is the manufacturer’s own 
designation for conductors insu- 
lated with asbestos and varnished 
cambric, the Code designation for 
which is Type AVA. 

The chart can be used for cal- 
culations for various types of con- 
ductor insulation. As explained 
in the note accompanying the 
chart, the curve marked 110° C. 
is applicable to Type AVA con- 
ductors, as this is the maximum 
operating temperature for which 
this type of insulation is approved 
by the National Electrical Code. 
Section 3102—Conductor Insula- 
tion, in the Code, gives the max- 
imum operating temperatures for 
other types of insulation. The 
chart can be used for calculations 
for these other types of insulation 
by using the maximum copper 
temperature curve corresponding 
to the Code maximum operating 
temperature for the type of in- 
sulation under consideration. 


mission of 
Corporation, 


For example, the Code max- 
imum operating temperature for 
Type RH insulation is 75° C. 
Therefore, in using the chart, you 
must imagine another curve half- 
way between the 70° C. and the 
80° C. For a load of 150 
amperes, enter the chart at the 
bottom at a point halfway be- 
tween “100” and “200.” Follow 
the vertical line at a point mid- 
way between the 70° and 80 
curves. At this point, the vertical 
line intersects the 10 line indi- 
cating that size No. 1 0 RH con- 
ductors will carry the load of 150 
amperes satisfactorily. The brack- 


curves 


ets just above the 110° curve show 
the size of conduit needed for 
three conductors. In this case, a 
2-inch conduit is indicated for the 
three No. 1 0 conductors 

At the point where the 150 am- 
pere vertical line intersects the 
No. 1 0 line, the horizontal line 
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Y-eR EAS! 


Wire Pulling Lubricant 


for Lead, Ruhber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns. 


Y-er Eas is never harmful to cables or conduit. It 
performs it’s slipping function, then dries out and 
shrinks in volume leaving only a light film of powder 
Only Y-Er Eas has all these features! 

@ Never messy or greasy to use 

® Never harmful to hands or clothing 


Write for 
Descriptive 
older 


® Prevents sticking and setting of cables 
® Does not run back on cables 
® Facilitates removal of cable at later date 


Improved Y-Er Eas has been tested and approved 
by the Underwriter’s Laboratories, Inc 


At all leading Electrical Supply Houses 


WW ELECTRO COMPOUND CO. ~ 


3812 W. 150th Street © Cleveland 11, Ohio 





Cut or Seal Holes — Fast! 





efiffy HOLE CUTTER 


© Adjustable—*4" to 6” 


Cuts steel plates, iron, pane! 
boxes, slate, etc 


Cuts clean round holes 
quickly and accurately 


Easy to operate in corners, 
cramped positions 


Also available for drill presses 


“Jiffy” SNAP-IN BLANKS 


One-piece seals 

Simply snap into place 
Close knockouts safely 
Lowest cost 

Six sizes—'2” to 2” 


Write for “Jiffy” Bulletin ES 
describing other “Jiffy” Time and Labor Savers 








| OC(({([((((([((7ZZ_ 


Y 


y STAINLESS STEEL WALL PLATES 
FOR SPECIFICATION WORK 


QQ. 8 
IQ 


WS 
WG 


\ 
S 


\N 


SS 
SS 


QI GQ 


WO 
LYONS 


Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY 


WS WHY WY 


\ 
SS 


Immediate delivery from stock! 
1 to 10 gangs in any combination of plate openings 


WL 


10 or more gangs on special order, including tandem 


WG 


Sold through wholesalers only 


Write today for catalog! 


GM 


WWW 
\ > S 
Y 


WSS WSS 


SS 


PERFECT-LINE 
Manufacturing Corp. 


Hicksville, L. 1. New York 


Li ln 


WIRING DEVICES -LIGHTING EQUIPMENT - VENTILATING FANS 


\ 
Ww3« 
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1144 WEST WASHINGTON BOULEVARD 
CHICAGO 7, KLINOTS 


ClydeW Lint 


DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS 


5 


ya 


gx 


me 





j The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DixisTEEL Galvanized Ground Rod 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, %%’’x 8’ size carried in stock 
Other sizes available. 
Write or telephone collect for prices. 








Atlantic Steel Company 


STEEL 





ATLANTA, GEORGIA 








The tape with ~ 
the yellow core 
made by 
OKONITE 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


4 P. 2 
He fot Mew YY MaWee... 
4 


| Panther ons D) gon 


friction and rubber tapes 








CLAMP... LOCKIB ary 








This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy @© Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG S5LC 


iG KRUEGE HUDEPOHL 
q Lu Solderiess T n gs and Connectors 
i\ 


—/ VINE AT THIRD-ES * CINCINNATI 2, OHIO 





at this point may be followed to 
the left where the voltage drop 
for 100 feet of conductor may be 
read. In the problem given, it is 
approximately 1.75 volts. 

From the Code, Section 3102, 
it is found that the maximum op- 
erating temperature for Type TW 
insulation is 60° C. For the same 
load of 150 amperes, read upward 
along the vertical line at 150 am- 
peres until this line intersects the 
60 maximum copper temperature 
curve. This point of intersection 
lies between the 2/0 and 3/0 
lines, hence No. 3 0 conductors 
will be required for this load. The 
bracket shows that 2-inch con- 
duit is needed. At the left. the 
voltage drop per 100 feet of con- 
ductor is found to be 1.3 volts 


Steel electrical raceways 


(Continued from page 38) 


as possible. The electrician needs 
space within the box for both 
hands and even his arms, to feed 
the wire. Section 3708 of the Na- 
tional Electrical Code specifies 
the following minimum sizes of 
pull and junction boxes: 

“Pull and Junction Boxes. Pull 
and junction boxes shall conform 
to the following: 

(a) Minimum Size. For 
ways of 1'4-inch trade size and 
larger, containing conductors of 
No. 6 or larger, the minimum di- 


race- 


mensions of a pull box or a junc- 
tion box installed in a raceway 
shall conform to the following: 

(1) Straight Pulls. In straight 
pulls the length of the box shall 
be not less than eight times the 
trade diameter of the 
raceway. 

(2) Angle or U Pulls. Where 
angle or U pulls are made, the 
distance between each raceway 
entry inside the box and the op- 
posite wall of the box shall not 
be less than six times the trade 


largest 


diameter of the raceway 

This distance shall be increased 
for additional entries by the 
amount of the sum of the diam- 
eters of all other raceway entries 
on the same wall of the box. The 
distance between raceway entries 
enclosing the conductor 
shall not be less than six times 


same 


the trade diameter of the larger 
raceway.” 


Large pull boxes that have sev- 


eral large cables going through 
them can become quite heavy. 
No matter how well anchored the 
screws are, these boxes need ad- 
ditional support. 

The electrician provide 
such support by using pull boxes 
with legs or, where the box is not 


must 


too large, an angle iron fastened 
securely to the wall so that the 
bottom of the box rests on it. 

The mounting holes on large 
boxes should be of sufficient size 
to permit a certain amount of ad- 
justment. This adjustment is ne- 
cessary to set the box square. If 
the mounting holes in the box 
become too large for the screw- 
head, proper sized washers must 
be used. 

The National Electrical Code 
limits the number of wires in each 
outlet or switch box according to 
its size. Be sure to install boxes 
large enough to accommodate the 
number of conductors which must 
be spliced in the box or fed 
through. 

Section 3709 of the Code re- 
quires that the maximum number 
of conductors, not counting fix- 
ture wires, permitted in outlet 
and junction boxes shall be as in 
the accompanying tables with the 
exceptions noted. 

For combinations not shown in 
the tables, the Code provides that 
the free space within the box for 
each conductor shall be 2 cu. in. 
for No. 14; 2.25 cu.in. for No. 12; 
2.5 cu. in. for No. 10; and 3 cu 
in. for No. 8 

Install all the conduits in a 











Direct factory salesman wanted for SOUTH 
CAROLINA, GEORGIA, FLORIDA, ALA 
BAMA and TENNESSEE by Union Insulat- 
ing Company, Box 351, Parkersburg, West 
Virginia, who are manufacturers of 

A complete line of Weatherproof Sockets 

Pin Type Sockets and Streamers 

Insulated Conduit Bushings 

Insulated Outlet and Switch Boxes & 

Covers 
Lampholders and Fixtures 


Experience preferred but not necessary 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla 
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American Blower Aeropel Kitchen 


DESIGN SELLS 


American Blower’s Aeropel Kitchen Fan is the winner 
of two Fine Arts Awards for beauty and utility in the 
home 


Fan. 


In addition to its trim lines and attractive appear 
ance, it has real utility for users. For Aeropel whisks out 
offensive kitchen odors in a jiffy keeps a clean, cool, 
fresh-as-a-daisy atmosphere in kitchens the year-round 

You can’t miss making more money, building a better 
reputation, when you sell time-honored, top quality 
American Blower Ventilating Equipment. Why not start 
today? 

Ask your nearest American Blower Branch Office for 
data 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Awrricay Raviaror & Stardard Sanitary conronanion 


Sell quality! 


AMERICAN @ BLOWER 


Air Handling Equipment 





Model C Ventura 
Attic Fans—Built in 


Fine as 


Model A Ventura Fans 
—Smartly styled 


Utility Sets 
supply or exhaust 


No exposed wiring 
Smooth 
clean surfaces. Built 
in capacities from 
1000 to 9700 im 
free delivery. 12 sizes 


easy-to 





fans in stores, schools 
ete. Have Aileron 
Control for regula 
tion of air flow. Ca 
pacities from 517 to 
17,925 cfm at 4” SP 


capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Lower 
power consumption, 
quiet-operating 





Serving home and industry: NMERICAM STANDARD + AMERICAN BLOWER + ACME CABINETS 


CHURCH SEATS. DETROIT LUBRICATOR - 


KEWANEE BOILERS - 


ROSS HEATER - 


TONAWANDA IRON 
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NO CRITICAL MATERIALS 
ARE NEEDED WITH 


PLASTIC DUCT 
WIRING SYSTEMS 


AN OUTLET 
APPROXIMATELY 
EVERY 8 INCHES 


The easy, economical way to 

extend electric service to work benches 
and production lines 

With wire factory-assembled in each section of duct, 
these systems extend electrical service for power tools, 
small motors and lighting fixtures quickly and economi- 
cally. They are accepted by the electrical industry as 
the best systems available for surface wiring requiring 


15 amperes with 60-amp. copper rated capacity. 
Write for Catalog 152. 


FOR FULL INFORMATION ABOUT PIERCEWAY SYSTEMS, SEE 


L. MORRIS LANDERS 
624 SPRING STREET N. W., ATLANTA, GA. 


Call EMerson 5611 


os Shade), Mote) I)' ik mete) 171. be 
PIERCEWAY DIVISION 
75 MONTGOMERY STREET, JERSEY 


Inc. 


City 2 WN. J. 








SPECIFY THESE 


1952 HEADLINERS 


FROM YOUR LOCAL WHOLESALER 
GUARANTEED 


QUALITY — ECONOMY 
PERFORMANCE 


AFCO-LITE CORP. 


“CHICAGO, ILL 


AMPLEX CORP. 


BROOKLYN, N. Y 


“COMMERCIAL 
ENCLOSED FUSE CO 
GUTTENBERG, N. J 


NEWART MFG. CO. 


CLEVELAND, OHIO 


DURA ELECTRIC 
*LAMP CO 
NEWARK, N. J 


DOMINION FANS 
ELECTRIC CORP PPLIAN 
MANSFIELD, OHIO ides 


STAR A ELECTRIC 
*MFG CO. INC 
BROOKLYN, N. Y 


OUTDOOR & INDOOR 
ALUM M 
LAMP HOLDERS 





SWIVELITES— 
COLOR BEAM AND 
FLOODLIGHT LAMPS 





CARTRIDGE AND 
PLUG FUSES 





STEEL 
OUTLET BOXES 
AND COVERS 





DURA 
FLUORESCENT 
STARTERS 








COMPLETE 
LINE WIRING 
DEVICES 


CATALOGS ON REQUEST 
JULES J. DREYFUSS’ SONS 
ELECTRICAL FACTORY REPRESENTATIVE 
324 PETERS ST.,S.W. | 1820 N.W. FIRST AVE 


ATLANTA 3, GEORGIA MIAMI 36, FLORIDA 
MAIN 6886 PHONE 2-6736 


* FAST — EFFICIENT STOCK SERVICE FROM 
MIAMI AND ATLANTA WAREHOUSES 

















NON-METALLIC — BX. 
& GROUND WIRE 


SNe RNAI 


SERVICE ENTRANCE CAP 
OTE SNS NREL RPI 


Sold Thru 
Your Local Wholesaler 


ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 











bank together, length by length. 
It will help to keep them parallel. 

This is especially important 
where it is necessary to make off- 
set saddles or bends, because the 
bends can all start at the same 
point on the respective lengths of 
conduit, and one bend can be used 
as a pattern for the others. 

A job installed in this way usu- 
ally produces a much neater ap- 
pearance than one in which each 
conduit run is completed sepa- 
rately. 

When installing parallel runs of 
conduit, enough space must be 
left between each run to allow 
room for locknuts, bushings, and 
couplings. The dimensions in the 
accompanying table are for clear- 
ances of 1's”. For larger clear- 
ances add the difference between 
1g” and the desired spacing to 
either dimensions A or B. 

Example: For a bank of 1” con- 
duits, the desired clearance be- 
tween each adjoining locknut and 
bushing shall be 

The table shows that for 's” 
spacing, the center-to-center di- 
mension between conduits must 
be 134”. The difference and 3,” 
(the specified clearance) is 4” 

Therefore, add '4” to the clear- 
ance of 1°4” as shown in the 
table. The resultant spacing be- 
tween the 
center, will then be 2” 


conduits, center-to- 


Corrosion-proof raceways 


(Continued from page 30) 


The plastic coating is desig- 
nated as “Dekoron” and is ap- 
plied by a patented extrusion pro- 
cess controlled by Samuel Moore 
and Company, of Mantua, Ohio. 
The standard coating is black and 
020 inches thick. Special colors 
and other thicknesses are avail- 
able at slightly higher prices. The 
coating can also be applied to 
standard rigid conduit 

Polyethylene was chosen for 
the coating because of its excel- 
lent chemical, electrical, mechan- 
ical, and thermal properties 

Compared with other plastics, 
Polyethylene is unusual in its in- 
solubility and in its inertness to 
chemical reagents. The material 
is not substantially affected at 
room 


temperatures by concen- 


trated hydrochloric, sulphuric, or 


even hydrofluoric acid. It is not 
affected by sodium hydroxide. 

The only solvents 
which affect polyethylene at room 
temperature are the chlorinated 
hydrocarbons, such as_ carbon- 
tetrachloride and _ trichloro-ethy- 
lene, and to a lesser extent the 
aromatic and aliphatic hydrocar- 
bons. These solvents tend to 
swell the plastic at room temper- 
ature but do not dissolve it. 

Although brief contact with 
gasolines does not usually harm 
polyethylene, the use of this plas- 
tic in parts which will be im- 
mersed in gasoline and hydro- 
carbon oils should be avoided 

At temperatures above 70 de- 
grees C. polyethylene dissolves in 


common 


a number of common solvents; for 
example, xylene, toluene, amyl 
acetate, trichloro-ethylene, petro- 
leum ether, paraffin, turpentine, 
and lubricating oils. It is not dis- 
solved, however, even at elevated 
temperatures, by aliphatic alco- 
hols, glycerin, ether, carbon di- 
sulphide, acetone, or linseed oil 

Of particular interest to those 
in coastal areas is the fact that 
polyethylene coated tubing is im- 
pervious to the corrosive effects 
of moisture and salt air. The coat- 
ing is not affected by normal tem- 
perature changes 








FORK SALE 


Electrical Contracting and service 
business account age. Located in 
hustling southwest city near large 
war plant, established 42 years. A 
splendid opportunity for a young 
man with $6,500.00 capital. 
Answer Electrical South, Box 657 
806 Peachtree St. N.E., 
Atlanta 5, Ga. 

















CORROSION ENGINEERS 


Corrosion Engineers with minimum of three 
or four years experience in corrosion in- 
vestigations and design of cathodic pro- 
tection on pipe lines and lead cables in 
country and city networks. Must be gradu- 
ate electrical engineer (or equivalent.) 
Work involves extensive travel, with head- 
quarters in New York City. Only applicants 
with above qualifications will be considered. 
Give full details of education and experi- 
ence, and references, in application. Box 
656, Electrical South, 806 Peachtree St., 
N.E., Atlanta 5, Georgia. 
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Household and Commercial Appliances 


The Task Confronting Us 


J 
cow HAT does our program for defense mobilization lack? 


“I think its most serious lack is a full appreciation on the part of Americans 
of the world crisis that confronts us. 


“We need a new climate of understanding — and with it a determination to 
meet all the requirements of this crisis, even if it hurts — as it will. 


“None of us is going to be hurt compared with the men we have sent out to 
Korea to suffer, to bleed and to die. 


“Let us think of these heroes when we are prone to grumble about the rela- 
tively small demands defense mobilization is making upon us here at home . . . 


eel am an optimist in our long-range ability to do the job; but I am not complacent 
about the immediate tasks at hand. 


“Never before, not even in the days of World War II, have I felt as compelled 
as I do now to urge that we Americans bend every effort to achieve a National 
purpose to become strong. 


“Let us never forget that this program has arisen from the horrible fact that 
the free, liberty-loving nations are being challenged by an enemy whose ideology, 
philosophy and practice are 180 degrees opposite to our own. 


eT HE task confronting us... is to build our might to such a point that we shall 
be in no danger of losing our own sacred freedom and liberty.” 


Charles E. Wilson, Director of Defense Mobilization 
Before The National Press Club, Washington, D. C., 
Dee. 13, 1951 


Here are 


MORE ELECTRIC WATER 


TER SALES 


for Youe 


De Luxe 


... for customers 
who want the finest 


Standard (a an 


.. for customers who 
count their pennies 


> 





ll 





Boost your electric water heater sales and profits with 
lines that are really complete. 

Whether the customer buys ‘‘on price’; whether he demands 
the utmost in quality; or whether he needs a special heater for 
adverse water conditions—you have the answer when you 
feature Sepco or Hydrohot. 

And remember: Sepco and Hydrohot heaters are made and 
guaranteed by the makers of the first electric water heater 
ever built. They're full-quality units that guard your profits by 
eliminating needless service. 


SEPCO CO 


ESTABLISHED 1915 e M 


FOR FLORIDA, GEORGIA, ALABAMA, CENTRAL TENN. Hairston & Co., 
4332 Fairfax Ave., Dallas 5, Tex.; VIRGINIA AND THE CAROLINAS 


70 


Candle 
ww. 


STONES EBL 


.for customers who 
live where water is 
corrosive 


Sell 


SAFE DRINKING WATER 


to farms, rural homes, motor 
courts . .. wherever water 
supplies are unprotected! 


The Sepco Ultra-Violet 
Water Sterilizer meets pub- 
lic health standards in making 
contaminated water perfect- 
ly safe to drink. All electric, 
entirely automatic opera- 
tion, uses powerful ultra-violet 
rays to sterilize 400 gallons 
per hour. Adds no chemicals, 
taste, or odor to water 
Easily installed. Write for 
details. 

Cut-away view > 


TION, Pottstown, Pa. 


FUR s.f 


ELECTRIC WATER HEATER 


r Bidg., Atlanta 3, Ga.; SOUTHWEST E. I. Jones Co., 
assiter Sales Co., 300 E. Main St Richmond, Va. 
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To the most complete fan line in America, 
Emerson-Electric now adds one of the most 
wanted window fan features in recent 
years — reversible window fans. All the 
same fine quality you’ve come to expect 
from Emerson-Electric is there, plus this 
extra selling feature to make this line of 
window fans the most versatile on the 
market. 


See the Emerson-Electric Exhibit 
at the National Housewares 
Show, January 17-24. 

Booths 950 and 952 

Navy Pier, Chicago 


Lot 
EMERSON <<> ELECTRIC 


FANS+MOTORS —* 


a 
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APPLIANCES 


\ 


\s 
ZB» 


se Cl 


You can get full details on these great new 
fans and the rest of the matchless Emerson- 
Electric fan line in the new Catalog for 
°52! See them... 


of the famous 5-Year Factory-to-User 


add the selling power 


Guarantee ... Emerson-Electric’s national 


advertising and sales helps... and you'll 


have a fine fan season ahead! 


SEND FOR YOUR COPY TODAY 
Simply Attach This Coupon to your business 
letterhead . . . no filling out required. Mail 
today to: 

THE EMERSON ELECTRIC MFG. CO. 

St. Louis 21, Mo. 
Without obligation, please send me the new 
Emerson-Electric Fan Catalog (No. D22), to- 
gether with 1952 price lists and details on 
Emerson-Electric advertising-merchandising 
and sales helps. 





\\y 
\\\\ 
\\\\ 
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WINDOW FANS 














| 


PEDASTAL 





complete 
line 

of 

fans 

and 
blowers 


HIGHEST QUALITY 
BUT PRICED TO SELL 


prompt delivery 


DIRECT DRIVE BLOWERS BELTED BLOWERS 











SPRAY BOOTH FANS 


send for complete information 


STANDARD ELECTRIC MFG. €O., INC. 


WEST BERLIN, NEW JERSEY 
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(Additional items will be found on pages 7, 9, and 75) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. e bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated folder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Domestic and Industrial Heaters. Electromode Corpo 
ration, 45 Crouch Street. Rochester 3, New York, is currently 
offering an Industrial and a Domestic Catalog. The Industral 
Catalog (FC-62R) gives complete descriptions, specifications 
ind illustrations of Flectromode Suspension-Type, Combination 
Portable and Suspension, and Explosion-Proof Heaters, and in 
cludes data on control equipment, mounting and wiring dia 
grams, Illustrations of typical installations. Also information 
on how to figure heat loss. The Domestic Catalog (EC-63R 
is full of typical installations for walltype, portable, automatic 
and non-automatic Electromode Heaters, with complete speci 
fications and suggested uses; also includes instructions for in 
stallation of wall model heaters 


2014—Hot Water Heaters. Informative and well-illustrated 
4ota are available from M. M. Hedges Manufacturing Co., Inc.. 
Chattanooga, ‘Tenn., on their line of Automatic electric and gas 
water heaters 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022 Night-Air Cooling Window Fan—A two-page catalog 
sheet, completely illustrated and containing descriptive infor 
mation on the 1952 Viking Window Fan is now available 
from the Viking Air Conditioning Corporation, 5601 Walworth 
venue, Cleveland 2, Ohio. Illustrations, installation sketches, 
prices, specifications, and cooling diagrams are included 

2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalog No. 400, just issued by Chelsea Fan 





& Blower Co., Inc., 


descriptive copy 


639 South ve., Plainfield, N. J., include 
specifications, dimensions, photographs, et 
of a full line of fans for residential, commercial, and industrial 
uses. This catalog includes information on 30 types of venti 
lating and comfort cooling cquipment varying im size from 10 
inches to 72 inche 

2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, featuring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele 
graphic equipment, and motors is also available from the Signal 


Electric Mfg. Co., Menominee, Mich 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail 
ible in literature from the Amencan Electncal Heater Com 
pany, 6110 Case Ave., Detroit 2, Mich 

2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans 

C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which 


Murray Co. of Texas, In 


manufactured by 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scnbes Types “E” and “RI Buffalo blowers and exhauster 
manufactured by Buffalo Forge Co., P. O. Box 955, Buffalo 
N Characteristics of the blowers, graphs, charts including 
ipacities and static pressure, and’ exact dimensions are all con 
tamed in the $-page folder 


2056—Electric Heaters and Heating Units sold through el 
trical dealers for home or farm are described in a new folder 
wailable from EK. L. Wiegand Co., 7600 Thomas Blvd., Pitt 
burgh 8, Pa. The folio contams d price sheets covering 
the profitable Chromalox line o le stove ur heaters, range 
ind water heater units and the new flexible Thermwire heat 
ne « ible 

2058—Exhaust Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all types of buildings, is offered by the Emerson Electric Mfg 
Co., 8lst and Florissant Ave., St. Louis 21, Mo 

2064—Electric Fans. An attractive 12-page Catalog of Zep 
hair fans has been made available by the Hunter Fan & Venti 





ELECTRICAL SOUTH 
806 Peachtree St.. NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





January, 1952 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 





2004 2010 = 2012 2014 2018 
2022 2024 2028 2030 2034 
2038 2040 2056 2058 2064 
2066 =2070 2072 2078 2088 
2090 2092 2106 2108 2112 
2114 2116 2118 2122 2124 
2132 2134 2136 2138 2140 
2142 2144 2146 2150 2152 
2154 2156 
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as Been Added! 


Guaranteed 5 Years! 


To the trade, a fan is a ‘‘traffic’’ item—and the more 
reasons there are why it will sell fast, the better the 
trade will like it. 
} i To the public, a fan is an investment for years—and 
Sr ng the more they're assured it will last for years, the more 
rosncn Motel SS, a, readily they'll say, ““O.K.—I'll take that one.” 

Now Fasco wraps up both those objectives in one 
industry-pacing move—putting a 5-YEAR guarantee 
on the six best-sellers shown on this page. 

What about dealers’ present stocks, which now carry 
a 1-year guarantee on the Fact Tag? Very simple! 

Rr , Write Fasco and state the number of such fans in your 
16-inch oscillator, 3 speeds = stock. Replacement Fact Tags, with 5-YEAR guarantee, 
will be sent you free, at once. 


BE SMART! Play the leader! Order Fasco—the only 
brand that backs your selling efforts with this sensational, 
sure-fire guarantee! Write Dept. ES-1: 


Mode! 127 
12-inch oscillator, 3 speeds 


: Sormorly ¥. A. SHIT MPG. CO. INC. 


iol Peony j (SAY al| Industries, Inc. 


10-inch oscillator, | speed 16-inch pedestal oscillator, 3 speeds ROCHESTER 2, N. Y. 
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lating Co., P. O. Box 2858, Memphis 2, Tenn. A comprehen- 
sive description his company’s products is given, with com 
plete specificat nd dimensions. 


2066—Shutters & Dampers. age onttins (No. 46) is 
available from the Elgo Getter" MRC 2738 W. War- 
ren Ave., Detroit 8, Mich., A the 3 "different types of 
shutter and dampers manufactured by them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
‘og containing detailed information on the Hunter Zephair 
tans, for home and industin 


2072—Window and Attic Fans. Two new 52 bulletins on 
window, and attic fans have bec uublished by Reed Unit 
Fans. In 1001 St. Charl \ leans, La. A nea 
line of 20”, 24” and 30% 2-speed wi ndo w fans along with the 
established line of reversible window and attic fans are described 
in these bulletins 


2078—Sales Helps. A variety of sales helps, including How to 
Sell Booklet onsumer folders, Specification Sheets, Free 
Mats, ¢ Photographs, Dipleys and Promotion 
Kits for selling and demonstrating Sensei Mills Home Appli 
INCE he Automatic ‘Toaster, ‘Tru-Heat lron and Steam 
Ironing Attachment sponsored by Betty Crocker. Available to 
dealers from General Mills, Inc., Home Appliance Dept. 1620 
Central As Minneapolis 13, Minn 


1 


i 


2088—Air Circulators. Vornado’s complete line presented in 
a four page, three color catalog sheet (Form 9060) includes a 
wide variety of desk, ped lestal, tabletop turnabout, and turnabout 
window fans. Also available is a descriptive folder on Vornado’s 
new turnabout casement window fan (Form 9082 The O. A 
Sutton Corporation, 1812 West Second St., Wichita, Kansas 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1952 is illustrated and described in a senes of two 
.olor catalog sheets and envelope stuffers available to the trade. 
4 Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-b 
Vital specifications Fresh-Air Maker Fans-Hy Duty Centrifugal 
Blowers. Atti Portable, Reversivle Window, Exhause fans 
Ventilating Division Schwitzer 
Commins Co., 1125 Mass. ve., Indianapolis, Indiana 


' 
Single and doubl inlet blowers 


2108—Household masons, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerator 
space saver refrigerator i mpletely new line of farm and 
home freezers and automatic seven heat Push-A-Button electri 


ranges. Write Coolerator, Duluth 1, Minnesota 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114-1 lectric Heetaires. A new, colorful, twelve-page booklet 
from Markel Electri Products In 145 Seneca St.. Buffalo, 
N unveils a complete line of wall-attachable, well-recessed, 
ind portable heaters 
house and other 


T etaire models for every room in the 


ipplications are described 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltages 
and shapes of water heater units of the Immersion Type can 
be obtained by requesting Replacement Manual No. 5 from 
Puttle & Kift, In $35 N. Monitor Ave., Chic izo 39, Illinois 


2118—Electric Fans— Robbins & Myers, Inc., Springfield, Ohio 
offers an atractive, 12-page illustrated catalog covering out- 
standing features, design details, and performance ratings of 
R & M domestic, commercial and industrial fans for 1951 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface nating units into all types of electric ranges 
in be obtained t juesting Replacement Manual No from 
‘Tuttle & Kift, be. 1825 N. Monitor Ave., Chicago 39, Minois. 
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2124—Evaporative Air Coolers. Essick Manufacturing Com 
pany, 1950 Santa Fe Avenue, Los Angeles 21, Califorma, oftet 
a greatly enlarged line of Air Coolers for 1952. The “Comfor 
Selector” is introduced for the first time, which permits 
plete control of cool air delivery from zero t ] 
enabling the user to vary the ait volume and 
his personal requirements. New this year alse 

Down Discharge” models for easier roof in 
complete line includes 25 models, ranging from 
fan-type coolers to 12,500 CFM industrial 
window-mounting units. Write for further informati 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951] catalog illustrating 
their complete line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for your free copy. 


2134—HANDYHOT QUALITY APPLIANCES—6 page cata 
log listing 24 HANDYHOT Electrical ppliances and 3 acces 
sories just off the press. (May be folded and used as a dealer 
mailing piece by distributors Chicago Elec. Mfg. Co., 6333 
W. 65th St., Chicago 38, Ill 


2136—HANDYHOT CONSUMER MAILER—“HOME IS A 
PLEASURE”’—9-page catalog of appliances and fans giving “‘tips’’ 
for using in copy. (Makes an effective dealer mailing piece 
The “kiddies” enjoy the carton type drawings). Chicas 
Mfg. Co., 6333 W. 65th St., Chicago 38, Ill 


2138—“FAN MAIL”—4-page mailer showing “HANDY 
BREEZE” fans, window ventilators and circulators. Has one 
full page of “tips” on how to use fans effectively throughout 
the home. Ideal dealer-mailer). Chicago Elec. Mfg. ¢ 6333 
W. 65th St., Chicago 38, Ill 


2140—Ventilating Equipment Circulators & Devices announ 
es the — of their new, up-to-date 1951 catalog illus 
trating their complete line of ventilating equipment including 
Pedestal, Wall and Ceiling fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 98-168-32nd Street, Dept. E. S. Brooklyn 32. New 
York, for your free copy 


2142—Gas and Electric Water Heaters. Two bulletins, in 
color, devoted to Jackson automatic gas and electric water 
heaters, have been announced by W. L. Jackson Mfg. Ce 
Inc., P. O. Box 26, Chattanooga 1, Tenn. Table-top and round 
electric heaters, as well as floor furnaces, are described in one; 
Jackson’s 20- and 30-gallon gas heaters in the other. War 
ranties on both gas and electric models are explained 


2144—Ventilating Products. The complete line of Schwitzer 
Cummins Ventilating Products are described and illustrated in 
1 new condensed catalog. Included are attic, reversible window 
ibinet, portable and exhaust fans and single and double inlet 
blowers. Copies are available from Schwitzer Cummins Ci 
1125 Massachusetts Ave., Indianapolis 7, Ind 


2146—Repair Parts. “Repair Parts for all Traffic Appliances” 
is the title of a 46-page catalog available from Pearsol Appli 
ance Co., 2010 Commerce St. Dallas, Texas. This supply 
parts catalog, No. D-49, has been prepared for dealers as a 
parts and service manual, and lists all popular repair parts for 
all traffic appliances (electrical housewares). 


2150—Apartment-Size Electric Range. Complete specifications 
on the State Pride apartment-size electric range, manufactured 
by State Stove & Mfg. Co., 509 25th Ave., No., Nashville, 
‘Yenn., are contained in a new two-color catalog sheet. The 
stove is illustrated, and many consumer advantages are listed 


2152—Shutters and Dampers. Air Conditioning Products ¢ 
2340 W. Lafayette Blvd., Detroit 16, Mich.. has made availal 
m 1) page illustrated catalog No. 44 describing their line 
sutters and dampers 


2154—Rancher Fan. The “Niteair’’ Rancher, a com 
package unit designed for ranch-type homes with low-pitch 
roofs, is described in Form No. 630 catalog page from rhe L. i 
Blower Co., Dayton 7, Ohio. The eight-step installation pr: 
cedure is shown, as well as dimensional drawings and specif 
cations 


2156—Combination Portable Window Fans. ‘Three siz 
Lau combination portable window fans that harmonize in 
color and design are included in catalog folder Form No. 61 
ivailable from The Lau Blower Co., Dayton 7, Ohio. Mod 
1252 is designed for casement windows, a Model If 
which is 2 inches larger. Model 2052 is a new window vit 
side expanders. Variety of uses for all three fan 
the folder 





IN A NEW SERIES 





SFLOP listributors 


Get Acquainted With Your “/2o-7~ Distributor Executives! 


He’s your Answer Man! Your Thor distributor is 
the man to talk to if you have a question or a prob- 
lem dealing with modern appliance selling. 


Two minds are better than one—yours and your 
Thor distributor's! Consult with him for help in 
developing plans to attract more store traffic. Look 


sales. For advertising and merchandising ideas— 
for tested se!ling help—call your Thor distributor. 
He is always glad to help! 


Pictured below are ten of the Thor distributors 
who serve our Dealers in the Southern Division. 
Are you well acquainted with your Thor distribu- 


to him for ideas on turning store traffic into store tor? It will pay you to keep in close touch with him! 


Southern Division 


MR. S. A. GASSAWAY 
Orgill Brothers & Company 
10 West Calhoun 
Memphis, Tennessee 


MR. CHARLES R. REW, JR. 
Alabama Appliance Co 

Ist Avenue North & 13th St 
Birmingham, Alaboma 


MR. C. L. LANNIN 
Carolina Appliance Company 
P.O. Box 1997 

Charlotte 1, N. C. 


MR. THOMAS J. SANDORS 
Peaslee-Gaulbert Corp. Inc 
3Q0 Peters St. S.W 

Atlanta, Georgia 


MR. E. H. HOOKS 
Commonwealth Sales Corp. 
1601 Summitt Avenue 


Richmond 20, Va 


MR. A. G. RIDDICK 
C. T. Patterson Co., Inc 
800 South Peters St 
New Orleans 7, lo 


MR. GLEN J. WILDER 
Pensacola Hardware Co 
20-24 East Gregory St 
Pensacola, Florida 


MR. J. F. GREENAWALT 
Electric Sales & Appl. Inc 
1550 N. E. 2nd Avenue 
Miami 32, Florida 


MR. E. H. WILLIFORD MR. L. L. DAVIS 

Carolina Sales Corp Moore-Handley Hardware Co. 
1420 Evans St 492 Craighead St 

Greenville, N.C lle, Tennessee 


. 
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are the best in America! 


Profit With the Help of Your #2027 
Distributor’s Salesman! 


Are you “up” on the latest ideas in washer How does he rate? Your Thor salesman likes 
selling? They can “up” your sales—and for the to have you check up on how well he keeps you 
hottest ideas of them all —look to your Thor dis- _ informed of the latest trends in selling. Test him 
tributor’s salesman. He's got them! And it’s his when he calls, next time. Using the quiz shown 
business to give you ideas that move washers below, give him a score of 25 points for each 
and win dollars for you. Check with him regu- correct answer. If he fails to score 100, we'll 
larly for valuable new selling ideas! give you a beautiful new Parker "51" Pen and 

Pencil Set—FREE! Please use coupon below. 


Try this quiz! Win a new 
PARKER “51” 
pen and pencil set! 


QUESTION 


1. Why is the Thor 5-Year sealed mechanism guarantee [] 
the best in the industry? 


2. What Thor feature is America’s best Sales-Closer and how [] 
can my salesmen use it to turn prospects into buyers? 


3. How can | plan an effective local advertising campaign for the 
first six months of 1952? 


4. What is the Thor Sales-Builder for January? 


I'm betting that your Thor sales- 
man will score 100 on the above 
quiz! And you can bet on him to 
help you attract more traffic onto 
your sales floor—with demonstra- 
tions that hold traffic—with sales 
ideas that powerfully influence 
buying decisions in your favor, 
Try this quiz on your Thor sales- 
man—he'll thank you for the test! 


M. R. WILSON, General Sales Manager 
Thor Corporation, Chicago 50, Illinois 
[| I WIN! SEND ME NEW PARKER 
“51” PEN AND PENCIL SET. 
My Name 
ee 


Street 





Ol 


My Thor distributor's salesman’s name is 
M. R. (BoB) WILSON 


General Sales Manager 


escaeceeaeeeseeeoooce=5 
ee | 


Yhor CORPORATION, Chicago 50, Illinois 
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My protits come taster when! self 
CHROMALOX 


SUPREME 
\ e e 
“2-untts-ta-1” 






/ Bre, 
[TS A FACT 
CHROMALOX Sells Better 
Homemakers through the years have 


known and preferred Chromalox 
Surface Units for new ranges and 


for replacement. Alert dealers know OUTER COIL Pee i \ 


OVERALL HEAT 


When it's needed! 


this preference leads to quicker, HEAT 
easier, more profitable range unit 
replacement business. 









For uniform, eco- | 
nomical cooking 4 
in farge vtensils 


With CHROMALOX “Supreme” Units 
YOU fit all range openings 


YOU operate on low-cost 





inventory INNER 
Y OU get quick turnover and profits HOT-SPOT 
Write today and see how you can get this paged A dF os 


profitable, range-unit replacement business 
in your community . . . and through it build 
sales for appliances in your store. 


small pons ond per- 
colators. 


Unit lifts 
GET THE FACTS—SEND FOR aa 


“Bulletin RU-149" 


for your > 
Service Dept. 





V’ ECONOMICAL COOKING 
V COOLER COOKING 
“THE SMITH 1S OM” V LONG SERVICE LIFE | 


for your nose | 


range salesmen 
ECHROMALOX 


Cit Cookiug ate 6 00 f 
EDWIN L. WIEGAND CO., 7600 THOMAS BLVD., PITTSBURGH 8, PA. 

Cc. B. Rogers, 1000 Peachtree St., Atlanta, Ga.: L. R. Wa ra Co., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 164 


1619 So. Boston St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. 
Phillips Jr., 3125 Lamb Ave., Richmond 22, Va. 














Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tcll each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 














fe Move Sales 


PROFITS 
More SAUISFIED 
CUSTOMERS 


COMMERCIAL 
CREDIT 
CORPORATION 


EIGHT WAYS BETTER! 


Wholesale Financing 
Fast Credit Approval 

Life Insurance Protection 
Property Insurance Protection 
Automatic Sales Follow-up 
Tested Collection Service 
Builds Customer Good Will 
Nationwide Facilities 


o0o0co 08 8 8 8 CUO 


am 


Fy 


Commercial Credit financing “know-how” 


improves dealer prospects for 1952 


The Commerciat Crepit PLAN is designed to protect 
your profits and to help you close more sales. After many 
years of working closely with thousands of distributors 
and dealers on the financing of millions of home appli- 
ances, COMMERCIAL CREDIT has gained the respect of 
dealers and customers alike. You can depend on 
ComMMERCIAL CREDIT for financing as usual during 
times of plenty, times of shortage . . . in war, peace, 
prosperity or depression. As a result, the COMMERCIAL 
CrepITt PLAN is used to finance more appliance sales 
than any other national financing plan. Ask your distribu- 


tor for a copy of COMMERCIAL CREDIT’s book “ For More 


Sales, More Profits, More Satisfied Customers”’. . . or 


phone the Commercial Credit office nearest you. 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
..- Capital and Surplus over $100,000,000 ... offices 
in principal cities of the United States and Canada. 








SNBUSTR Y NEWS BRIEFS — GOVERNMENT REGULATIONS 


New type of control 
may be in making 


@ A NEw TYPE of control may 
make its appearance in 1952 in 
ccnnection with the manufacture 
of such items as_ refrigerators. 
This type of control would ration 
the amount of metal that could 
be used in each unit. It would 
have the result of reducing th 
number of models, maintainins 
quantity production of the lowc: 
priced units, rather than permit- 
ting manufacturers to concentrate 
on high-profit, limited quantity 
units. 

Other changes in price controls 
are expected to make their ap- 
pearance in 1952. The National 
Appliance and Radio Dealers As- 
sociation reports in its news bul- 
letin that OPS has already stop- 
ped accepting applications under 
Section 42 of CPR 7 which lei 
manufacturers set uniform price 
ceilings on their merchandise. 
Perhaps typical of OPS efforts to 
keep prices fair is its recent re- 
quest to the Interstate Commerce 
Commission for suspension of a 
9 per cent freight rate increase 
which 915 trucking companies 
planned to put into effect in De- 
cember 

The OPS has already indicated 
that “tailored” price regulations 
will be issued soon for certain 
lines of products. These lines in- 
clude phonograph records; elec- 
tronic equipment such as radio, 
television, electronic record play- 
ers, including tubes for such de- 
vices; and a number of other mis- 
cellaneous items 


FM promotion drive 
tested in South 


@ Norru Carouina and the Dis- 
trict of Columbia are two of three 
areas chosen by the FM Policy 
Committee of the Radio-Tele- 
vision Manufacturers Association 
for a special test promotional 
campaign to increase public ac- 
ceptance of FM radio. Wisconsin 
is the third area to be used in 
the test. 
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The sales promotion program 
will get under way in North 
Carolina on Jaryary 21. The 
Washington, D. C., test will get 
started March 1. 

In charge of the special pro- 
motion are John W. Craig, of 
Avco, representing the RTMA 
FM Policy Committee, and Ben 
Strouse, of Station WWDC, of 
Washington, representing the 
broadcasters’ FM group. David 
Grigsby, advertising manager for 
Zenith, is chairman of a commit- 
tee which will prepare the special 
promotional material. Others par- 
ticipating in the activity are H. F 
Guenin, Jr., of RCA Victor; Mor- 
gan Greenwood, of Philco; Henry 
Onorati, of Crosley; and James 


Farley, of G. E. 


Priority basis given 
installation materials 


@ THe Nationa Production Au- 
thority, U. S. Department of 
Commerce, has amended CMP 
Regulations 5 and 7 to permit 
manufacturers and repairmen to 
use priority ratings for obtaining 
materials for installation of in- 
dustrial equipment and_ house- 
hold appliances and to bring other 
provisions of both regulations up 
to date 

The amendment to CMP Regu- 


lation 7 defines installers of do- 


mestic appliances (such as tele- 
vision sets, refrigerators, stoves, 
and washing machines) as repair- 
men, thereby granting them the 
right to obtain materials needed 
for installation work on a priority 
basis. 

The amendment: 

1. Permits an operator who 
ran more than one sales, service, 
repair, or installation establish- 
ment during the year before July 
1, 1951, to treat these establish- 
ments as separate entities under 
the regulation 

2. Defines installation as the 
setting up or relocation of appli- 
ances, machines, or equipment in 
position for service in existing 
buildings, and provides that such 
installation is not construction as 
defined in Order M-4A. 

3. Adds Schedule 1, to the 
regulation. It lists the following 
materials and products which the 
rating DO-RE may not be used to 
obtain any basic chemical; nylon 
fibers and yarns; paint, lacquer, 
and varnish; paper and paper 
products; paperboard and paper- 
board products; and materials in 
List A of NPA Regulation 2 (for 
which no DO rating is valid). 

The amendment to CMP Regu- 
lation 5: 

1. Permits manufacturers to 
obtain materials needed for instal- 
lation of equipment in existing 
buildings on a priority basis in the 
same way they are permitted to 





| RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


Sales trend— 
Sales of retail radio 
ind appliance dealers 
were estimated at 261 
million dollars during 
October, 1951, by the 
U.S. Office of Business 
Economics, an in 
crease of 16 million 
dollars from Septem- 
ber, 1951. The Octo- 
ber, 1951, sales were 
78 million dollars less 
than sales reported for 
October, 1950. 


Estimated Total Sales 
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One of Americ 1's 
Leading Lines 


For your exclusive line... your 





first line... or second line... 


JACKSON 


will make money 
wu  f£0¥ you 


Underwriters Laboratories 
Inc. 
3 GREAT TABLE-TOP SERIES, beautifully finished in 
gleaming white with heavy gauge galvanized tanks js 
protected by 2 inches of insulation—30 and 40 gallon Take your pick or take all of them—each of 


capacities. 230/240 Volts A. C. only. the water heaters shown here is a leader in 





its field and a sure-fire profit item. 

fh The Jackson line offers you a wealth of 
sales features that mean business for you 
because home owners like the safety, effi- 
ciency, and durability built into these hand- 
some water heaters. Whether it is a round 
model or counter style, each heater offers 
advantages to home planners that make 


them ready sellers. 


” © Get full information NOW 
-* | Phone, wire or write for 


r= Ts “qj details on these heaters 


and the Jackson franchise. 

AUTOMATIC ELECTRIC ROUND WATER AUTOMATIC GAS WATER HEATERS in 
HEATERS in 6 sizes trom 10 to 80 gallon 20 and 30 gallon capacities both pro 
capacities. Fully insulated, with white tected by automatic safety features and 
enamel jackets. 230 240 Volis A. C. only. enclosed in beautiful white jackets. Fully i 
insulated with high burner efficiency. American Gas Association 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 

















Approved by 


SALES REPRESENTATIVES 


J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Warehouse Stocks Carried SALES AGENCY COMPANY 
375 Whitehall St., S. W. 2506 Lucena Street $11 Chickamauga Avenue P. O. Box 2235 


Atlanta, Georgia Charlotte, N. ( Rossville, Georgia Memphis, Tennessee 
Telephone LAmar 1977 Telephone 5-8258 Telephone 89-5554 Telephone 9-2724 
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obtain minor capital additions. 
“Installation” is lengthily defined. 
A limit of two tons of carbon steel, 
200 pounds of copper products, 
and no aluminum, stainless steel 
or alloy steel is established for 
each installation. NPA _ pointed 
out that installation under the 
regulation is not construction as 
defined in Order M-4A 

2. Establishes separate quarter- 
ly quotas of $1,000 each for MRO 
supplies, minor capital additions 
and installations. Previously, the 
minimum for combined MRO and 
minor capital additions was $1, 
000 a quarter. 

3. Raises from $750 to $1,000 
the limit which a manufacturer 
may spend for each minor capital 
addition when he uses the MRO 
symbol to obtain materials. 

4. Expands the definition of 
operating supplies of a business 
enterprise to include expendable 
tools, jigs, dies and fixtures used 
on production equipment, regard- 
less of the accounting practice of 
the business. (For Government 
agencies, operating supplies are 
defined as any item which does 
not exceed $50 in cost or which is 
normally consumed in the course 
of an operation within a year alt- 
er acquisition and was not car- 
ried as capital equipment on the 
agency’s books.) 

The amendment to CMP Reg. 
5 adds waterfowl feathers to the 
list of items for which the rating 
DO-MRO cannot be used. How- 
ever, steel nails. wire and strap- 
ping used for packaging are re- 
moved from the prohibited list 
(Schedule 1). 

The amended regulation also 
points out that a manufacturer 
who makes “A” or “B” products 
for his own MRO use must em- 
ploy the symbol MRO to obtain 
controlled materials, and the rat- 
ing DO-MRO to obtain non-con- 
trolled materials to make such 
products, rather than apply to 
NPA for an allotment of control- 
led materials or for a DO rating 

This recent amendment 
superseaes a previous amendment 
issued August 10, 1951, but does 
not affect two directions already 
issued to CMP Regulation 5 


most 


OPS clarifies 
TV warranties 


@ SusstituTion by television set 
manufacturers of a compulsory, 
longer warranty at an additional 


82 


“Sorry, | can't unmosk 
I'm your foreman’s top secret!” 


charge, in place of the base peri- 
od, 90-day warranty would consti- 
tute a tie-in sale in violation of 
Section 18 of the General Ceiling 
Price Regulation, the Office of 
Price Stabilization has announced 
in Interpretation 45, GCPR. 
OPS points out that the drop- 
ping of the former 90-day war- 
ranty does not justify the pro- 
posed compulsory, longer war- 
ranty at an additional charge 
sought by some manufacturers 


Retailers’ rating for 
controlled materials 


@ NPA Orper M-89, issued by 
the NPA in November, author- 
izes retailers to use the allotment 
symbol W-5, under certain condi- 
tions, on their purchase order for 
controlled materials placed with 
mills or distributors. Classed as 
controlled materials are 
copper and aluminum. 

Subject to certain inventory 
limitations, a retailer may place 
orders, using the W-5 symbol, for 
delivery in any one calendar 
quarter of a total quantity of con- 
trolled materials which he cus- 
tomarily purchased during the 
base period ( calendar year 1950) 
not exceeding certain stated 
amounts 

A retailer may establish an al- 
ternative quarterly quota of one- 
fourth of his base-period pur- 
chases of any controlled material 
(invoice less trade discounts and 
delivery charges), with quota 
amounting to 100 of base-peri- 
od purchases, on steel products, 
and amounting to 60 
copper and aluminum 

Under the order’s inventory 
limitation, a retailer may not ac- 
cept delivery of any class of con- 


steel, 


each on 


The desire of some other manu- 
facturers to increase the duration 
of a base period compulsory war- 
ranty and make an _ additional 
charge for such service would 
also result in a tie-in sale and be 
a violation of OPS regulations 
according to Interpretation 45. 

OPS officials stated that the 
proposal of some manufacturers 
to increase their base period com- 
pulsory warranty charge, and re- 
duce the price of the television 
set by like amount would also 
constitute a violation of ceiling 
price regulations. 

The general rules, the interpre- 
tation states, are that a seller may 
not require a tie-in sale and may 
not increase his ceiling prices. 
This, however, OPS continues, 
does not prohibit any seller from 
offering something in addition to 
that which he offered during the 
base period and from making an 
appropriate and reasonable 
charge for the item, determined 
under the applicable ceiling price 
regulation, provided that the pur- 
chaser has a full option to take or 
leave the additional item 


trolled material if his inventory 
(dollar value) of that material 
would then be in excess of his 
average quarterly inventory of 
that class of material during the 
base period. 

Subject to this inventory limi- 
tation, a retailer may purchase 
controlled materials in addition to 
the dollar quotas set forth above, 
if he does not use the allotment 
symbol W-5 on orders for such 
additional material. 

An order placed by a retailer 
for a controlled material and 
bearing the symbol W-5 shall car- 
ry a certification in substantially 
the following form: 

Certified under CMP Regula- 
tion No. 1 and NPA Order M-89 


| can't talk now, Fred- the boss 
wants to see me in the office! 
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FOR 20° BELOW ZERO 
Chill Chest provides fast-freezing 
range from normal operating tem- 
perature Zero to 20° below Zero. 
The adjustable control is in tamper- 
proof location behind the easily re- 
moved, automatic signal-light panel. 


Join the Growing Family of 
Successful, independent 
Chill Chest Freezer Dealers 


Revco provides every help to make your Chill 
Chest venture into the Food-Freezer Market a 
successful one. Nationally advertised, your Chill 
Chest Distributor will help you do a good local- 
level merchandising job. Act Now...Write for 
name of Distributor near youl 


REVCO, INC. 


FOR FAST, QUICK FREEZING 
Chill Chest superiority in construction 
of freezer walls assures the highest 
efficency in the uniform conductivity 
of frigid cold temperatures through- 
out the inner food compartment for 
fast, quick freezing and safe stor- 
age of frozen fresh foods. 


FOR PRACTICAL BEAUTY 
Chill Chest by Revco means smartly 
styled, home-approved design in 
Food Freezers. Counter- balanced, 
full-opening lids with automatic in- 
terior lighting provide greater con- 
venience and accessibility. 


( git eee ae 
F 


FOR SAFE, FOOD STORAGE 
Chill Chest has high-density Fibre- 
glas, non-settling insulation, an en- 
gineering advancement which per- 
mits more safe, storage space inside 
for frozen foods. Frost Free Seal 
Zone surrounding food compartment 
opening provides perfect lid seal... 
helps keep cold temperatures in. 


ee ~ 


— ~ 





DEERFIELD, 
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CHILL CHEST 
15 CU. FT. CAPACITY 
ONE of THREE GREAT FREEZERS 


MICH. 





SALES MANAGEMENT 


If youre looking at sales problems from the salesman’s viewpoint, 


the chances are he’s happy and is making more sales and profit for you 


How to keep your salesmen 


by C. Thomas 


@ APPLIANCE DEALERS trying to 
find ways to eliminate doorbell- 
ringing salesmen are using the 
wrong approach to solve their ma- 
jor sales problem, according to 
Ollie Smith, owner of The Home- 
Waco, Texas 
maker’s Shop, 817 Austin -Ave., 

“T could,” said Ollie, “give you 
a factual story, with percentages, 
that would tend to make you be- 
lieve outside salesmen are un- 
necessary. For example, we close 
fully 95 per cent of the demon- 
strations we put on here in our 
shop. In contrast, we will aver- 
age closing only 60 per cent of 
home demonstrations.” 

But as Ollie explained, the 
number of shop demonstrations 
would hardly result in enough 
sales to meet the overhead 

“A specialty shop such as ours,” 
said Ollie, “just can’t get enough 
shop traffic to depend upon it 
alone. Therefore, we have no re- 
course but to rely upon outside 
salesmen.” 

Ollie is a veteran appliance 
salesman himself. And he still 
has the calloused thumb to prove 
that he, too, has rung his share of 
doorbells. He has also served as 
sales manager for a Dallas appli- 

Salesmen at The Homemaker’s Shop, Waco, Texas, close 95 per cent of their ance firm, and was on the road for 
store demonstrations. a distributor. 
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“The trouble that arises in 
maintaining a sales force,” said 
Ollie, “can usually be traced to 
not seeing the sales problem from 
the salesman’s standpoint. Even 
an ex-salesman, when he is pro- 


moted to sales manager, seeming- 
ly loses his sense of direction. He 
sees things from a different per- 
spective at his new elevation.” 
Ollie is firm in his belief that 
few - very few - new appliance 


salesmen are interested in re-sell- 
ing trade-ins. 
“Yet,” said Ollie, 
insist their salesmen get rid of 
their trade-ins. This means that 
the salesman with a negative atti- 
tude must forget his new sales 


“most shops 


and concentrate on digging up 
prospects for the used appliances 
before he can return to what he 
is best adapted for—selling new 
appliances.” 

Ollie has six outside salesmen 
Not one of them is forced or ex- 
pected to sell trade-ins 

“When I deal with trade-ins,” 
said Ollie, “the used merchan- 
dise becomes my responsibility 
It is my job to find a market for 
these appliances, not my sales- 
men’s. 

“Let us take a typical deal, and 
follow it through to demonstrate 
my point: 

“As we are doing a good vol- 
ume on washers, let’s take a 
washer deal.’ We have a trade-in 
here that we allowed $60 for. It 
is an older model. As you see, 
we have it price-tagged $129.95 
installed. Installation is going to 
cost us a flat $30. 

‘We put $3 in repairs into that 
unit. Drayage will cost us an- 
other $3. If a salesman sells it, 
he will get $13 commission. When 
that sale has been made at $129.95, 
we will have grossed $20.95 over 
the costs. 


Original cost $ 60 
Repair 3 
Drayage 3 
Installation 30 
Commission 13 


Total cost $109 

Let’s leave that for a moment 
to go back to the sale of the new 
unit. 


“The new unit,” said Ollie, “was 
sold for $299.95. That new unit 
cost us $193 plus $6 drayage two 
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(Top) The owners of The Homemaker’s Shop have established the com- 
pany as merchandisers of new appliances. Since almost everyone who comes 


in is a new-appliance prospect, floor salesmen follow up with a demonstra- 
tion whenever a homemaker shows a preference for a certain make or model. 
(Bottom) W. Warren Dillon, left, had a rack built into the baggage com- 
partment of his car to carry appliances. Once he gets the prospect out to 


see the appliance, he usually gets an okay to install it. 


Then he follows 


up with a demonstration, and closes almost 75 per cent of these calls. 


ways. The salesman received ten 
per cent of the selling price, less 
the amount of the trade-in, o1 
$24. 

“Our total cost, then, was $223. 
That leaves us $76.95, but $60 
of this is invested in the used unit 
accepted in trade.” 

3efore we get to the way Ollie 
trade-ins, let 
us explore the salesman’s position. 
For that is the important factor 

On the new sale—less the trade- 
in—the salesman made $24. And 


disposes of these 


1952 


he wa 

“The salesman would have 
made $30,” Ollie explained, “had 
he made that sale with no trade- 
in. But he is more than willing 


happy over the sale 


to sacrifice that $6 commission 
and consider the deal wrapped up 

“He would rather get out and 
make than 
spend his time finding a prospect 


another such deal 
for the used unit for which he 
would receive $13 commission 
“The experienced salesman 
(Continued on page 107) 
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THE OUTLOOK 


SUPPLY and DEMAND 


Survey of informed opinion on 


@ Witt eEvectric household ap- 
pliance lines be in plentiful sup- 
ply during the coming year? O1 
will the expanding defense pro- 
gram absorb so large a portion 
of our metal supplies that pro- 
duction of “consumer durable 
must be curtailed sub- 
stantially — with a resultant 
scramble to maintain wholesale 
and retail inventories? 


goods” 


The question is of immediate 
concern to appliance dealers and 
wholesalers because buying 
policies must be geared to the out- 
look for supplies of merchandise 

—and, to some extent, to the pro- 
bable trend of prices. 


Official outlook gloomy 


Anyone whose thinking is in- 
fluenced primarily by a study of 
the regulations and accompany- 
ing press releases issued by the 
National Production Authority in 
recent weeks would regard the 
outlook as very gloomy indeed. 
For these regulations call for a 
50‘; reduction from the 
period in the consumption of 
steel in the production of most 
consumer goods in the first quar- 
ter of 1952, and a much more 
drastic cut in the use of copper 
and aluminum 


base 


Comments have been received 
from a number of manufacturers 
of appliances on the outlook for 
1952 and these will follow this 
summary of the situation. This 
editorial analysis, however, is 
based primarily on authoritative 
information received from other 
sources as well as on a careful 
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study of problems of supply and 
demand. ; 

The basic problem concerns the 
defense program and its demands 
on our metal supplies. 

The outcome of the negotiations 
in Korea may have little bearing 
on the situation. Whether the “po- 
ice action” continues there or is 
iollowed by an uneasy truce, it 
is generally assumed that our 
military preparedness program 
will be continued — not as plan- 
ned, for it is now far behind 
schedule, but probably at a stead- 
ily accelerated rate. 

The lag in the defense program 
has been due largely to continued 
rapid improvements in our prin- 
cipal weapons of war. Plane and 
tank designs of only six months 
ago are obsolete today; which ex- 
plains the reluctance to stand- 
ardize on 1951 designs and start 
mass production programs. 

Irrespective of the progress of 
the defense program, the basic 
fact remains that military de- 
mands cannot be expected to cut 
so deeply into our available sup- 
plies of steel, aluminum, and some 
other materials as they did in the 
years immediately 
Pearl Harbor. 


Some 


following 


recognized authorities 
say there would be plenty of steel 
today for all military and essen- 
tial civilian production if it were 
not for the artificial demands 
created by governmental restric- 
tions. For under the CMP pro- 
gram there is a general tendency 
tc ask for larger allotments of 
metals than will be needed, as a 


1952 prospects 


safeguard against a possible scal- 
ing-down by NPA of the quan- 
tities There is no 
penalty for making excessive de- 


requested 


mands. 
Steel production expanded 


An important factor in the 
equation is the recent and cur- 
rent rapid expansion of our steel 
Production 
of steel in 1951 was approximate- 
ly 20‘. greater than in 1944, the 
peak year of the war effort, and 
there will be a further substan- 


production facilities. 


tial increase in production capa- 
city of nearly 15% 
next two years 


during the 


And, too, military demands on 
our steel supplies are far below 
what they were during the years 
of World War II 


there was a 


For one thing, 
ship- 
building program then, while we 
have nothing of that kind today, 
in progress or in prospect. 


tremendous 


For a considerable period dur- 
ing World War II, substantially 
more than one-third of all the 
available steel supply was being 
used in the war effort — in guns, 
tanks, planes, ships, supplies to 
In striking con- 
trast, no more than about 10‘: 
to 12‘. of our current steel sup- 
ply is being used in the defense 


our allies, etc. 


program. 

Accordingly, regardless of cur- 
rent CMP allotments, some lead- 
ing manufacturers do not seem to 
think that their 1952 production 
programs will be seriously affect- 
ed by steel shortages. For while 
reductions 


the general industry 
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in CMP allotments are widely 
publicized, usually there is little 
publicity when manufacturers get 
some relief from NPA. 

The aluminum situation, too, 
is by no means so gloomy as it 
is frequently pictured. Tremen- 
dous quantities of aluminum are 
required in the defense program 
— and, particularly, in the con- 
struction of a modern bomber, 
which is more or less armor- 
plated with aluminum. But the 
production of aluminum has been 
and is being increased so rapidly 
that some manufacturers expect 
by the end of the current year to 
be getting about all the aluminum 
they need. 


Copper shortage acute 


The copper situation, however, 
is another story. Production 
could not be increased to take 
care of military and 
civilian needs. In consequence, 
there is an acute shortage of cop- 
per which is expected to get 
worse as the months go by. The 
supply of copper will probably 
be the controlling factor in the 
supply of many household appli- 
ances. 


essential 


Since copper is an_ impor- 
tant component in most electrical 
household appliances, and _suit- 
able substitutes have not been 
developed, the supply of appli- 
ances, radio, and television sets 
will, undoubtedly, be consider- 
ably smaller than the supply 
made available to dealers in 1951. 
However, the demand for “con- 
sumer durable goods” including 
appliances is expected to be some- 
what less also in 1952. There- 
fore the disparity between sup- 
ply and demand will not be as 
great as one might expect from a 
simple comparison of expected 
production for 1952 and actual 
production in 1951. 


The buying of “consumer dur- 
able goods,” in particular, has 
been very heavy since the end 
of World War II. In actual phy- 
sical volume, appliance sales 
since the war have been running 
considerably above the prewar 
rate. This means that the ac- 
cumulated shortages of the war 
years have been pretty well sup- 
plied. After the Korean “police 
action” started in 1950, there was 


an inventory building boom for 
several months, with such heavy 
buying that both wholesale and 
retail inventories were built up 
to levels far above normal. 

But the inventory - building 
boom subsided during the early 
months of 1951. Since then the 
buying has been down to a reas- 
onably normal level, and whole- 
sale and retail inventories have 
been reduced. 

End-of-the-year statistics indi- 
cate that sales of appliances in 
1951 were approximately 10‘: 
less than sales for 1950. Sales of 
refrigerators were down 30‘: in 
1951 in comparison with 1950, 
but heavy gains were experienced 
in 1951 in sales of some of the 
newer appliances such as disposal 
units, dishwashers, and home 
freezers. 

Statistical experts of the Na- 
tional Electrical Manufacturers 
Association expect 1952 sales of 
household electric appliances to 
drop from 10° to 25‘: under 
1951 sales, with the average de- 
crease running approximately 
15°. If materials supplies are 
such as to permit production on 
this basis, manufacturers and 
dealers may find that maximum 
selling effort will be required to 
maintain sales at the same pace 
as production. 

Many factors will affect con- 
sumer demands in the coming 
year. Higher taxes, credit con- 
trols, and high prices will keep 
some prospective purchasers out 
of the market. On the other hand, 
the expanding defense program 
should provide reasonable assur- 
ance of continued _ prosperity 
through high level employment 
and high level earnings, provided 
that those in the government re- 
sponsible for determining the pat- 
tern of business will be realistic 
in their planning, and will utilize 
the industrial facilities of the 
country with a minimum amount 
of disruption of industrial activi- 
ty. 


Outlook for 

housewares is good 

@ THE YEAR 1952 will bring the 
greatest period of industrial ex- 


pansion this country has ever 
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known. Some 24 billion dollars 
will be spent by American indus- 
try in order to meet defense re- 
quirements and civilian needs 
simultaneously, reports John 
Reidy, vice-president and sales 
manager, Casco Products Corp. 

Despite the tremendous ex- 
pansion of production facilities in 
the United States, there will not 
be a parity of output for defense 
and civilian goods. The bottle- 
neck in ’52 will center about cri- 
tical raw given top 
priority for the defense of our 
country. 


materials 


Once again, manufacturers are 
beating a well-trodden path to 
the National Production Authori- 
ty Appeals Board to plead their 
hardship case for this or that cri- 
tical metal. Government alloca- 
tions for civilian goods have been 
cut drastically in order to accel- 
erate a lagging defense program 
Such cutbacks will 
themselves in the months ahead 
in reduced output 


manifest 


At present, the outlook for gen- 
No real 
by the 
manufacturer until the half-mark 
of 1952 


terials and finished goods in the 


eral housewares is good 
shortages are expected 
Inventories of raw ma- 


trade are expected to supply the 
consumer demand until the June 
market. However, there will be 
some exceptions 


Consumer buying to be high 


Consumer purchases will step 
up, in our opinion, as the wheels 
cf industry spin at a greater pace 
with resultant increased take- 
home pay. It is our predicti 
that the first and second quarter 
of 1952 will be far better than 
last year. 

Distributors and dealers are 
sternly admonished not to follow 
a plan of buying comparable to 
the first quarter of last year. 
Heavy anticipatory purchases can 
upset the general supply cart and 
throw the industry into a turmoil. 
The best insurance against pos- 
sible acute shortages in the 
months to come is a normal rate 
of buying according to consumer 
needs. 

Don’t cast aside your selling 
tools as you slowly get back in 
the driver’s seat. The lessons 
learned prior, during, and after 
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World War II should not be for- 
gotten. Selling, merchandising, 
and customer good will are all es- 
sential tools of good business and 
must stay sharp at all times. 

How you fare in 1952 depends 
on how you act. Keep cool. Buy 
only what you need. Chances are 
there will be enough housewares 
to fully go around the trade. 


Consumer goods drop 
certain for 1952 


@ As INDUSTRY enters the new 
year of 1952, it is faced with the 
steadily mounting demands oi 
defense production and a corres- 
ponding drop in the output o! 
consumer goods, reports Gwilym 
A. Price, president, Westinghouse 
Electric Corp. 

This trend became increasing- 
ly apparent in the last six months 
of 1951 as orders for military 
equipment of all kinds began to 
rise in volume and restrictions 
on the use of critical materials 
were made tighter and tighten 
At Westinghouse, for example, 
more than 40 per cent of all the 
company’s unfilled orders at the 
end of 1951 were for direct de- 
fense needs. 

Despite these severe handicaps, 
however, production of consum- 
er products during the past year 
at Westinghouse was down only 
10 per cent from the record year 
of 1950. This was achieved main- 
ly by the use of alternate ma- 
terials, by design changes that re- 
quired use of less critical items, 
and by reduction of scrap losses 

It is anticipated that even deep- 
er cutbacks on civilian goods out- 
put will be called for during the 
first six months of 1952. But, 
barring the event of an all-out 
war, the situation should begin 
to show improvement by the fall 
of the coming year, as supplies 
of materials such as copper, steel, 
and aluminum 
available 


become readily 


Air conditioner sales 
made history in 1951 
@ THE GREATEST period in room 


air conditioner sales history, B. A. 
Mitchell, president, Mitchel] 


Manufacturing Co., predicted for 
the year 1952. 

Mr. Mitchell made his predic- 
tion as part of an announcement 
that 1951 room air conditioner 
sales by his Chicago firm out- 
stripped those of 1950 by a full 
504 per cent. 

Cause of the upsweep in room 
air conditioner sales was laid to 
the “slow but sure education of 
the individual consumer in the 
facts of air conditioning,” Mit- 
chell explained. “The consumer 
is learning that, for 
cost, summer comfort is available 


moderate 


in a_ self-contained, fashion-wise 
appliance 

“No longer is the would-be con- 
sumer possessed of the notion 
that room air conditioners are a 
luxury item. On the contrary, 
the public has become aware of 
the fact that summer comfort is 
fully as important as winter com- 
fort and is considerably less ex- 
pensive.” 

A survey conducted by the 
Mitchell company showed many 
dealers reporting that the usual 
problem of slack summer months 
in the major appliance field was 
alleviated by 
conditioners 


sales of room air 
In fact, the survey 
showed that in some cities room 
sales in these 
months topped those of television 


air conditioner 

These facts have made room 
air conditioners into as basic a 
commodity for the major appli- 
ance dealer as_ refrigerators, 
washing machines, clothes dry- 
ers, and TV sets, Mitchell explain- 
ed 


Military needs will cut 
radio and TV production 


@ New PLANTS, now complete or 
under construction, will add in 
1952 to the facilities for military 
production already provided by 
conversion of floor Space prevl- 
ously used for manufacture of 
television and radio sets. We ex- 
pect in 1952 that military produc- 
tion by the G. E. Electronics Divi- 
sion will more than double the 
1951 total and will account for 
more than half of the Division’s 
business, says Dr. W. R. G. Baker, 
vice-president, Electronics Div., 
General Electric Co. 


Production of radio and televi- 
sion sets by the electronics in- 
dustry will be substantially re- 
duced by government restrictions 
and will obviously decline from 
1951 

Production of General Electric 
radio and television receivers in 
1952 will be curtailed to a degree 
that we believe the demand for 
our product will far exceed our 
ability to produce 

There are today a total of 108 
television transmitters in opera- 
United . States, and 
stations 


tion in the 
these have a_ potential 
viewing audience of approximate- 
ly 61 per cent of the total popula- 
tion. It is doubtful whether new 
television transmitters in new 
markets will be on the air prior 
to late 1952 or 1953 because of the 
present freeze on issuance of 
Federal permits for construction 
and operation of new transmit- 
ters. Therefore, we estimate that 
the public demand for television 
receivers in 1952 will be substant- 
ially the same as that which ex- 
isted in 1951 

It is true that the sales of tele- 
vision receivers in 1951 in some 
of the large and older television 
markets such as Boston, New 
York, Newark, Philadelphia, 
Washington, Chicago, and Los 
Angeles, were substantially less 
than in 1950, and that the trend 
extend through 1952. We 
believe, however, that consumer 
demand in these older markets 
in 52 should hold up to the 1951 
level as a result of obsolescence 


may 


of small size picture receivers, 
elimination of the confusion in 
the minds of the buying public 
concerning color television, in- 
creased sale in the fringe areas 
due to the more sensitive type of 
receiver now available and the 
possibilities of increased trans- 
mitter power which may be ef- 
fective for at least a portion of 
1952 

Officials of the National Pro- 
duction Authority have indicated 
that metals which will be made 
available to the television § in- 
dustry in 1952 will allow the 
manufacture of 3,500,000 to 4,000,- 
000 television receivers. The in- 
dustry estimates about 4,300,000. 
These 


approximately 7,500,000 produced 


quantities compare with 
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in 1950, and 5,300,000 estimated 
for the year 1951. 

Estimates of industry produc- 
tion and retail sales for the last 
two months of 1951 indicate, 
with expected seasonal increased 
buying for Christmas, that only 
normal inventories of all makes 
of television receivers will be on 
hand at the end of 1951 at man- 
ufacturing, distributor, and dealer 
levels. 

The demand for home and port- 
able radio receivers has maintain- 
ed a high level for the past two 
years. A total of 9,750,000 home 
and portable radio units were 
produced and sold by the radio 
industry in 1950, and sales of 
8,200,000 units are expected in 
1951. It is estimated that material 
restrictions will reduce the sales 
volume in 1952 to approximately 
6,000,000 units, a reduction of 27 
per cent. There seems little doubt 
that there will be a shortage of 
radios throughout 1952 


TV production in 1952 
expected to equal 1950 


@ THE YEAR — 1951 — has 
seen the television industry attain 
maturity and prove its under- 
lying strength as a solid Ameri- 
can industry, 
year-end statement by 
A. Graver, 
miral Corp. 

“TV manufacturers have recov- 
ered from the severe sales slump 
in the first half of 1951,” he said, 
“and industry production has 
leveled off at 400,000 units per 
month, which is approximately as 
many sets as can be made under 
present allocations of critical ma- 
terials such as cobalt, nickel, cop- 


PAST 


according to a 
Richard 
vice-president, Ad- 


per, and steel.” 

Graver said that approximately 
5,000,000 TV sets were manufac- 
tured in 1951, as compared with 
the production of 7,500,000 units 
in 1950, an abnormal year by all 
standards, but primarily because 
of a steady wave of scarce buy- 
ing. Production in 1952 should 
reach last year’s figure, barring 
all-out war or further restric- 
tions on our supplies of raw ma- 
terials, he said. 

Admiral is benefiting from a 
metal conservation program that 


was inaugurated 18 months ago, 
immediately after the Reds 
swarmed into South Korea, Mr 
Graver pointed out. This pro- 
gram, in conjunction with im- 
proved engineering 
has enabled the company to con- 
serve nearly one-third of all the 
metals normally used 


techniques, 


“Prices have firmed in the past 
six months,” the Admiral vice- 
president said, “and any change 
in prices is bound to be upward 
since costs of raw materials and 
practically every phase of opera- 
tion are increasing constantly.” 


Copper all-important 
in washer manufacture 


@ Propucers of household wash- 
ers, dryers, and ironers will do 
“pretty well” in the 
quarter of 1952 to turn out 50 per 
cent of the units they made in 
their base period, according to a 
statement by George P. Castner, 
president, American Home Laun- 
dry Manufacturers’ Association, 
and general manager of the Beam 
Manufacturing Co., Webster City, 
Iowa. 

Steel, in Mr. Castner’s belief, 
will not be a controlling factor 
“Steel 


quarter are close to the 58 pe 


opening 


allocations for the first 


cent of base set for our industry 
for the final quarter of 1951,” he 
said. “With much greater restric- 
aluminum and coppe: 
for the first quarter, however, it 
will take quite a bit of juggling 
by everyone to match up those 


tlons on 


two metals with even 50 per cent 
of our steel base.” 

In discussing the steel situation 
Mr. Castner pointed out that “al- 
though we are not going to be 
able to get desired mill shipments 
we will be able to obtain ade- 
quate supplies from conversion 
programs, warehouses, and the 
gray market.” He added that the 
situation on steel, as of early De- 
cember, had “loosened up sub- 
stantially, with plenty floating 
around in the gray market, much 
more than at the end of Septem- 
ber. With greatly increased pro- 
duction of steel coming through. 
the critical position of copper and 
aluminum will control our in- 
dustry’s manufacturing situation.” 
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Outlook for wholesalers 
for 1952 is optimistic 


@ THE GENERAL business volume 
for the electrical distributing in- 
dustry will be maintained at a 
high level during 1952, according 
to Chas. G. Pyle, executive direc- 
tor of the National Association of 
Electrical Distributors. 

Both divisions of the association 
—the Apparatus and Supply, and 
the Appliance—report unusually 
high volume in 1951. The only 
upsetting factors in the 1952 pic- 
ture are the shortages resulting 
from the increasing demands of 
the defense program 

Controlled copper 
steel, aluminum—as well as nickel 


materials 


and other alloy metals are major 
components in the thousands of 
electrical apparatus and supply 
items, major appliances and elec- 
tric housewares, handled by elec- 
distributors. While the 
pinch will not be acute until the 
second half of 52, Mr. Pyle points 
out that already it is being seri- 
ously felt in 
products, with distributor inven 


trical 


copper wire mill 
tories at a dangerously low level 
Expansion programs are now un- 
derway and the copper situation 
will be improved as a result, but 
this is not an immediate prospect 

Encouraging to the electrical 
distributing industry is the fact 
that with the defense program 
really beginning to function and 
much civilian industry operating 
at a very high rate, more and 
more industrial plants are faced 
with the need of expanding elec- 
trical facilities such as power dis- 
tribution systems and _ lighting 
Mr. Pyle estimates that any de- 
crease in commercial, institution- 
al, and residential markets of the 
electrical distributor in 1952 will 
somewhat be offset by the in 
crease in their industrial markets 

So far as the electrical appli- 
ance situation of electrical distri- 
butors is concerned, they are 
moving into 1952 in a much better 
inventory condition — inventories 
are approaching a moderate level 
Stocks are lower as of January 1, 
1952, than at the same date in 
1951, and some surplus of inven- 
tory by the spring of 1952 may 
prove beneficial in view of antici- 

(Continued on page 103) 
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PRODUCT PROMOTION 


(Left) This 8-foot-high display case 
contains three shadowbox sections, each 
equipped with three glass shelves. The 
smaller housewares are placed on these 
shelves, and larger ones go below on 
another well-lighted shelf. Electrical 
outlets are available for quick demon- 
stration — such as the coffee maker at 
right which is actually in operation. 
(Below) One show window is devoted 
permanently to housewares at Labiche’s, 
New Orleans. 





Electric housewares bar 


can double your store traffic 


At least 75 per cent of housewares sold are for gifts. 
Why not develop a gift-shop appearance? 


by Robert A. Latimer 


@ Many oF THE problems of elec- 
tric housewares retailing have 
disappeared at Labiche’s, Inc., 
New Orleans, La., since the man- 
agement developed a compact 
“electric housewares bar,” which 
is designed to make housewares 
look good to the passerby. 

Al Labiche, head of the store, 
feels that many housewares sales 
are lost because the relatively 
small units are difficult to see in 
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comparison with the major appli- 
ance displays in the store. 

He also feels that there is too 
much mass display of many var- 
ieties of electric housewares items 
side by side on a shelf or table, 
which takes the individuality 
away from separate units. 

To centralize all electric house- 
wares carried in the _ store, 
Labiche’s built its novelty bar 
unit, which closely follows the 
lines of a cocktail lounge. 

The display unit, occupying a 
space of approximately 15 feet, 
consists of a backbar wall-case 
and a counter in the front, both 
following the form of a shallow 
“yy” 


The wooden case unit at the 


Billion-dollar volume . . 





rear stands 8 feet high, and con- 
tains three shadowbox sections, 
similar to jewelry store cases, in 
which are three levels of glass 
shelving 

At waist-height, 
large, brilliantly lighted separate 
shadowbox, for 


below, is a 


top-appealing 
About 50 
including 


seasonal housewares 


items can be shown, 
electric clocks, 
makers, watflebakers, 
grills, mixers, juicers, and electric 


toasters, cottee 


sandwich 


roasters 
The counter in front is plain, 
and serves as a demonstration 
surface for the housewares, Mr. 
Labiche indicated. Below the sur- 
face, at a convenient height, are 
(Continued on page 106) 


NEMA housewares section 


outlines 1952 program 


@ “THE ELECTRIC housewares in- 
dustry has finally hit on a suc- 
cessful formula for achieving the 
goal of a sales volume of a billion 
dollars a year,” according to J. P 
Mcllhenny, chairman of the sales 
promotion committee of the elec- 
tric housewares section, National 
Electrical Manufacturers Associa- 
tion, and vice-president in charge 
of sales for Waring Products Corp. 

Mr. MclIlhenny’s observation 
was part of the preview of the 
1952 Electric Housewares Gift 
Campaign presented to industry 
officials recently at a meeting in 
New York sponsored by NEMA’s 
electric housewares section. 

Included in the featured speak- 
ers for the meeting, in addition to 
Mr. MclIlhenny, was Gordon Rit- 
ter, 1951 chairman of the electric 
housewares section, NEMA, and 
director of sales for the electric 
housewares division of Arvin In- 
dustries, Inc. 

In outlining the program for 
1952, it was explained that the 
widened scope of the campaign 
was based on the tremendous 
dealer acceptance of the 
selling idea. 


basic 


Five ways in which the pro- 
A p 


gram will be intensified are 
through: 

(1) A larger and more widely 
circulated retail 
plan book: 

(2) A greater mass distribution 


merchandising 


of the industry’s new campaign 
poster; 

(3) A larger display kit; 

(4) An expanded trade paper 
campaign; and 

(5) A newly added 20-city re- 
search study. 


Spring Plan Book 


The new Spring 32-page Plan 
Book, which will be available free 
to dealers at a later date, was pre- 
sented at the meeting. One-hun- 
dred thousand copies of the plan 
book, which is the largest in the 
campaign’s history, will be dis- 
tributed to gain, it is believed by 
industry members, the greatest 
dealer saturation of any national 
local level campaign 

Figures that released 
show that the plan book will go 
to approximately 68,000 retailers 
The remainder will be distributed 
in the following way for fullest 


were 


market coverage: manufacturers, 


9,000; distributors, 9,000: area 
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6,000; electric light 
and power companies, 1,000; elec- 
1,000; 


3,000; and miscellaneous, 3,000 


committees, 


tric leagues, newspapers, 

It was pointed out that the plan 
book places a greater emphasis on 
visual merchandising aids, giving 
dealers a large choice of display 
ideas which can be set up at little 
cost without the need of special 
material 


New advertising approach 


A new approach to electrical 


dealer advertising, which is in- 
cluded in the plan book, was also 
explained at the 


book contains three pages of re- 


meeting. The 


duced-size advertising layouts, 
six pages of matted headings, and 
six pages of matted product illus- 
trations 

Through the Bureau of Adve: 
tising, any daily newspaper can 


obtain a complete set of mats 
which would then be available for 
dealer use 

Mass distribution of the indus- 
try’s new three-color poster will 
be obtained by making it a physi- 
the plan book. The 
poster is stitched into the center: 
fold of the plan book 
with instructions on its use 


cal part of 


together 


Display hit 


A 72-piece display kit, the larg 
est ever offered by the section, 
was also presented at the meet- 
$3.95, it 
spokes- 
men to be the lowest-price com 
plete kit ever offered 


The 1952 gift campaign will also 


ing. Costing the deale 


is believed by industry 


be expanded through the trade 
press, it was announced. The ben 
efits to the dealer in tying in with 
forth 
trade 


the campaign will be set 
in both 


paper articles 


advertising and 


It was also announced that a 
research study to be held in 20 
cities would be carried out short- 
ly after the first of the year. The 
object of this study will be to test 
additional ideas for development 
and implementation in a late 
phase of the 1952 campaig: 
marks the 
of the current gift 


January one-yea! 
anniversary 
campaign which was inaugurated 
at the 1951 Chicago Houseware 
Show. Slides depicting _ the 


(Continued on page 106) 
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SERVICE 


Housewares service problems 


by H. E. Putnam 


Customer Service Manager 
Landers. Frary and Clark 
New Britain. Conn. 


This article is adapted from a talk 
made by Mr. Putnam before the an- 
nual conference of the International 
Association of Electrical Leagues. in 
New Orleans, October 10-13, 1951. 
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If you want your share of the expected increase 


in housewares sales, you must begin now 


to make that extra service effort 


@ SERVIC! 
presents a problem very different 
from major appliances, and can 
be approached by the dealer from 
another angle 


ON electric housewares 


The manufacturer has a very 


definite 


responsibility in such 


service handling 
repairs for both the dealer and 


consumer. 


procedure in 


The day of the manually op- 
erated toaster, the non-automatic 
the 
iron, is fast fading. As mentioned 
before, we have entered the era 
of more or less intricate auto- 


percolator, non-automatic 


matic appliances which cannot be 
repaired by the man of the house 
or the Jack-of-all-trades around 
the corner. 

Just as in the case of major 
appliances, the consumer is en- 
tirely dependent on experienced 


The first part of this article, 
on servicing major appliances, 
appeared in the December, 1951, 

issue of ELecrricaAL SouTH 


appliance mechanics in the event 
of product failure 
And once again, who does the 
look to for service? 
Naturally the dealer from 
whom he made his purchase. The 
dealer who is 


consumer 


not equipped to 
cope with this call for help has 
lost his foothold for making a fu- 
And, 


incidentally, the brand name of 


ture sale to this consumer. 


the appliance suffers as well. 
We do not advocate that the 
average dealer set himself up 
with a full-fledged service depart- 
ment for electric housewares. In 
fact, it would not be profitable for 
him to do so due to the large parts 
inventory necessary and the over- 
head involved in employing ex- 
perienced mechanics. Also he, no 
doubt, carries more than one line, 
meaning an involved operation. 


ELECTRICAL SOUTH for JANUARY, 1952 





For this reason the manufac- 
turer has appointed authorized 
service stations in addition to fac- 
tory-owned service branches 
which are capable of handling 
both in- and out-of-warranty re- 
pairs and the sale of parts. 

With the growth of sales in the 
industry, these chains of author- 
ized must be 
In the case of my company, where 
we had 45 
housewares 
now have 105 


stations increased. 
stations for electric 
two years ago, we 


1 


A comp: ii applies 
to our vacuum cleaner 
Further stations will be establish- 
ed as fast as we can find suitable 
and reliable agencies in the mar- 
ket areas where the sales volume 
has created a demand. This is 
prevalent throughout the indus- 
try. 


stations. 


These stations are set up and 
supervised by the field 
representatives to carry out the 


service 


service policies of the manufac- 
turer in the field and to eliminate 
the delay involved in forwarding 
appliances to the factory for re- 
pair. 

Manufacturers’ dream 


I believe it is the hope of all 
manufacturers that the day will 
come when all appliance repairs 
will be made in the field by the 
authorized station or the dealer 

The dealer should know his 
nearest authorized 
tions and know them well on 
every line that he This 
is necessary so that he may in- 
form the customer at the time of 
sale service may be ob- 
tained or so that he may forward 
defective appliances with dispatch 
accompanied by full information 


service sta- 


carries. 


where 


as to the defect and the warranty 
status 

The dealer and consumer are 
entitled to service at these 
tions in an efficient, 
and prompt manner. Reports to 
the contrary are welcomed by 
factory service managers who are 
endeavoring to uphold and raise 
the standards for such operations. 

The dealer or consumer has 
every right to expect that repairs 
will be processed within 24 hours 
after delivery of the appliance to 
these stations. 


Sta- 
courteous, 


When we take our watch, upon 


TV jumper cord designed to speed home servicing 


Tue TV sumpeR cord, a unique 


new service aid 
speed home servicing of televis- 


ion receivers, is now available to 


service technicians through Gen- 
eral Electric tube distributors 

The device, latest in a 
of service aids made available « 
servicemen, promises to be an 
important timesaver on 
service calls 


seri*s 


home 


The jumner cor] rves as a 
connector between tae two parts 
of the interlock after the back 
has been removed from the tele- 
vision set, automatically 
necting the power 

The jumper cord 
6-foot length of 18-gauge parallel 
cord 


discon- 
is simply a 


with an all-rubber female 
connector molded on one end and 
a miniature male connector sub- 
stituted for the conventional plug 


en the other 


which we are so dependent, to 
the jewelers, we want it back just 
as soon as possible. It is a ne- 
cessity. 

Why should we ask the house- 
wife to be long without her per- 
colator or toaster which has be- 
come a necessity on the breakfast 
table 365 mornings of the year? 
realizing the 
places on the 


I say this fully 
responsibility it 
service station and manufacturer 
as well. We in the appliance in- 
The time 


servicing of ap- 


dustry must accept it 
element in the 
pliances is an 
factor 

The 
thorized service station over the 
past 10 years has created a new 
industry within the appliance in- 
dustry. There are approximately 
700 agencies 


all - important 


development of the au- 


throughout the 
country which represent one or 
more manufacturer on an author- 
ized _ basis. 


Service organization 


A national organization of serv- 
ice agencies has been formed by 
some of the larger and more 
prominent stations to promote 
plans for efficiency in operation, 
closer co-ordination with the fac- 
tories which they represent, and 
of ethics. We 


to foster a code 
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designed to 


It eliminates one of the time- 
wasting annoyances of home 
servicing the location of a 
power source after the power has 
been disconnected 

Often, servicemen must craw! 
under or behind furniture or ac- 
tually move it to locate an outlet 
With the new device the service- 
man merely removes the back of 
the set, stands it in some con- 
ven'ent location, and plu the 
jumper cord into the two parts of 
the interlock 

Use of the jumper 
necessity for use of 


cord elim- 
inates the 
extension leads or cube taps 
easily be left behind 
when the job is finished. There 
chance of leaving the 


behind 


which may 


is little 


jumper cord because 
both ends must be disconnected 
before the back of the set can be 


replaced 


are counting on this association 
to help raise the standards of the 
average authorized station 
Shortly before the national ap 
pliance had 
their third annual convention last 
May in Philadelphia, a retailing 


publication published a number 


service association 


of news articles which were crit- 
ical of the field 


Many of the accusa- 


service station 
operation 
tions were true to an extent, and 
it didn’t do us any harm to hea 
the worst 


Improving field service 


This association did not become 
bitter and sit down to draw up a 
rebuttal, but put the bad 
on their discussion 
and set out to 


new 
agenda for 
find 


Improving a 


ways and 


means ol situation 
for which many of their member 
were not responsible 

This was proof enough to m 
that they mean business and will 
develop into a branch of our in 
dustry which will play a most im 
portant part in 
ture 


our service pi 
It is my belief that the indepen- 
dently owned service station is 
here to stay, and we ask the deal- 
er to learn to use these facilitic 
There will be cases where a sta- 


(Continued on page 105) 
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PRODUCT 


PROMOTION 


Complete kitehen service 
results in S100.000 volume 


@ THE FIRM oF Kilman and Bates, 
2371 No. Main St., Ft. Worth, 
Texas, sells complete steel kit- 
chens with major appliances by 
showing the prospect a floor plan, 
plus a colored-pencil sketch that 
gives an idea of how the kitchen 
will look completed. 

Kilman and Bates provides a 
turn-key service that results in a 
more satisfactory kitchen for both 
store and customer. If an installa- 
tion is to be made in an existing 
house where basic remodeling of 
the kitchen is required, they will 
undertake the entire job. 

Through sub-contractors, they 
take care of everything from in- 
stalling a new floor to decorating 
walls and ceiling and overhauling 
plumbing. 


Value of kitchen sales 


Jack Bates says last year’s ap- 
pliance volume of $100,000 result- 
ed from the sale of kitchens, and 
would have $50,000 less 
without kitchens. He estimates 
that his kitchen sales resulted in 
the sale of $15,000 worth of tele- 


been 


vision sets alone, and this, he 
says, is how it works 

“After we put in a complete 
kitchen for one customer, he 
came to us and bought an $800 
television set. Then he came back 
and bought a refrigerator. Finally, 
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Floor plans, colored pencil sketches, 


and sub-contracting entire 


by Baron Creager 


he came back the third time with 
a friend, who also bought an $800 
television set 

“We wouldn’t have sold the two 
television sets and the refrigera- 
tor if we had not placed that kit- 
chen. Our kitchen was good-look- 
ing and they liked it. During in- 
stallation we get well acquainted 
They decided they liked to deal 
with us, so we got the business.” 

Last year the firm sold 25 com- 


job impress prospects 


plete kitchens, approximately 
half of which went into houses 
that were being remodeled, or in 
which the kitchen was remodeled 
The average installation consist- 
ing principally of steel cabinets 
runs from $1,100 to $1,700, but 
where major appliances are in- 
volved it is a different story. The 
average complete kitchen is $2,- 
100, and one of these complete 
(Continued on page 104) 


Jack Bates, partner in Kilman and Bates, Ft. Worth, Texas, has found that 
the floor plans and colored elevation sketches which he renders for prospects 
help sell kitchen installations. He says it is not difficult to make the neces- 
sary sketches, and he seldom has to consult an architect or contractor. 
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Product Parade 





G.E. TV service guide 


GENERAL ELEcTRIC’s 1.ew, comprehen- 
sive television guide is now 
available to servicemen, dealers, and 
distributors. This 80-page publication 
is designed for easy “on-the-bench” re- 
ference, page opening flat, the 
paper dirt- and fingerprint-resistant 

This new 


service 


each 


guide contains schematic 
diagrams with circuit symbol numbers, 
tube locations, top and bottom chassis 
views and cabling diagrams on combi- 
nation sets, accurate information on 102 
General Electric chassis, plus 10 RF 
tuners used in 86 TV chassis. A pic- 
ture section identifies every post-war 
G. E. television set made from 1945 
through present production models in- 
cluding the 24 inch chassis, plus color 
code charts for resistors and capacitors 

The TV Receiver Service Guide is 
described as a must for every shop that 
has, or expects to get General Electric 
sets for servicing. The guide is priced 
at $1.00, and is available from General 
Electric, Syracuse, N. Y 


e 
Electric dehumidifier 


THe Meier Nu-Air electric dehumidi- 
fier is so compact—18%% x 154% x 12 
inches—that it may be used in closets, 
under counters, or in small storage 
spaces 


The unit uses no chemicals. It plugs 


in like any electric appliance. Destruc- 
tive dampness is eliminated that causes 
mildew, rot, mold, rust, warping, and 
sweating walls 

Formerly unusable space can be con- 
verted into storage or living quarters 
or a basement playroom 

The unit removes up to three gal- 
lons of water from room air every 24 
conditions of 
A built-in 


condensed by the 


hours, depending upon 
humidity and temperature 


tray collects water 


unit, or a standard garden hose may be 
attached to the fitting and 
through any drain. 

Complete details are available from 
Meier Electric and Machine Co., Inc 
Indianapolis 7, Ind 


disposal 


a 
Aluminum iron base 


THE NEW Westinghouse open-handle 
iron—an open-at-the-front handle—is 
available in a light-weight, aluminum 
base model, according to the electric 
housewares department of the Westing- 
house electric appliance division, Mans- 
field, Ohio. 

The open-handle iron was introduced 
last fall with a cast-iron base or sole 
plate The cast-iron model weighs 4 
pounds and the aluminum-base model 
weighs 3 pounds 


& 
Casement-window fan 


THe Twrnpo-Fan, custom-built for 
casement windows, has been announ- 
ced by Kisco Co., Inc., 2400-40 DeKalb 
St., St. Louis 4, Mo. 

The fan, which is available in two 
models to fit most standard metal case- 
ment windows, is installed within a 
few seconds by removing the window 
screen, setting the fan into the open- 
ing, and clamping into place with the 
clips provided for the window screen 

The new window fan is equipped with 
two 12-inch blades and a three-speed 
control. It is mounted in resilient rub- 
ber for quiet operation and is equipped 
with a closely 
protection 

The Twindo-Fan is finished in a 
cool Nile green, and is guaranteed for 


woven safety grill for 


five years by the manufacturer 
e 
Remington air conditioners 


Remincton Air Conditioning, Division 
of Remington Auburn, N. Y 
has begun full production of their 1952 
line of room air 


Corp., 


conditioners 
Outstanding addition to the line i 
the new Remington Model 4 “Roomette 
1 3-hp unit 
signed unit with a French grey, furni- 
ture 


This is a distinctively de- 


steel cabinet and harmonizing 
one-piece, front louvres of Flemish oak 
“Down-Flow” draft- 
free distribution of conditioned air with 
no need for adjustments. The “Room- 


prov ide all the 


These provide 


ette” will benefits of 


true air conditioning at a minimum 


cost 

The Remington line for 1952 will also 
feature 1-hp and 1'2-hp “Moisture 
Magnet” dehumidifiers. Each unit is 


ELECTRICAL SOUTH for JANUARY, 1952 











Sell the hadt the 
‘um with a tard. 
Surface, Us the 

eral Mills Tu 
lion with the 
Pamachaone, soleplate 


95 











designed especially for commercial and 
industrial use and for satisfactorily 
handling moisture removal in areas too 
large for the ordinary household de- 
humidifier 

Basic design of these dehumidifiers 
is very similar to the Remington Lead- 
er model air conditioners. In fact the 
Leader model air conditioners may be 
readily converted to dehumidifier use. 
Remington has, therefore, termed their 
standard Leader Model 1-hp and 1'2- 
hp air conditioners, “dual purpose 
units.” 

The balance of the 19. Remington 
line includes 42-hp and 34-hp window- 
model air conditioners, 1-hp and 1'2- 
hp console Remington will 
continue its significant feature of 
genuine dark mahogany or blonde 
wood cabinets that are interchangeable 


models 


on all console models 

The Remington 1-hp and 1!2-hp 
Leader Model air conditioners are de- 
signed particularly for installations 
where appearance is secondary to eco- 
nomy and high cooling power—such 
installations, installations 
where the enclosure is to be custom 
designed, and industrial and commer- 
cial applications 


as remote 


* 
Iee cube maker 


A REVOLUTIONARY TYPE automatic ice 
cube maker for commercial use has 
been added to the extensive refrigera- 
tion products line of Frigidaire Divi- 
sion, General Motors Corp., Dayton 1, 
Ohio. 


The new ice cube maker has been 
especially designed to meet the tre- 
mendous demand for solid, clear, rec- 
tangular ice cubes in hospitals, soda 
fountains, institutions, hotels, taverns, 
restaurants, cafeterias, and other places 
where quantities of ice cubes are re- 
quired for cooling beverages or for 
various other purposes. This new pro- 
duct will manufacture up to 5000 clear, 
solid sanitary ice 
period 

The compact, all steel cabinet re- 
quires only a small amount of floor 
space, is table height and will fit into 
corners, as under counters. Dimensions 
are 44-1/4 inches long, 31-1/2 inches 
wide, 38-5/8 inches high 

Access to the cube storage bin is pro- 
vided by an insulated door on the left- 
front side of the cabinet. The inside 
front of the bin pulls out and down in 


cubes in a 24-hour 
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such a fashion as to bring the cubes 
out front for quick and easy removai 
It has a storage capacity of 100 pounds 
The cabinet walls around the storage 
section are fully insulated with a 3- 
Thus 
temperature is such in this compart- 
ment that cubes do not stick together, 
or melt 

Operation of the unit is simple and 
completely automatic. A continuous 
stream of circulating water flows even- 
ly over a refrigerated freezing plate so 
hat a slab of ice is built up on the 
plate. When the slab of ice has frozen 
to a preselected thickness, a thermosta- 
tic switch shuts off the flow of water 
and causes hot refrigerant gas to enter 
the freezer and release the ice slab 
allowing it to slide onto a unique cube 
cutting grid. The ice manufacturing 
process starts again soon after the slab 
has been released. 


inch thickness of fibrous glass 


The cutting grid consists of very low 
voltage electrically heated wires placed 
at right angles to each other. Pull of 
gravity plus the small amount of heat 
in the wires, cut the ice into solid, dry 
cubes, which drop down into the 
storage bin below, ready for use 


° 
Universal Jet 99 cleaner 


TAKING A TIP from surveys indicat- 
ing what women want In a vacuum 
cleaner, Landers, Frary & Clark, of New 
Britain, Conn., has introduced a com- 
pletely new super-type vacuum clean- 
er with increased power plus improved 
tools to remove more dirt, dust, and lit- 
ter from the home, and to clean rugs 
and home furnishings better, faster 
and easier 

Coupled with an exclusive rug noz- 

with a floating brush which picks 
reads, lint, and dog-hairs and is 
siomed to vive maximum contact suc- 
tion from one end of the nozzle to the 
other without clinging to the rugs, the 
jet power creates a super suction of 
one half million cubic inches of air 
every minute. It gets all the embed- 
ded dirt quickly without wear even 
over new modern type rugs, and with- 


out going over the same spot again 
again 


The Jet 99, as the new 
called, was especially designed to empty 
easily with its new Presto-Matic Dirt 
Disposal feature. It empties in just 2 
seconds by pressing a small button on 


cleaner is 


the top of the cleaner, lifting the lid, 
and tossing away the paper filter bag. 
There is no dust bag to empty, no 
cans or filters to shake out, no heavy 
duty motor or tops to lift off, no up- 
ending to get at the bag, and nothing to 
wrestle back into place 

Perfectly balanced to glide and pivot 
as the homemaker turns, the slightest 
motion in any direction moves the Jet 
99. It is built to stand on stairs and 
will not tip or slip off treads. Com- 
pact and balanced for easier carrying, 
it carries like an overnight case up- 
stairs, downstairs, or all around the 
house 


For “Room-Easy” cleaning the new 
Universal Jet 99 follows the operator 
around as she cleans in room after 
room. It is compact, stores easily in a 
closet, on a shelf, or under a table. A 
detachable extra length cord which 
serves double duty as an extra exten- 
sion makes cleaner storage easier. The 
cord may be coiled and hung on a hook 

In addition to the exclusive rug noz- 
zle with the floating brush there is a 
“Serva-Tool” set to take care of 99 
cleaning tasks in the home 
include an _ oval 


The tools 
brush for 
screens, and linoleum; round soft bris- 


floors, 


tle brush for dusting furniture, lamp 
shades, etc.; crevice tools for radiators, 
baseboards, and in-between cleaning of 
upholstered furniture; upholstery noz- 
zle; triple duty gun for paint, 
floor waxes, and insecticides; and a 
demother for protection of furs and 
wooiens 


spray 


e 
Kelvinator refrigerator line 


“TODAY'S MOST-WANTED features” are 
included in the 1952 line of Kelvinator 
refrigerators, according to the Kelvi- 
nator Division of Nash-Kelvinator 
Corp., Detroit 32, Mich 

Two models in the line are equipped 
with Kelvinator’s new “magic cycle” 
self - defrosting 
which permits complete and rapid auto-~ 


high - speed system, 
matic defrosting without resort to elec- 
trical heating devices 
Other features include cold-clear-to- 
freezer 
chests, door-shelves, butter chests, con- 
trolled humidity, and color highlights 
The new “magic cycle” system op- 
erates by means of a simple variation 
in the normal refrigeration cycle. In- 
stead of discharging heat in the usual 


the-floor design, horizontal 
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THE LINE FOR 
YOU IN '52 


way, during defrosting the freon re- 
frigerant carries natural heat from the 
refrigerator mechanism to the evapora- ‘ , 7 
tor or frozen food chest Kisco, the Originator of Floor Model 

This accomplishes the defrosting Circulators, continues to set the pace. 
without the addition of high-temper- and ready availability and prompt delivery 
ature heating elements, complicated assure you of Steady, Full Profit Sales! 


controls, and wiring systems. By work- DEALER HELPS ARE 
ing on the frost from the inside out, yYOurRS FOR THE ASKING 
Ge warm relrigerant gets quick re- National Magazine Advertising in LIFE, 
sults, so that ice cream and frozen foods “ ieee “i , 
remain safely frozen and food compart- Saturday Evening Post, Better Homes & 
ment temperatures stay properly low Gardens and Country Gentleman is 
during defrosting backed up with plenty of Dealer Helps 
The new refrigerators range in size Hard-hitting Promotion aids... Newspaper 
from 7 to 12 cubic feet. The 12 is a mats, Direct Mail Broadsides, Enclosures 
two-door model with a built-in “home and Animated Display material. 
freezer” across the top, separately in- " 
sulated and separately controlled. Its 
lower food compartment is kept cool TOPS 
by refrigerating tubes in the walls, and In Style! 
by a special metal plate called the 
“humidiplate” which - also controls 
moisture, and defrosts automatically. TOPS 
There are two 11-cubic-foot models, In Quality! 
one with the new “magic cycle” auto- 
matic defrosting. Both have full-width 
frozen food chests. Three models in TOPS 
the 8- to 9-cubic-foot size offer a choice 
of full-width or side freezer chests, and 
full-width freezer with “magic cycle” 


In Value! 


automatic defrosting. For special use TOPS 

where space Is at a premium are two l nail xe . Janvory 17-24 
7-cubic-foot models, with side or full- n Booth 384 
width freezer chest. Performance! REGAL- AIRE 

VERSATIL-AIR 
© 


Exhaust fan ns a x 


A new 20-1ncH Window-Aire ex- 
haust fan has, been added to their 1952 
Handybreeze fan line by Chicago Elec- 
tric Mfg. Co., Chicago 38, Il 

Powered with a permanently lubri- 
cated 1/12 hp General Electric mo- 
tor, the fan is sufficiently powerful to 
cool apartments, small homes, offices, 
or stores, and is made to fit any win- 
dow from 2934 inches to 38 inches wide 


SERVUS TABLE 


The deep pitch 20-inch fan blades 
are safely screened to prevent acci- 
dents and are capable of delivering 3500 
cubic feet of air per minute. A three- 
speed selector switch provides low, 
medium, or high speed 








The Window-Aire will retail for 


$59.95. 2400-40 DeKALB STREET - ST.LOUIS 4, MO. [MSddabtenhls 
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4 
E Name the toast > 
You'd like to try 
a & 
5®@ @ ; 
B This toaster Pops ‘ 
extra high! 


(remeral Milly 4 7 
. Be Trctye 


The four different colored electric 
blankets in the Universal line are 
shown in this Sleep Shop display. 


Universal — 
Electric blanket display 
These individual matched displays on the General Mills Tru-Heat iron and oo poly nal ata em 
automatic toaster, each displaying the basic features of the appliances, are ; recap tees weer ay eee siete aces 
now available, along with additional dealer sales help items. any dealer, large or small, with a 
complete electric blanket department 
The display, in a natural-looking, 
wood-grained composition, is designed 
General Mills — room chairs with “Arvin Television” to conserve floor space. At the same 
e stenciled on their canvas backs, a time, the display shows the blanket 
Matched displays counter topper, a plastic-and-steel out- line to its fullest extent in an open 
INDVIDUAL MATCHED displays in full side sign with space for the dealer's view of the four different colored blan- 
color for the General Mills TruHeat name, a three-color illuminated win- kets in the Universal line 
iron and automatic toaster sponsored dow sign, inside and outside car and Information regarding display may 
by Betty Crocker are now available bus cards, radio spot announcements be obtained through Universal distrib- 
“Both displays are themed to the na- TV films, and newspaper mats in a utors or from Landers, Frary and Clark, 
tional advertising campaign on “It’s the variety of sizes. New Britain, Conn 
Shape that Makes the Difference!” and 
“This Toaster Pops it Extra High!” The 
displays are designed to “sell” custo- 
mers, “train” retail sales people, and 
“display” the basic features of the ap- 
pliances. 
Additional dealer sales help items 
are included in both packages, avail- 
able from General Mills Home Ap- 
pliances, 1620 Central Ave., Minneap- 
olis, Minn 


Arvin — 
Local promotion aids 


FOURTEEN SALES aids for use at the 
local dealer level have been designed 
and produced for Arvin’s newly an- 
nounced 1952 TV and radio lines, com- 
plementing the national advertising 
program 

Two new inside displays are the 
stand-out creations for the 1952 pro- 
gram. The full-line wall display will 
accommodate 12 radios, two TV con- 
soles, and two radio-phono combina- 
tions, as well as electrical housewares Two TV 
The “rainbow radio” display will ac- 
commodate three to six table radios 

Other sales promoters include show- 


consoles and 12 radios can be displayed with this full-line wall 
display now being made available to dealers by Arvin distributors. Radio- 
phono combinations and Arvin electric housewares can also be displayed to 


store traffic with the unit. 
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Names and Faces 





onal 


tout 


Exclusive Patented SPRING-SUSPENSION 
for QUIETNESS that SELLS! 


No other fan can match the below-a-whisper quietness that means 
faster surer sales with Internationals! With all moving parts 
entirely cradled in resilient springs within the cabinet, International 


H. A. Pendergraph, right, south- 
eastern division manager in Atlanta 
for White Products Corp., is con 
gratulated by A. D. Vining, vice- 
president and general manager for 
White Products, on his being select- 
ed as the “man of the year” for 
outstanding achievement in water 
heater sales. Mr. Pendergraph 
earned the title by selling more 
water heaters than any other di 


Vision manager. 
* 
W. B. Reynolds Co.. M & M Bidg., 


Houston, Texas, has been named rep- 
resentative in the states of Texas, Okla- 
homa, Louisiana, Arkansas, and Mis- 
sissippi for Camfield Mfg. Co., Grand 
Haven, Mich 

The Reynolds Company represents 
several other well-known appliance 
manufacturers and was established in 
1945. Prior to founding the company, 
Bill Reynolds represented the Sun- 
beam Corporation for many years, and 
pioneered that line in 1931 


W. F. Manus has been named execu- 
tive vice-president of Kenrow, Inc., 
electrical wholesale distributors, At- 
lanta, it was announced by Vance C. 
Woodcox, presideni 

Mr. Manus has been with Kenrow 
since its organization in 1949 


Walter Dietz, head of the Electrolux 
Corp., New York City, is the new presi- 
dent of the Vacuum Cleaner Manufac- 
turers’ Association, according to an an- 
nouncement made recently by C. G. 
Frantz, secreiary-treasurer of the in- 
dustry organization. 

W. E. Slabaugh, Jr.. manager, vavowum 
cleaner division, Westinghouse Electric 
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fans eliminate hum and 


vibration actually 
sell themselves by offer 
ing MORE FAN for your 
customer's dollar 


The BEAUTIFUL 


_4nternalional Model C-20K 


@ Handsomely styled cabinet 


®@ Powerful 20-inch blades move 
more than 3300 cfm pe: minute 


@ Fits any window up to 44” width 


@ Two speeds 
® Guaranteed 


® Silent—Motor and blades float 


on springs 


The POWERFUL 


ternational Model 224-K 


@ Streamlined air-flow design 


@ Big 24-inch cloverleaf blades move 
more than 4200 cfm per minute 


@ Super-silent, spring-suspended 


motor and blades 


@ Fits any window up to 40” width 


® Guaranteed 


2) 


PLUS TWO BRAND-NEW 4nlernalional FANS TO HELP 
YOUR '52 SALES! a eres 


®@ 20-inch International Economy Window Ventilating Fan. Priced for fost, volume 
sales—the biggest value on the fan market. 


@ International Casement Window Fan .. . designed to help you tap the fertile 
apartment morket. Write for details on these new Internationals! 


WRITE OR WIRE 
TODAY 

for details on the 

complete 

line of spring- 


suspended fans! 


See them at the FURNITURE MART—512A 


FAN DIVISION, 
INTERNATIONAL OIL BURNER CO. 
3823 Park Avenue, St. Lovis 10, Mo. 


Please send me full details on your 1952 line of 
silent Internationals. 


Nome____ 
Address 


-  — : SS 
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Corp., Mansfield, Ohio, was elected 
vice-president. J. J. Downs, vice- 
president, Clements Mfg. Co., Chicago, 
and Oscar Mansager, general sales man- 
ager, the Hoover Co., No. Canton, Ohio, 
were elected to the executive board 

Mr. Frantz, president of the Apex 
Electrical Mfg. Co., Cleveland, is be- 
ginning his 33rd year as association 
secretary -treasurer 


Helen Kirtland has been named man- 
ager of the Hotpoint Institute by Hot- 
point, Inc., in a realignment of its home 
service facilities to broaden programs 
for retailers, distributors, and consum- 
ers 


Helen Kirtland 


Miss Kirtland formerly was associate 
editor of household equipment at Mc- 
Calls’ magazine, and has had broad 
experience in the appliance and related 
industries dating back to 1932, Edward 
R. Taylor, vice-president, said in an- 
nouncing the move 

She heads a home economics staff as 
part of the company’s merchandising 
department under the direction of Wil- 
liam E. Macke, merchandising man- 
ager, with responsibility for develop- 
ing home service activities tied in 
closely with sales, engineering, and ma- 
jor retail accounts 


John K. Gage, Jr., has been appoint- 
ed district manager for the Atlanta of- 
fice of the Sunbeam Corp. 

Mr. Gage was formerly with Sun- 
beam in their Wilkes-Barre, Pa., office 
His territory will cover most of Georgia 
and a small portion of Alabama 

He succeeds Joe Donahue, who has 
been transferred to the Baltimore divi- 
sion of Sunbeam 


Herbert F. Koether has been named 
to the newly created post of manager 
of the radio sales section of Crosley di- 
vision, Avco Mfg. Corp., W. A. Blees, 
Avco vice-president and general sales 
manager of Crosley, announced recent- 
ly 

Mr. Koether was formerly Chicago 
regional and zone manager for Crosley 

R. L. Baker, former builder and con- 
tract sales representative of the Chicago 
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zone, has been named Chicago zone 
manager, replacing Mr. Koether 

In making the announcement of Mr 
Koether’s appointment, Mr. Blees said 
that Crosley’s expanding sales activities 
made it necessary to have a separate 
radio section 

Harry E. McCullough wil! continue as 
manager of the television sales section 


G. Warren Jackson, owner of Jack- 
son Furniture Co., Cartersville, Ga., has 
been elected president of the Carters- 
ville Chamber of Commerce 

Dan O. Hubbard, manager of the 
Cartersville Chamber of Commerce, in 
announcing Mr. Jackson's election, stat- 
ed that his term of office will last until 
November 1, 1952 

The Jackson Furniture 
established 53 years ago, is one of the 


Company, 


oldest retail organizations in Carters- 
ville, and also one of the leading stores 
in the city 


Appointment of Robert Hatfield as 
district manager in the Atlanta area 
has been announced by the Fan Divi- 
sion of Robbins & Myers, Inc., Mem- 
phis, Tenn 
tion, Mr. Hatfield was a sales represen- 


Prior to his promo- 
tative connected with the Memphis of- 
fice 


Robert Hatfield 


With headquarters at 333 Candler 
Bldg., Atlanta, Mr. Hatfield will 
serve Robbins & Myers’ fan distributors 
and dealers in Georgia, South Carolina, 
eastern Tennessee and western North 
Carolina. The Robbins & Myers line 
includes fans of all types: attic, window, 
oscillating, floor, ceiling, pedestal, and 
exhaust 

Present representation in the above 
territory on other divisions of Robbins 
& Myers, Inc., will continue as hereto- 
fore 


Several organizational developments 
in the electric housewares division of 
Landers, Frary & Clark have been an- 
nounced by Bret C. Neece, vice-presi- 
dent and general sales manager 

Robert A. Beyers, formerly 
manager of the company’s electric 
range division, has been appointed sales 


sales 


development manager, effective at once 
Mr. Beyers, who, for a number of years 
handled various regional and district 
assignments for the company, will be 
responsible for the promotional func- 
tions, sales training, and field sales 
management of the division 

Richard Almy, advertising specialist 
for the electric housewares division, is 
assuming headquarters sales respon- 
sibilities in addition to the supervision 
of the advertising and publicity of Uni- 
versal electric housewares 


e 
The election of Paul H. Hill as vice- 


president in charge of sales for Nesco, 
Inc., has been announced recently 


Paul H. Hill 


For the past year he has been direc- 
tor of sales for the firm. Mr. Hill 
will continue over-all dire«tion of sales 
in the housewares, electrical, and stove 
and heater divisions of the company 


Foster L. Davis has recently been 
promoted to appliance sales manager of 
Crosley Distributing Corporation in 
Atlanta, according to Thoben E. Elrod, 
branch manager for Crosley 

Mr. Davis was formerly a Crosley 
dealer in Buchanan, Ga., and prior to 
his promotion was a Crosley district 
manager 

* 


The appointment of Robert M. Oli- 
ver, veteran appliance industry figure, 
as merchandising counselor for the 
Westinghouse electric appliance divi- 
sion has been announced by T. J. New- 
comb, sales manager. Mr. Oliver suc- 
ceeds the late Vernon E. (Sam) Vining. 

Mr. Oliver was formerly with Lan- 
ders, Frary and Clark, where he was 
general merchandising manager in 
charge of the electric housewares divi- 
sion 


Milton R. Benjamin has been ap- 
pointed general sales manager of Jewel 
Radio Corporation according to an an- 
nouncement by Don J. Ferraro, presi- 
dent 

Mr. Benjamin was formerly vice- 
president and national sales manager 
of Majestic Radio and Television 
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News Roundup 





Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Who sells housewares? 
This Week has answers 


@ IN CO-OPERATION with 14 rep- 
resentative manufacturers of elec- 
trical housewares, This Week 
magazine has completed a com- 
prehensive survey of the electri- 
cal housewares market 

Some of the highlights of the 
study are: more than 96 per cent 
of electrical housewares sales are 
made through ten classes of 
wholesale trade; the electrical, 
hardware, and jewelry wholesal- 
ers account for 78 per cent of that 
business; and 94 per cent of the 
traceable distribution moved 
through 153 cities. 

Electrical distributors account- 
ed for the largest segment of elec- 
trical housewares distribution, 
representing 56.7 per cent of elec- 
trical housewares sales 


@ THE GAmuT oF helpful informa- 
tion for home service representa- 
tives of the Georgia Power Com- 
pany was presented by speakers 
at the utility’s annual Home Serv- 
ice Conference, held December 
6-7 at the Biltmore Hotel in At- 
lanta. 

Miss Elizabeth Parker, home 
service director for Georgia Pow- 
er, extended opening-day greet- 
ings to the 160 guests, who were 
then welcomed by C. M. Wallace, 
Jr., sales manager 

The many distinguished speak- 
ers were introduced by the fol- 
lowing members of the home serv- 
ice staff: 

Marion Kin g demonstration 
specialist; Ruth Morris, home 
lighting specialist; Edith Wilder, 
home equipment specialist; Evan- 
geline Lundy, Atlanta; Doris 
Oglesby, Madison; Helen Parker, 


Athens division supervisor; Emily 


Charles G. Pyle, second from left, executive director of the National Asso 
ciation of Electrical Distributors, accepts the first copy of a map of electric 


housewares distribution from Buford 


M. Covington, vice-president and 


advertising director of This Week magazine. The map is the result of a 

joint NAED.This Week survey, Also attending the presentation are Richard 

T. Ney, left, manager of the morketing and plans department of This 
Week, and Alfred Byers, right, exceutive secretary of the association. 
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"OKLAHOMA DEALERS 
TELL ME THAT 


a 
Br 
a 

; 


have set new profit 


records for them” 


Says 
Roger Laubach, 
Viking 
Representative 


“OUR DEALERS PROVED VIKING 
IS BEST FOR BIG FAN PROFITS 


because this single fan 
blankets the mass morket 

Our dealers can sell more 
units and get a longer profit 

on a smaller inventory with 

this single mass market fan 

Both we and they are 100% 

sold on Viking! @ 
MARVIN L. JOYNER, 

Modern Distributors, Inc 

11-19 E. Grand Ave., Oklahoma City, Okle 


READ Why Dealers Choose 
VIKING FANS Over All Others! 


Thot BIG Viking fan is the 
lowest priced high quality 
fan | ve ever seen. The 22 
inch blade really pushes out 
the air in a hurry. | only 
need to stock this single fan 
to do a complete cooling 
joh in any home or opeort 
ment oround here 
MARVIN NICHOLSON, 

OK Furniture & Rug Co 
301 N. Hudson St, Oklahoma City. Okla 


“Viking’s Window fan is 
ideal for home demonstra 
tion! When the customer 
feels the 20 to 25° temper 
ature drop in his own home 
he's sold! Practically every 
Viking I've sold has resulted 
in more business from the 
friends and relatives of sat 
isfied customers 

MONROE W. HAIR, Arrow Service Co 

816 N. Walker St., Oklahoma City, Okia 


SEND FOR THE VIKING PROFIT 
STORY TODAY! 


Niking 


AIR CONDITIONING CORP. 


5601 Walworth Cleveland 2, Ohio 
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Alexander, Atlanta division sup- 
ervisor; Emily Alexander, Atlan- 
ta division supervisor; Margaret 
Perry, Columbus division super- 
visor; Martha Day, Atlanta; and 
Olive Massey, home improvement 
specialist. 

Speakers and their topics in- 
cluded the following: 

Miss Betty Olson, home econo- 
mies director for Crosley divi- 
sion of Avco Mfg. Corp., Cincin- 
nati, “Utilizing Our Food Freez- 
er Potential’; Miss Pearle Wal- 
schmidt, director of consumer 
education, National Electric Prod- 
ucts Corp., Pittsburgh, Pa., “Why 
Not Wire Adequately?”; R. G 
Slauer, manager, applications 
laboratory, lighting division Syl- 
Vania Electric Pri ducts, Inc ’ 
Salem, Mass. “Some Electrical 
Forecasts”; and E. C. Hammond, 
secretary of Georgia Power Co., 
who spoke at the dinner session 
on the first day. 

Second-day speakers included 
C. A. Collier, vice-president in 
charge of sales for Georgia Power, 
“Electricity’s Greatest Salesmen” 
Miss Alice White, home service 
director, Economics Laboratories, 
Minneapolis, “Dishwashers are 


Here to Stay”; and Ted Beekman, 
director, kitchen planning depart- 
ment, Hotpoint, Inc., Chicago, 
“Solving Some Kitchen Planning 
Problems.” 

Fern Snider, chairman of the 
Atlanta Residence Lighting For- 
um, introduced Miss Myrtle Fahs- 
bender, director of residential 
lighting, Westinghouse Electric 
Corp., Bloomfield, N. J., who 
spoke on “Home Lighting as I 
Saw It in Europe.” L. H. Hruby, 
general sales division, General 
Electric Co., Cleveland, was next 
with an address on “What Home 
Lighting Can Be in America.” 


@ Gipson’ REFRIGERATOR Com- 
pany presented its 1952 Diamond 
Jubilee line of refrigerators, 
ranges, and home freezers to the 
company’s distributors from the 
South in New Orleans recently in 
a full-scale convention program 
opening the company’s 75th An- 
niversary celebration. 

Gibson’s complete new Dia- 
mond Jubilee line of major ap- 
pliances was presented by com- 
pany executives. New features 


of interest to consumers have 





MauisCirele 


WILL HELP YOU 


State 


WATER 
HEATERS 


Your customers want a water heater which delivers plenty of 
hot water in a hurry 
Element means fast hot water and low electric bills. 

Yet State's New Magic Circle Heating Element is just one of 
State's nine points for profits — nine sale points that create 
sales and keep customers 
story and complete catalogue and specifications on State 
the South's most profitable of electric water heaters 


or wire 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


And State's new Magic Circle Heating 


NEW MAGIC CIRCLE 
HEATING ELEMENT 


SELL 


It will pay you to get the full 


Write 





Nashville, Tennessee 





Among the new appliance models 
shown to distributors at Gibson's 
Jubilee convention in 
New Orleans recently was this 9- 
cubic-foot refrigerator, Model 982, 
which includes many of the new 
features incorporated in the line. 


Diamond 


been incorporated and _ several 
new models have been added. 

Stressing the value of show- 
manship in selling, Gibson execu- 
tives gave their distributors speci- 
fic examples of how Gibson deal- 
ers can use showmanship in mer- 
chandising major appliances. New 
merchandising plans revealed by 
the company include product pro- 
motions, new displays, national 
advertising in magazines and 
newspapers, and point-of-sale pre- 
sentations for the dealer. 

At the close of the convention 
sented a complete plan book en- 
titled “Gibson Diamond Jubilee 
Selling Program.” As a feature 
of this program, Gibson dealers 
and salesmen have the right to 
earn diamond-studded lapel pins 
fashioned in a replica of the Gib- 
son crest, and diamond rings 
when, by selling the required 
quota, they “Diamond 
sessions, distributors were pre- 
Jim Bradys.” 


become 


@ THe GenerAL Electric Com- 
pany’s major appliance division 
has officially established head- 
quarters in Louisville, Ky., Clar- 
ence H. Linder, general manager 
of the division, has announced. 

Formerly headquartered at 
Bridgeport, Conn., the division 
has its principal offices and mail- 
ing address at the Chamber of 
Commerce Bldg., 310 W. Liberty 
St., until an administration build- 
ing is constructed at Appliance 
Park in nearby Buechel. 

“The present transfer of head- 
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quarters operations to Louisville 
is one of many steps to be taken 
in the major appliance division’s 
long-range, multi - million - dollar 
relocation and expansion project,” 
Mr. Linder said. “Construction 
of the first building at Appliance 
Park is on schedule, and by next 
spring production of jet engine 
parts will be under way.” 

Mr. Linder and his administra- 
tive staff, the staffs of the range 
and water heater department, and 
the advance engineering section 
and some members of the jet en- 
gine parts department have al- 
ready arrived in Louisville and 
are set up for operations. 

The headquarters of other de- 
partments of the major appliance 
division will move to Louisville 
over a long period of time 


@ THE DISTRIBUTING FIRM Louis 
O. Bowman, Inc., of Richmond 
and Norfolk, Va.. has been ap- 
pointed by the Appliance Mfg. 
Co., of Alliance, Ohio, to distri- 
bute Duchess washers and Duch- 
ess air driers. 


@ Cuarces Martin Distributing 
Co., Atlanta, has been named dis- 
tributor for the state of Georgia 
for the Presteline home appliance 
division of Leeson Steel Products, 
Inc., according to announcement 
by D. O. Klein, vice-president in 
charge of sales for Presteline. 


@ A MERGER OF J. M. Martin, 
Houston, Texas, distributor of 
Bendix television and radio, with 
M. T. Triggs of the same city. has 
been announced by R. W. 
Fordyce, general sales manager, 
for Bendix. The newly organized 
business, under the name of Mar- 
tin and Triggs, Inc., will continue 
as the Bendix TV and radio dis- 
tributcr in the area 


@ ONE OF THE LARGEST single or- 
ders ever received for electric 
water heaters has just been put in 
production by the America and 
Southern Corp., in Nashville, 
manufacturers of Wagoner elec- 
tric ranges and Wagoner automa- 
tic gas and electric water heaters. 

The order, which was placed by 
a distributor for the America and 
Southern Corp., in Aiken, S. C., 
calls for delivery of 6.000 electric 
water heaters of 30-gallon capa- 
city and will be delivered to the 


Savannah River atomic 
plant at Augusta, Ga. 
The heaters will be installed in 
housing quarters now being erec- 
ted near Augusta for the person- 
nel of the atomic energy plant 


energy 


@ THe Frank Lyon Co., of 
Shreveport, appliance distributor 
in the Arkansas-Louisiana-Texas 
area, has been appointed whole- 
sale distributor of International 
Harvester refrigerators and freez- 
ers for the Shreveport territory. 
The Shreveport office, a branch 
of the Frank Lyon Company o 
Little Rock, is headed by T. W. 
Witt, vice-president of sales; L 
B. Anderson, vice-president of of- 
fice and credits; and M. H. Casey, 
appliance sales manager 


@ THe New Orveans Retail Ap- 
pliance Dealers Association, Inc., 
has become affiliated with the Na- 
tional Appliance and Radio Deal- 
ers Association, according to an- 
nouncement by W. A. Bernsohn, 
managing director of NARDA 
Henry Glindmeyer, Jr., presi- 
dent of the New Orleans associa- 


tion, and George L. Peterson, its 
executive director, arranged for 
the affiliation following a meeting 
in New Orleans addressed by 
Mort Farr, NARDA president 

Membership in NARDA has 
been considerably strengthened 
as the result of a membership- 
building campaign in the form of 
a tribute to NARDA’s president 
Mr. Farr. Important gains in 
membership have been made in 
Virginia, Louisiana, Florida, and 
Texas 

a 


Supply and demand 


(Continued from page 89) 


pated cuts in production. It is 
probable that specific shortages 
will develop in certain lines and 
on certain models of appliances as 
1952 progresses 

Mr. Pyle believes that, barring 
an all-out military effort, the elec- 
trical distributing industry will 
fare extremely well in 1952. He 
cautions that a higher degree of 
salesmanship than ever before 
will be needed in the industrial 
as well as in the consumer fields, 
particularly in the first months of 
1952. Industry and the consume: 





<<, the 
’ right way is 


WIND-WAY 
VERTICAL 
DISCHARGE 


LanchHouse 


PACKAGE 
FAN 


BECAUSE: 
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attic ventilation 


WIND ® WAY 


ALES-PROVE 


@ It is designed to fit ANY type building EASILY 
@ installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
@ WIND-WAY sells “on sight” to people who recognize it 
es o simple, foolproof, superior fan 


Write for descriptive 
bulletin No. 9150 


FAN AND VENTILATOR CO. 
531 St. Joseph St. New Orleans! 2, Lo 





both have the money to invest 
but they seem to have adopted a 
watchful and waiting attitude to- 
ward buying. An intensive over- 
all program of sales training will 
have to be established at the 
manufacturer, distributor, and 
dealer levels, and it must be con- 
tinuous to be effective in our pre- 
sent economy. 


Kitchen service 
(Continued from page 94) 


kitchens involved $3,500. 

Oftentimes, however, a kitchen 
installation results in a major ap- 
pliance sale within a few days or 
a few weeks after the job is 
finished. 

In many cases householders de- 
cide they will get along with the 
old refrigerator or the old range 
But when the new kitchen is com- 
pleted, the old appliance begins 
to look out of place to the family. 
As time runs on, the old unit ap- 
pears less and less appropriate in 
comparison with the new. 

And finally, says Bates, another 
sale develops. Almost invariably, 


an old appliance in an otherwise 
new kitchen is eventually replac- 
ed. And, quite naturally, the cus- 
tomer goes to Kilman and Bates 
for the replacement. 

These are_ over-the-counter 
sales that are not merely wel- 
they are expected. But 
normally the firm does not seek 
over-the-counter sales of kitchen 
appliances nor even 
them, because Bates is convinced 
that such sales and subsequent 
independent installations result 
in unattractive kitchens that hurt 
business. 

And the policy of installing kit- 
chens complete and discouraging 
across-the-counter sales resulted 


come, 


encourage 


from early experience of the firm 
with kitchens. 

“After the war,” recalls Bates, 
“conditions made it advisable for 
us to expand into appliances. The 
store had specialized in sewing 
conditions had 
changed, and we began picking 
appliance lines 

“The kitchen line looked good, 
so we took it on, but in our first 


machines, but 


year our volume was only $15,000 
and after the first nine months 
we quit over-the-counter sales 
and became kitchen specialists, 
specializing in complete kitchens 

“There were, as I saw it, some 
very good reasons. The appliance 
would be sold, in many cases, to 
a householder. If the kitchen was 
being remodeled, the customer 
would have to hire various skill- 
ed laborers to do his work. 

“The customer not only got a 
bad deal in many cases on his 
labor, but he ended up with an 
unattractive kitchen because it 
had not been planned properly 
Therefore, the customer became 
unhappy with the appliance and 
the kitchen as a whole.” 

It was then that Bates decided 
After his 
first complete sale, his personally 
designed kitchens have been sell- 
ing the idea, and more complete 
kitchens 


to become a specialist 


“At least 65 per cent of our kit- 
chen installations are sold by our 
customers,” Bates. “These 
customers are proud of their kit- 


Says 





Famous 
Automatic Shutter 


Unusually sensitive to air currents, 
causing the louvers to open in 
stantly when the fan is turned 
on — and snap shut when the fan 
is turned off. The aluminum lou- 
vers are weatherstripped. The best 
fitting shutter on the market 
Sizes from 12” to 72” square — 
also rectangular 


2738 W. WARREN 





: entilating oP Ss 


pecialties 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


ELGO SHUTTER & MFG. GO. 


DETROIT 8, MICH. 





FRANK P. BELI 


Business Manager 


I B. CHAPPELL, 


GERARD TEASDALE, 


=, « RUTLAND 
W. G. SHEEHAN 
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chens and show them to friends. 

“Our floor plans and colored 
drawings help a sale considerab- 
ly. And although I have had no 
training in drawing, it is not diffi- 
cult to make the necessary 
sketches, and I seldom have to 
consult an architect or contractor 
for advice. 

“Our colored sketch showing 
how the kitchen will look from 
the principal elevations may dis- 
please the lady of the house. By 
that I mean that she may say at 
first glance, ‘Oh, I wouldn’t have 
that color combination.’ But that’s 
what we want her to do, for the 
sketch is only a starting point, as 
far as color is concerned.” 

Bates says he considers his firm 
in the classification of a general 
contractor, specializing in _kit- 
chens. His service is of exception- 
al value where an old kitchen is 
being completely done over, from 
floor to ceiling. 

In such cases he supplies the 
carpenters, painters, applicators, 
electricians, and any other art- 
isans needed, and the job is done 
on a turn-key basis. These spe- 
cialists have been working with 
the firm for some years and have 
been picked for this type of job. 

Therefore, the home owner 
need not be involved in any sub- 
contracting. And in the case of a 
new residence, the builder or con- 
tractor also executes a turn-key 
contract. 

After the kitchen is completed, 
Kilman and Bates will even put 
through an FHA loan, if desired. 
So on the Kilman-Bates plan, one 
telephone call by the householder 
or home builder gets a kitchen 
installed complete. 

Although 65 per cent of com- 
plete new kitchens are sold by 
previously installed kitchens, 
other prospect sources are not 
neglected. 

Tom Dyott, a kitchen specialist, 
has recently been added to the 
firm. Both Bates and Dyott call 
continually on their list of archi- 
tects, builders, and contractors. 

Then there is a_ substantial 
amount of advertising — on the 
radio and TV, in newspapers and 
in the yellow directory pages. 

Last April, Ft. Worth mer- 
chants spread an elaborate home 


show, and Kilman and Bates had 


two complete kitchens on display 
This home show, says Bates, was 
also an excellent source of pros- 
pect names. 

“The home show resulted in at 
least 20 prospects,” he said, “and 
out of that 20 we will probably 
sell 10 complete kitchens 


Housewares service problems 


(Continued from page 93) 


tion will become difficult to deal 
with, and then it will be neces- 
sary for the manufacturer to 
step in. There are weak ones 
which must be weeded out, and 
there is much to be accomplish- 
ed with the stronger ones, such as 
closer supervision by the manu- 
facturer, better business methods 
within the station, faster process- 
ing of repairs, and closer co-or- 
dination with the dealer 

The problem of conveying 
product knowledge to the dealer 
is best accomplished by the meth- 
od used by one of the country’s 
larger service stations, California 
Electric Service, in Los Angeles 

This agency has been holding 
clinics for dealer personnel to 
promote a better understanding 
of appliances: a brief schooling 
to demonstrate what makes the 
appliance tick; what to look for 
in case of trouble; and how to 
make minor adjustments and re- 
pairs. 

This is a very effective and pro- 
gressive step, and you may expect 
more of this in other sections of 
the country. 

At least 20 per cent of all re- 
turns of electric housewares for 
service could be eliminated if the 
dealer would only give simple 
instructions to the consumer in 
the operation and care of the ap- 
pliance at the time of sale 

The average dealer in his en- 
thusiasm to sell, and sell only, 
overlooks the trouble he could 
save himself and the good will 
he could create by doing so 

I say to the dealer: don’t be just 
an order taker. Spend that extra 
15 minutes on the electric house- 
wares sale in giving your cus- 
tomer the full story. Remember 
the consumer seldom reads the 
instruction booklet. 

This, along with the ability and 
facilities for making minor ad- 
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GREATEST 
OPPORTUNITY-LINE 
FOR YOU IN °52 





BEN-HUR 
(Flat oest 


FARM AND HOME 


FREEZERS 








FOUR Models meet every need: 8.5 
13.1, 16, 20 cubic foot sizes 





Record-Breaking Freezer Sales 
Come Easier — with the 
BEN-HUR Line 


From profitable experience, Ben-Hur dealers 
will tell you it’s today’s leadership line — in 
modern biue-trimmed beauty, in teatures that 
assure exceptional food-saving convenience 
economy, long-life performance. They win 
quick attention and sell easily against 
toughest competition 


Ben-Hur SALES HELPS 
Cut SALES EFFORT 


Ben-Hur effective selling tools include: bril 
liant window and store display banners, counter 
“silent salesmen,” giant R.O.P. display cards, 
colorful broadsides, folders, mailing cards, de 
tailed sales manuals and the convincing “Let's 
Prove It” pad — where your customer proves 
to himself with his own figures how a Ben-Hur 
Freezer nays for itself. Get the franchise facts 
today. Ask your nearby BEN-HUR DISTRIBUTOR! 


Guaranteed 
Record of 
Performance 


BEN-HUR MANUFACTURING CO. 


Dept. ES 634 E. Keefe Ave., Milwaukee 12, Wis 


HEALTHFUL LIVING THROUGH FROZEN FOODS 
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justments or repairs, will save the 
dealer expensive rehandling for 
shipment and will not deprive the 
consumer of the use of the appli- 
ance. 

Mechanical gadgets are a my- 
The deal- 
fundamental 
knowledge of the product he is 


stery to the housewife. 
er must acquire a 
selling so that he may teach the 
ABC’s. This all spells good deal- 
er service on electric housewares 
and means plus business. 

The electric 
ness is still in the growing stage 
With a total volume of 600 mil- 
lion dollars in 1950, the sales foi 
the first six months of this year 


housewares busi- 


ran 25 per cent ahead of last year, 
and it is expected that the total 
1951 will hit the 700- 
million-dollar mark in 


sales for 
spite ol 
conditions. 

The goal as set up for the in- 
dustry by the sales promotion 
committee, electric housewares 
section of NEMA, is one billion 
dollars per year by 1955 

This is a big figure, and it’s go- 
ing to take a heap of selling to hit 





FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 


Ve Hew DAVIS 
Clecito - Sweep 


WITH Magic . Broom ACTION 





Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing’ Action reaches every- 
where. Jiffy controls. 


ONLY 


» $19.95 


RETAIL 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs 
DAVIS MFG. COMPANY. Piano 1, ILL 
Southeast Rep Southwest Rep 
K. Dewees Co M Huie Co 
Walton Bidg., Thomas Bidg., 
Atlanta, Ga Dallas, Tex 








this total. The dealer who is 
counting on his share of the an- 
ticipated increase must team up 
service with sales. 

If he is not willing to step for- 
ward and place that little extra 
effort required to render service, 
the housewife is going to find it 
pretty easy to continue using her 
old-model appliance —‘much to 
his loss, and a slow down in our 
march towards the billion-dollar 
goal. 

The dealer who recognizes the 
importance of product service at 
all times, and sets up an efficient 
operation to cope with the con- 
sumer’s service problem will reap 
benefits in 
only in 


future sales — not 
periods of emergency, 
when there are shortages of fin- 
ished goods, but year in and year 
out, good times or bad 


Housewares bar 


(Continued from page 91) 


electric plugs, in which appli- 
ances such as fans, clocks, juicers, 
and mixers, can be connected for 
quick demonstration. 

In the center of the U-shaped 
rear doorway 
which leads to the stockroom be- 
hind stocked 
shipping 
completely 
wrapped package can be handed 
over to the customer. This is a 
which the 


enclosure is a 


Housewares are 
here in their original 


eartons so that a 


policy, incidentally, 
like, the 


store has found 
The desired effect of the elec- 


customers Louisiana 


tric housewares is to represent 
every type of houseware carried 
by the store by a single display 
unit, in a jewelry-store 
which 
creases gift appeal 

At least 75 per 


atmo- 
sphere, considerably _ in- 
cent of the 
housewares sold go out as gifts, 
Mr. Labiche pointed out, and for 
this reason, a gift-shop appear- 
ance is important. 

Mr. Labiche shows only one of 
every type of houseware in the 
waist-high shadowboxes and in 
the three levels of glass shelving 
above 

So in spite of a small amount 
of space, a large inventory is rep- 
resented. The difference in the 
appearance of electric housewares 
impresses the customer with the 


completeness of the inventory. It 
is also easier to sell her up to 
more expensive lines. 

“Our electric housewares unit 
sale has jumped considerably 
built the bar,” Mr. 


Labiche said. “Handing down one 


since we 


item at a time, and pointing out 
the superiority of a more expen- 
later model another, 
lends itself readily to trading up 
to a better price.” 

In addition to the 
housewares bar, 


Sive, over 


electric 
which is now 
pulling something like twice as 
many gift purchasers as_ the 
store attracted before it was built, 
Mr. Labiche devotes one display 
window permanently to house- 
wares. He has found that 


are particularly 


they 
important from 
a traffic-building standpoint 
“We use a 
newspaper 


amount of 
advertising,” he add- 
ed. “We have found that it is dis- 
play, however, and the ability to 
make a quick demonstration, plus 
the gift-shop atmosphere, which 
does the best selling job.” 


small 


Because of the city’s love for 
coffee, Mr. Labiche sees to it that 
a percolator full of coffee is al- 
ways bubbling away in the de- 
partment. 

The drifting 
the store often draws the prospect 
to the coffee maker, and results 


fragrance across 


in sales. 


Housewares program 
(Continued from page 91) 


achievements of the campaign 
were shown in a review of the 
program at the meeting. 

These revealed that in 
1951, 225,000 copies of the orig- 
Fact Sheet 
retailers through 
mailings, distribu- 


slides 


inal four-page 
distributed to 


were 


manufacturer 
electric 
light and 


tors, area committees, 


leagues, and electric 
power companies. 
They also showed that 24,846 
display kits offered during the 
phase of the 
distributed to 
answer to requests and through 
distributors. 

Presentation of the 1952 cam- 
paign to dealers and distributors 
was to take place at the January 
Housewares Show in Chicago. 

Officers of the electric house- 
wares section of NEMA for 1952 


spring 
were 


campaign 
dealers in 
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were announced after the meet- 
ing. They are: chairman, John A 
Sullivan, division vice-president, 
home appliance marketing, Gen- 
eral Mills, Inc.; and vice-chair- 
man, Stanley G. Fisher, sales 
manager, electric housewares di- 
vision, Landers, Frary & Clark. 
Keeping salesmen 
(Continued from page 85) 


s | 
knows that he!will spend more 


time finding a customer for used 
appliances than he will to initiate 
and close a new sale. And he can- 
not possibly do both simultane- 
ously.” 

Now, what is Ollie going to do 
with his trade-ins? 

“I wholesale them,” said Ollie. 
“But not in my own town. And 
I don’t always sell my used mer- 
chandise to dealers. I have con- 
tacts with washerteria operators 
who are always in the market for 
good used washers. Their ma- 
chines receive a terrific beating, 
and they must be replaced.” 

On deals of this kind, Ollie 
does not allow any more for 
trade-ins than he can readily re- 
sell them for wholesale. But how 
about the competitive offers? 

“That is where your salesmen 
enter the picture again,” said 
Ollie. “They are going to do a 
good selling job, because they 
like the company they are work- 
ing for, and they have nothing 
else on their minds but selling 
new appliances.” 

Because of the size of his op- 
eration, Ollie will not have a sales 
crew of more than six men. 

“I couldn’t supervise more 
men,” said Ollie. “I have my fin- 
ger on every deal, help close and 
appraise. I could, with too many 
deals on the fire, let just one slip 
through that would take many 
sales to make up the loss involved 
Too, my salesmen expect me to 
be ready when they need me.” 

Out of the six salesmen work- 
ing for Ollie, three absolutely re- 
fuse to do any cold canvassing 

“Some dealers,” said Ollie, ‘“in- 
sist that their outside men make 
a definite number of cold canvass 
calls per day. And they must fill 
out a printed form giving the 
name and address and other per- 
tinent information regarding pros- 
pects they canvassed. 


“And often these names are 
checked against faking. Salesmen 
are as individual as executives of 
various firms. They cannot be 
classified and standardized to fit 
into any sales manager’s dream- 
iheory. 

“One of our best salesmen ob- 
tains his leads by getting ac- 
quainted with diners in a local 
cafe at lunch time. He will not 
make cold canvass calls. And he 
doesn’t have to in order to sell 
appliances. Why force good sales- 
men into other lines by forcing 
them to scout leads according to 
an arbitrarily set pattern?” 

According to Ollie, the used 
appliance customer doesn’t shop 
new appliance stores. 

“The majority of customers 
who want used appliances go to 
established second-hand stores 
Such outlets make a business of 
favoring that type customer. And 
that is no selling game, but a 
horse-trading one. And it re- 
quires as much training and skill 
to be successful in one as it does 
in the other. 

“We have established ourselves 
as merchandisers of new appli- 
ances, and nearly everyone who 
crosses our threshold is a new- 
appliance prospect. Worrying over 
retailing our trade-ins would not 
be worth what it cost. And were 
we to try and peddle our used ap- 
pliances, our new sales volume 
would of necessity fall off 

“The first six months we were 
here, we sold 176 washers of one 
make, The second six months, 
we delivered over 200. And 200 
has become our average 

“Last February and March, we 
sold 180 floor furnaces—this at 
the tail end of the heating season.” 

Ollie has no turnover of sales- 
men to worry him. In fact, he has 
a list of applicants to turn to—if 
and when the need arises 

“And they are all good new- 
appliance men,” Ollie concluded, 
“wanting to make a change where 
they can work according to their 
individual aptitudes. The exper- 
ienced salesman has learned by 
trial and error the best method 
for him to use to make the most 
money. Why not capitalize on his 
experience rather than force him 
to change in order to conform to 
your pattern?” 
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SELL THIS 
WATER HEATER WITH 


slit 


to assure customers 
of cleanest hot water, 
longest service 


Sparkling clean hot water comes 
naturally with an automatic 
Fowler...Glass-lining inside the 
tank keeps water pure to safe 
guard family health 

There is nothing to rust or 
corrode inside a Fowler. With 
smooth, durable porcelain, bond- 
ed to steel inside the tank, no 
metal surfaces touch water 

Glass-lining is only one of 
many outstanding features which 
Fowler offers to provide finest 
water heating at lowest cost 

Fowler electric water heaters 
are backed by 20-year prorated 
warranty. Gas water heaters are 
backed by 15-year prorated war- 
ranty 

Fowler water heaters are eco 
nomically priced for quick, pro- 
fitable sale 


Inquire now about Fowler 


FOWLER 
Wet BE 


Monufactured by Fowler Manufacturing Co 
2545 S$. E. Gladstone, Portland 2, Oregon 
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4 SQUARE 
DEAL 


FoR 


_ IMPOSSIBLE 
TOLOSE MONEY 


GUARANTEED PROFITS 


Report unsold tan inventory to Murray atter 


for FULL CASH CREDIT. 


season No sea- 
sonal tic-up of fluid capitol. What you sell, 
you profit on what you don’t sell, simply 


report and receive check. You can't lose. 


VENTILATING WINDOW Fans 


H. C. BIGLIN CO., INC. EXCLUSIVE SALES AGENTS 
177 Harris St., N. W., Atlanta 3, Ga. 





Zoe NOVERMSERS 


r’s Index is published and not as a 


ec advertising contract. Every car e taken to Index 


No allowance will be made fo 


Conditioning 
All-Steel Equipment 


Aluminum C« 


American Blows ort 


American Steel & Wire D 


Stee Company 
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AIR-FLO 


AUTOMATIC 


CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 
flush with the ceiling, Al’.FLO Ceiling Shutters 
present a refined, finished appearance. Their 
natural aluminum color blends with any dec- 
oration, eliminating need for painting, and no 
grille or winter cover is required urnished 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements 


WRITE FOR NEW CATALOG 43-8 


Illustrations and details of the complete AIR- 
FLO line 


Air Conpitionnc Propucts Co. 


2340 W. LAFAYETTE BLVD. - DETROIT 16, MICH. 








Ask Your Jobber for the Best! 


Quality Fixtures by GLATTHAR 


This new modern one 

light unit is 12” in dia 

meter with red enamel 

shade, and milk glass 
> a . and crystal globe 


No. 1542 


Here is a decorative 
three-light unit 15” in 
\ 
diameter, with cut glass \ ee 
Po 
effect on bowl, and \¢ ae 
brass finish on metal C——> 


) 
No. 1515 


Oe te 


- 


THE GLATTHAR Lighting co MPANY 


949 East 72nd St. Cleveland 3, Obio 
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vV the right products 





Vv tops in performance } 
V profit builders '\\¥ 


MEIER Vlatomailie <7 \ 
ELECTRIC HEATING! 








MEIER Corcabe ELECTRIC 
FLOOR FURNACE 


Heat Where It's Needed! 


Mounted on modern tubular stec 


MEIER Obeomalic 


ELECTRIC 
WALL FURNACE 


pe 


New, complete comprehensive 
Meier Electric Heating Catalog 
is just off the press-—send 

for your copy today. 


(41 eS 
Famed for Dependability \&S* @). ‘904 Throughout the World 


au 


MEIER ELECTRIC & MACHINE CO., INC. 


eea7 & WASHINGTON STREET 
INDIANAPOLIS 7, INDIANA 





Homes| 


This is your 
ad ‘Program 


Ths ABS 


ae 


"1952 


when you identify 
yourself with 


“SELF-SELLING”’ “aS 
WATER-HOTTER 


Automatic Water Heaters — Electric and Gas 
Do you know how many copies of “Satur- 
day Evening POST” go into your town 
every week? Write White and find out. 
You'll be surprised! Monroe, Wisc., for 
instance, has 1,860 families—318 of them 
get the POST weekly. In Vincennes, Ind., 
792 of its 5,167 families are regular POST 
readers! 

“Better Homes & Gardens.” “Good 
Housekeeping” and other magazines on 
White's advertising schedule show equally 
intensive coverage of your prospects, in 
your town all year ‘round. 

GET THE FACTS! Ask your White 
distributor or write White NOW for 
White's Proved Profit story and national 
advertising coverage of your own neigh 
borhood prospects. Cash in on every ad 
vertisement! 


WHITE PRODUCTS CORPORATION 
Water Heating Specialists Since 1930 
Dept. S-1, MIDDLEVILLE @ MICHIGAN 
EXPORT OFFICE: 201 N. Wells St., Chicago 5, Illinois 


Patented Copyright 1952, White Products Corporation 


ELECTRIC—Round and 


GAS—Round 
table top models 


models only 
cru, 


+ onrecrt ow 
45 sovearsen AE 








— aa Te Teta.) oP . 
The Advertiser’s Index is published as a convenience and not asa 


part of the advertising contract Every care Ul be taken to Index 


I f ! . 
correctly. No allowance will be made for errors or failure to insert 


Markel LaSalle 
Martindale Electri 
Meier Electric 


Inc 
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A Quarter Century 


in Lelevision 


YOU CAN DEPEND ON 
THE INCOMPARABLE 


| 
I 
| 
| 
| 
| 
I 
| 
zy 
marks the 25th anniversary of the first Farns- 


worth inventions that made today’s television 
possible. The mind that created them has im- 
proved, refined, brought them to perfection in 
only one instrument—the incomparable Capehart. 


H ere is the key to Capehart’s quality leadership. This is why 
Capehart is the first choice of the cream of your prospects. 
The superiority of the Crystal-Clear picture—the fame 
of the Symphonic-Tone System—the sterling performance of 
the Capehart full power chassis—the pacesetting quality of 
Capehart cabinetry—these make Capehart the line it 
is for prestige—and profits! 


There may be a pathway-to-success Capehart franchise 
open in your territory. Why not investigate! See your 
Capehart distributor or write Fort Wayne. A 
P . y The CAPEHART “Bennington” 


20-inch rectangular tube for Crystal-Clear 
picture. Capehart Symphonic-Tone. Early 
American in maple finish. Traditional Cape- 


hart performance for only... . $46995" 


The CAPEHART 
Personal 
Portable 





Plays where you play. 


The CAPEHART Clock Radio The CAPEHART Table Radio Sets the wece for styl- 
> . . P —_ . cee r orf - 
The fastesi selling clock radio on the mar- True Capehart quality in miniature. Dis- po 9m bps os 
ket — the most wanted, the highest-styled tinguished design beyond compare. Unbe- plastic cabinet in 
now available. Beautiful plastic lievably beautiful tone. Choice ch » of coles 
cabinet in choice of colors. Only $4995 of colors. Only $3295 oice of colors $2995 
*Includes Federal Excise Tax. Warranty and installation extra. Prices for Zone 1 


CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of international Telephone and Telegraph Corporation 
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earafter Uear 


Westinghouse RINGS IN THE New! 
A 


New Products « New Features ¢ New Promotions 


All last year Westinghouse retailers felt the impact of these fast-moving, popular 
promotions ... these sensational new products and these unique product features. 

Westinghouse promises that there will be no letup in °52. Your customers will 
continue to get the most of the best in electric appliances . . . They will see and 
hear the name Westinghouse on every side... on TV’s STUDIO ONE, in national 
magazines, in leading newspapers and on spectacular outdoor boards. 

Now is the time for you, as a Westinghouse retailer, to take full advantage locally 
of the profit opportunities that Westinghouse will offer you in 1952. 


WESTINGHOUSE ELECTRIC CORPORATION ~- Electric Appliance Division - Mansfield, Ohio 


you CAN BE SURE...1F s Westinghouse 


Peeaoeo| shoe 


Refrigerster + Dishwosher + Wewte-—Awey + tron ad . Hectic Sheet + + feed Crafter + Renge + Electric Griddle + Cleaner + Laundromat + Home Freezer 
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EASIE AND FASTER INSTALLAT! uae 
™ WITH THESE DESIGN LEADERSHIP i.e 
x Y Solderless terminals—fastet wiring connections. Ht 
t+ 
1T y “On-the-spot” nockouts— punched and repressed 
4 § Y tor easy; clean removal. 
=> 
- y Engineered gutters—generous Witind space 
RR for speedy installation and maintenance- 
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of fused circuits on 4 device. hed 
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—— 4 circuit May be connected independently and + 
TT sealed for special utility rates. othe 
++. Square D's complete line covers lto d 
4. 16 circuits for lighting. Pullouts are Parallel Range ond Porallel Range and 100 ampere main ; 
+4 -+--+- provided for mains, ranges, water Main with 4,6 oF 8 Main with 4,6 or 8 plug pull-out controls range, 
mI heaters and special appliances. Rain- plug fuses and water fuses. Sub-feed connec- water heater OF dryer, 
, 7 heater oF dryer cirevit tions allow additional and up to 16 plug fuses. 
tight enclosures available with Square an te 
aie —for average home, circvits—the minimum For larger homes, sma 
D's interchangeab e hubs All devices oll circuits in o single entrance equipment for commercial buildings, 
are Underwriters approved. enclosure. the modern home. radiant heating jobs. 
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How can you cut 
nower circuit installation 
time ? 


For almost twenty years the flexibility of G-E varnished-cambric 


interlocked armor cable has helped users cut installation time. 


THE REASON: G-E interlocked armor cable for plant power 
circuits was specifically designed for fast installation in even the 
most difficult places. Its raceway is built in—ready to install. It is 
so flexible you can readily bend it around pillars, I-beams, and 
partitions—requires no special installation or time-consuming 
layout techniques. Because of its light weight, you can string 
G-E interlocked armor cable over long runs without pull boxes 


of lay it up on existing beams. 


You save, not only time and space, but also initial material 
costs. G-E interlocked armor cable can even be used over again 


when plant layouts are changed. 


To get complete data, write Section W77- 124, Construc- 
tion Materials Division, General Electric Company, Bridgeport 


2, Connecticut 


Px, 


Standard three-conductor, 
600 v, interlocked armor 
cable. Also available for 
110 v to 15,000 v circuits. 


LE 


| OPPOOORT OTT bEbee et 


| You Can Va pow confidence an — 


GENERAL ELECTRIC 
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